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BALANCING your insurance 


coverage against your many needs for 
protection calls for professional skill. The 
independent insurance agent is an expert 
in many kinds of insurance protection, in- 
cluding those provided by the U.S.F. & G. 


Select and consult your independent 
insurance agent or broker as you would 
your doctor or lawyer. 


CASUALTY— FIRE—MARINE INSURANCE o FIDELITY-SURETY BONDS 


United States Fidelity & Guaranty Co, Baltimore 3, Md. « Fidelity Insurance Co. of 
Canada, Toronto « Fidelity & Guaranty Insurance Underwriters, Inc., Baltimore 3, Md. 


A new series of 
compelling U.S. F.&G. 
ads like this . . . in 
THE SATURDAY 
EVENING POST, 
TIME, U. S. NEWS 

& WORLD REPORT 
... IS Currently 
building still 
greater public 
respect for the 
independent agent. 
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DATE 10/28 


F what I hear, it's terrific! W 
rom 


Combined insurance Co. of Americe, Dept. 136 
may we 5050 Broadway, Chicago 40, Illinois 
Ps Gentlemen: We would like details about Combined’s 
GROUP OF COMPANIES explain Business and Professional Men’s Compensation Plan. 
W. CLEMENT STONE, PRESIDENT 


Combined Insurance Company of America, Chicago; 


Name 


Combined American Insurance Company, Dallas Address 
Hearthstone Insurance Company of Massachusetts, Boston 
First National Casualty Company, Wisconsin j ae City 


— 
To: EC t about 
ombined sation P 
ou con en's C 
Pre 
— ss an 
'NSURANCE “OUNSEL one 
P To: gg DATE , 1/4 
SUBJECT. Combinegr, Business and Professiona) 
Ment, Compensation Plan 
Terrific is right! This °Vverage Suits Market, | 
Potentia) Seems limited, And Combined, 
M0tlvationa) techniques are just What we need, 
Have arranged Contract discussio,, Meeting With 
Combineg next Tuesday 19 a.m, 


Insurance Stocks 


Over-the-counter Market 
Furnished through the courtesy of The First Boston Corporation 
Bid Price 

Fire and Casualty Companies 10/30/59 
Aetna Casualty 
Aetna Insurance 
Agricultural Insurance 
American Equitable Assurance 
American Home Assurance 
American Insurance 
American Re-Insurance (A) 
American Surety (C) 
Bankers & Shippers Insurance 
Boston Insurance 
Camden Fire Insurance 
Continental Casualty 
Continental Insurance (G) 
Employers Group Associates 
Employers Reinsurance 
Federal Insurance 
Fidelity & Deposit Co. of Md. (H) 
Fireman's Fund Insurance 
General Reinsurance 
Glens Falls Insurance 
Globe & Republic Insurance 
Great American Insurance 
Hanover Insurance 
Hartford Fire Insurance 
Hartford Steam Boiler Insp. & Ins. (B) 
Home Insurance Company 
Insurance Company of North America 
Jersey Insurance Co. of N.Y 
Kansas City Fire & Marine Insurance 
Maryland Casualty 
Massachusetts Bonding & Insurance 
Massachusetts Protective Association 
Merchants Fire Assurance (1) 
Merchants & Manufacturers Insurance 
National Fire Insurance 
National Union Fire Insurance 
New Amsterdam Casualty 
New Hampshire Insurance 
New York Fire Insurance 
North River Insurance 
Northeastern Insurance 
Northern Insurance 
Northwestern National Insurance 
Ohio Casualty Insurance 
Old Republic Insurance 
Pacific Indemnity 
Pacific Insurance 
Peerless Insurance 
Phoenix Insurance 
Providence Washington Insurance 
Providence Washington Insurance, Pfd 
Reinsurance Corporation of New York 
Reliance Insurance 
St. Louis Insurance 
St. Paul Fire & Marine Insurance 
Seaboard Surety (A) (K) 
Security Insurance 
Springfield Fire & Marine Insurance 
Springfield Fire & Marine Insurance, Pfd 
Standard Accident Insurance 
U.S. Fidelity & Guaranty (L) 
U_ S. Fire Insurance 
Westchester Fire Insurance 
1959 Range 
Life Companies High Low 
Aetna Life (B) (K) 79! 
American Nationa! Life 
Bankers National Life (M) 
Beneficial Standard Life 
Business Men's Assurance 
California-Western States Life (G) 
Commonwealth Life (Louisville) (A) 
Connecticut Genera! Life 
Continental Assurance (A) 
Franklin Life 
Government Employees Life (i) 
Gulf Life 
Jefferson Standard Life 
Kansas City Life 
Liberty National Life (A) 
Life & Casualty 
Life Insurance Company 
Lincoln National Life 
Massachusetts Indemnity & 
Monumental Life 
National Life & Acci« 
North American Life (Ch 
Philadelphia Life (E) 
Quaker City Life (D) 
Republic National Life 
Southland Life (B) 
Southwestern Life 
Travelers 
United Insurance (Chicago) 
United States Life 
West Coast Life 
(A) Adjusted for 25% stock dividend 
(B) Adjusted for 33'/,% stock dividend 
(C) Adjusted for ock dividend 
(0) Adjusted for ock dividend 
(E) Adjusted for 
(G) Adjusted for 10% stock dividend 
(H) Adjusted for 2 for | split and 1? 
(1) Adjusted for 100% stock dividend 
(K) Adjusted for 2 for | split 
(L) Adjusted for 2 for | split and 10% stock dividend 
(M) Adjusted for 7'/2% stock dividend 


of Virginia (C) 


2% stock dividend 
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Best’s Stock Index 


1958 
30 Fire 30 
& Cas. Life 


28.3 144.0 
28.7 142.3 
29.0 142.6 
29.2 142.3 
29.1 146.2 
29.8 147.8 
30.5 159.2 
30.7 160.9 
30.6 163.0 
33.2 170.7 
34.4 187.8 52.5 

36.7 191.0 52.5 

Index base for the three above, 1941-43 = 10. 


* Standard & Poor's daily stock price index of 425 industrial, 25 railroad 
and 50 public utility stecks combined. 


1959 
30 Fire 30 
& Cas. Life 


37.5 191.5 
37.8 186.3 
37.3 184.5 
37.5 188.7 
36.5 183.4 
35.2 180.3 
37.2 198.0 
36.6 198.4 
33.9 187.0 
33.7 184.1 


End of 
Month 


*500 
Stocks 


41.7 
40.8 
42.1 
43.4 
44.1 
45.2 
47.2 
47.8 
50.1 
51.3 


*500 
Stocks 


55.4 
55.4 
55.4 
57.6 
58.7 
58.5 
60.5 
59.6 
56.9 
57.5 


January 
February 
March 
April 

May 

June 

July 
August 
September 
October 
November 
December 


Building Cost Index 


Avg. Sept. 

1939 1959 

210 735 

New York 219 776 
Buffalo 205 749 
Baltimore 198 717 
Philadelphia 196 687 
Pittsburgh 219 697 
Cincinnati 209 691 
Cleveland 206 707 
Chicago 205 654 
Indianapolis 206 698 
Detroit 208 740 
Milwaukee 209 734 


Minneapolis 
Kansas City 
St. Louis 
Atlanta 
Dallas 

New Orleans 
Denver 
Seattle 

San Francisco 
Los Angeles 


National Average 200 


This index (1918 = 100) applies to construction only and does not in- 
clude building fixture items such as plumbing, heating, lighting, sprinkler 
system. etc. It is based on average costs under normal conditions with no 
allowance for overtime, premiums on materials, or special conditions. It is 
the composite of four types of buildings, frame, brick, concrete and steel 

and therefore should be used only as a trend as it is not applicable to 
specific buildings. Furnished courtesy of the American Appraisal Com- 
pany. 


Published monthly by Alfred M. Best Company, Inc. Publication 
Office, Columbia Turnpike, Box 232, Rensselaer. N. Y. Executive and 
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Avg. Sept. 
1939 1959 
202 677 
209 644 
: 208 689 Ue 
186 772 
171 627 
8 
194 712 
195 626 
196 694 
183 660 
167 689 


Sec Markets 


suit every need 
Institutional 
nvestors 


The 
FIRST BOSTON 
CORPORATION 


15 Broap Sr. NEW YORK Dicsy 4-1515 


Securities of the United States 


Government and its Agencies 


State, Municipal, Revenue and Housing 


Securities 


Bonds, Preferred and Common Stocks 


of Industrial, Public Utility and 
Railroad Corporations 


Bank Stocks 


Pith and Lite Boston PrrrsBuRGH CHicaGco PHILADELPHIA 
Company Stocks . 
San FRANCISCO CLEVELAND 
Bankers’ Acceptances 
Securities of the International Bank for 
Reconstruction and Development 


/ Anderuviter Distributor Dealer 


Investment F 


Canadian Securities 


External Dollar Securities 
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The man from Travelers can cover all the bases 


There is a distinct advantage in representing The 
Travelers—the company that offers every kind of 
insurance a business or individual needs. For as a 
true multiple-line Travelers agent, he’s got all the 
bases covered. 

Today, approximately 100 basic types of insurance 
in nearly 1,000 different forms are issued by The 
Travelers Insurance Companies. This makes it pos- 
sible for The Travelers agent to sell any type of 


or 


insuranee, and through only one home office. And 
he has a continent-wide claim service to support him. 


There are many advantages in being an agent for 
a multiple-line company. The best way to find out 
how much this ean mean is to get in touch with The 
Travelers office nearest you. See what they have 
to say—learn how well Travelers agents are doing. 


Why not call or write today? 


Insurance Companies 


HARTFORD 1 


ONNECTICUT 


All forms of business and personal insurance including Life » Accident +» Group + Fire « Marine « Automobile + Casualty + Bonds 
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CLAIMS ORGANIZATION 
FORMED 


SAYRE AND inc.—W. B. 
Brandt and Company, ine. has 
formed All Risks Services, Inc. as 
a nationwide loss organization to 
all its 
marine. 


TOSO, 


service claims other than 
Scott Wetzel Com- 
pany, Salt Lake City, will organize 
and manage the new firm in addition 
to continuing to 


ocean 


manage regional 
claims departments of various in- 
surers. All Risks Services, Inc. will 
be a wholly-owned subsidiary of In- 
surance Equities Corporation, a 
holding company formed last year 
by Sayre and Toso, Ine—W. B. 
Brandt and Company Ine. and the 
Seven Provinces Insurance 
pany, Ltd, 


Com- 


SEEKS AUTO STUDY 
SPONSOR 


GOVERNOR BROWN OF CALIFORNIA 
has stated that his state will seek 
financial support by some national 
foundation for a study of the feasi- 
bility of a state automobile accident 
commission which would determine 
automobile accident 
claims. He maintains that present 
day court action is too slow and 
too costly in that area. 


MUTUAL PACKAGE 
PROGRAM 


A PACKAGE AUTOMOBILI policy pro- 
gram developed by the Mutual In- 
surance Rating Bureau has been ap- 
proved in Nebraska effective Octo- 
ber 21 and has been filed in several 
other states. The policy combines li- 
ability, medical expense and unin- 
sured motorists coverages at a cost 
that is estimated by the Bureau as 
20° less than similar coverages if 
separately purchased. It is a “single 
limit” policy available in the same 
combinations as the package policy 
of the National Bureau of Casualty 
Underwriters, that is, $25,000 li- 
ability and $1,000 medical expense ; 
$50,000 and $2,000; $100,000 and 
$3,000; $200,000 and $4,000. or 
$300,000 and $5,000. Uninsured mo- 
torists coverage is at a single limit 
which is the per accident limit of the 
financial responsibility law of the 
state in which the insured resides. 
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FACILITIES FOR YEAR-END 
INSTITUTIONAL PORTFOLIO REVIEW 


The sharply divergent trends of the bond and equity markets 
during the past vear, and the noticeable alteration of vield 


relationships of preferred stocks and municipal and corporate 


bonds will result in the year-end re-adjustment of many 


institutional portfolios. 


Whether your company’s program calls for a complete 


review of investments or the re-adjustment of portfolios to 


effeet profits or losses for the taxable vear, Eastman Dillon, 


Union Securities & Co. is equipped to provide professional 


analysis and recommendation to meet your objectives. The 


Firm's offices throughout the country are in direct contact 
with our Corporate and Municipal Trading staffs, and have 


access to the complete facilities of our National Institutional 


Department. 


Your inquiry or portfolio list will receive the prompt 


attention of these specialists through the local office most 


convenient to you. 


EASTMAN DILLON, UNION SECURITIES & CO. 


MEMBERS NEW YORK STOCK EXCHANGE 


15 BROAD STREET 


PHILADELPHIA 
HARTFORD . 
CARLISLE 
LA JOLLA 


CHICAGO 
CLEVELAND . 
NEW HAVEN . 
VENTURA . 


LOS ANGELES . 
PATERSON . 
LAS VEGAS . 


, NEW YORK 5, N.Y. 


BOSTON . BALTIMORE 
READING . EASTON 
SAN DIEGO . ESCONDIDO 
SAN MARINO . SOUTHERN PINES 


The program is optional for Bu- 
reau companies but is available only 
for private passenger automobiles 
owned by an individual or husband 
and wife. Individual merit rating 
plans may be used in conjunction 
with the new policy and it may be 
issued for a fixed annual term, for 
six months, three months, or as an 
“open term” policy without a tixed 
termination date. There is no single, 
mandatory merit rating plan estab- 
lished by the Bureau. Instead, mem 


her companies are provided a set of 
“Guiding Principles” which each 
company must follow in designing a 
merit rating plan of its own choice. 
Two plans meeting those criteria 
have been filed in Nebraska. Physi 
cal may be in 
cluded at the option of 
If it desires, 
combine the physical damage filings 
of the National Automobile Under 
writers the 


damage coverage 
each com 
pany. 


a company may 


\ssociation with pro 


gram, 


9 


REINSURANCE EXCLUSIVELY 


Casually Fidelity 
Surely 


COMPLETE AMERICAN PROTECTION 


COMPANY 


99 JOHN STREET, NEW YORK 38, N.Y. 


be 
e 
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eee When an insurance 


done a good job of selling, his client 


agent has 
knows exactly what he has bought 
and is satisfied with it. In the pur 
chase of accident and sickness insur 


ance specifically, the client is aware 


that he is assured of an income dur 


Ing the course of any disability he 


sutfer. The ave rage person im 
normal health Lolds a most faverable 
attitude toward this variety of in 
surance because of the security it 
vives him, and hence has good feel 
ing tor the agent who sells him his 
\nd Insurance 


salesmen will shy away from the ae 


policy vet, many 
cident and sickness policy which con 
tains a “renewable at the option of 
the company” provision, The fear 
that sucha policy, if it were cancelled 
by the company, might cause a loss 
of business in other lines tends to 
make the agent overlook the advan 
tages of service and profit: possible 
The Can- 
cellation Mirage on page 18 


with such policies. See 


eee The underwriting of automo- 


bile insurance is the largest item in 
the entire fire and casualty field, with 
a correspondingly large premium re 
turn. Over the past decade, there 
has been a tremendous amount. of 
competition in the insurance industry 
tor the automobile business. Early 
in the race, the direct writers, by 
selective underwriting and lower ac 
quisition costs, were able to furnish 
high-quality service at a lower price 
was 
necessary, therefore. that these com 


than the agency companies. Tt 


panies 
which 


develop competitive plans 


compared favorably 
and service to those of the clirect 
writers, im order to retain 


Nisting 


business and procure ne w. Some of 
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these plans proved to be extremely 
successtul and practicable. 
plans are now backed by 


favorable utilization: they are far 


past the experimental stage. A query 


as to whether a particular automobile 


msurance pl s now based on 
perience 
swered in 

page 20 
eee The hideous annual death toll 
on American highwavs has caused 
citizens at laree, and those involved 
In some manner with public 


some 


safety in 
particular, to 


thought the 


Serious 
this 
that 
accident 


give 
abatement of 
slaughter. It is a proven fact 
certain human beings are 
prone; that is, thev are responsible 
for or involved ina disproportionate 
number of mishaps, serious or other 
wise. Studies have shown that there 
is a definite correlation between 
traffic and 


the highways, and this fact has led to 


violations accidents on 


the development in the insurance in- 
dustry of merit rating plans. By 


singling out those people responsible 


peo] 
for more than their 


share of accl- 
dents, Safe Drizvep Insurance mav 
aid in the campaign against. traffic 


deaths, as well as h insur 


ance industry. See page 21 


eee In our atomic age. the prop 
erties of nuclear radiation are begin 
ning to be emploved for an increas 
Ing number of uses. The nature of 


certain types of radioactivity makes 


them dangerous in industr 


derstanding of the 


dioactive materials 
lems thev create 
Ingly Important t 


engineer, and 


rotection 


Compa- 


Phe older 


vears of 


mes underwriting policies for the 
industries radioactivity 


Since nuclear materials mav react mn 


emploving 


a violent manner to water, it is neces 
sary to pay special attention to fire 
protective devices in a plant using 
these materials: other unusual con 
siderations not essential in non-ra 


doactive tire-hghting must also be 


taken into account, For these rea 
sons, Nadiation Hazard Control is 
receiving ever more careful attention 
and study by fire protection engi 


neers. See page 20 


eee The prunary purpose of a bud 


get be it at home or in business. is 
to save monev. [It would seem to be 
defeating the purpose of a budget 
to spend additionat money in ordet 
to have and tor this 


one, Treason 


many smaller insurance companies 


are hesitant about instituting a bud 
then 


get svstem on 


organization 
though they 


desire to Operate on a budg 


wet, 


lev teel that, even 


their need for such a ste pis too small 
to warrant the expense of a budget 
director or department. Some feel. 


even, that a budget would he def 
nitely harmful to the small company 
Phose in favor of the budget svstem 
feel that th 


smaller a concern is, the better its 


on the other hand, 


chances of operating 


successful 
budget. The pros and cons of Rudy 


im small and medium 


compames are to be found on page 


43 


ee? America is becoming more in 
surance-minded all the time, and 
with this development come its at- 
tendant changes in the insurance 
industry as it adapts to business 
drawn from a more universal cross 
section of society Package policies 
covering several types of insurance 
have become popular because of the 

The 


present trend is toward ever more 


premium payment 


encompassing policies, “‘all-lines” in 


surance which offer life. property, 


and lability coverage in a single pol 
icy, with a single premium payment 
Service through the 


merger of life and property-casualty 


Complete 


Insurance is a moot topic for plan 
ming and speculation in the insurance 
industry todav: the article on 
hight 


pomnts and statistics 


page 


) brings to revealing 


some 


oncerning such 
a possible merger 
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Suppose 
you want to sell 


10,000 shares 
of some stock... 


From time to time that might 
happen, we know. And when it 
does, you probably prefer a mini- 
mum of publicity. You don’t want 
to depress the price of your stock. 
And you would like to complete 
the transaction as fast and effi- 
ciently as possible. 


If that’s your situation, maybe 
you— like an increasing number of 
other individuals and institutions 

would like to place privately a 
large block of securities. 


So far this year, for example, we 
have successfully concluded dozens 
of such sales involving many thou- 
sands of shares of securities 
found we could usually complete 
the transactions in a matter of 
hours. 


Here are some of the reasons 
why: Because we belong to every 
.. Be- 
cause we have a national network 
of 120 offices . Because we've 
linked those offices by more than 


major securities exchange . 


100,000 miles of private wire and 
can quickly canvass literally thou- 
sands of contacts from coast-to- 
coast for evidence of interest in a 
given security. 


facilities can ever be 
useful to you, either in the sale or 


If those 


purchase of large blocks of securi- 
ties, we'll be happy to consult with 
you at your convenience—and in 
contidence— of course. Simply con- 
tact William H. Culbertson, Vice 
President, Sales Division. 


Merrill Lynch, 
Pierce, Fenner & Smith 


‘ New York ck Exchange 
all other Principal Exchanges 
70 Pine Street, New York 5, N.Y. 


Offices in 112 Cities 


| Ass ciation, 


| held during the convention. 
| features of the meeting 


| Public 


SEEKS F.T.C. JURISDICTION 


THE GOVERNMENT HAs appealed the 
Fighth Circuit Court of Appeals 
decision in the Travelers Health As- 
case to the 
Supreme Court. The Circuit Court 
had held that the Travelers Health 
which is licensed in 
Nebraska and Virginia and conducts 
a mail order business in all states, 
is adequately regulated by Nebraska 
laws. The government contends that 
the company is not regulated within 
the meaning of the McCarran Act 


sociation of Omaha 


| and therefore is subject to Federal 


Trade Commission jurisdiction, 


AGENTS' ANNUAL MEETING 


SPECIAI 
tion acquisition main- 
tained that the differential between 
Bureau and independent automobile 
insurance company rates can be at- 


COMMITTER on produc- 


and costs 


tributed solely to loss payments in 
its report to the 63rd annual con- 
vention of the National Association 
of Insurance Agents, held in Chi- 
cago September 20-23. Thus, it con- 
reductions are 
not the answer to the competitive 


cluded, commission 


problem. The association’s national 
advertising campaign again was a 
prominent feature of the meeting. 
With a goal of $2 million, the pro 
gram is to use national magazines, 
and outdoor 


television, newspaper 


advertising. Joseph A. Neumann in 
his report as chairman of the 1959 
advertising committee estimated that 
agents spent in excess of $29 million 
on tie-in advertising this vear. 
President Archie pre- 
sided over the opening session. at 
which Pearson, Washington 
the featured 
Territorial conferences, a 
meeting of the National Board. of 
State Directors, and an advertising 


Slawshy 


Drew 
correspondent, was 


speaker, 


| and public relations workshop were 


Other 
included a 
sales clinic, and selling and ageney 
management workshops, 
the association 


Membership of 


| now stands at 34,356, an increase of 
| 657 members over the past vear. As 


is usual at the annual meetings a 
The 
\ssociation won the high 
safetv award contest, the fire 
award the 
Relations award, the Cali- 


number of awards were made. 
Florida 
way 
Jowen 


safety contest, 


fornia Association Mileage Cup, and 
the Sparlin Cup. The Walter H. 
Bennett Memorial award went to 
the Wichita local board and_ the 
Woodworth Memorial was pre- 
sented to Robert E. Battles, past 
president of the N.A.L.A. Presiden- 
tial Citations presented to 
William F. Grandy, Sioux City, 
Stanley W. Greaves, River Edge, 
N. J., Josiah Hatch, Savannah, (a., 
R. Max Hursh, Riverton, Wvyo., 
Julian Lenke, CPCU, Cincinnati, 
Ohio, George R. McClure, Salt Lake 
City, Utah, Frank P. Middleton, 
Phoenix, Ariz., John P. Wilson, Jr., 
CPCU, Mobile, Ala., Hayne P. 
Glover, Jr., Greenville, S. C., and 
Cooper M. Cubbedge, Jacksonville, 
Fla. At the annual elections, Paul 
H. Jones, CPCU, of Tucson, Ari 
zona, was named president for the 
forthcoming vear. Porter Ellis, 
CPCU, Dallas, elected vice 
president and Peter J. Walsh, Den 
ver, a member of the executive com 
mittee. Fred H. Johnson of Colum 
bus, Ohio, was appointed to a three 
vear term to the executive commit 


were 


Was 


tee completing the eight man board 
James RK. Mathews has again been 
placed in charge of advertising and 
public relations and Paul O. Dow 
has been appointed treasurer of the 
association, 


SAFE DRIVER TEST 


\ Test wich it is believed will 
pinpoint persistent trattic violators 
before they are allowed on the road 
was reported at the annual meeting 
of the American Automobile Asso- 
ciation in Atlantic Citv. The prac 
tical psychological test was developed 
at Columbia University under the 
sponsorship of the AAA, 

The test is in pilot form only and 
will be extensively field tested before 
being made public. Results are ex- 
pected to be announced some time 


next summer, 


FEDERAL EMPLOYEES 
HEALTH BILL 


CONGRESS HAS 


promise health bill to provide cov- 


APPROVED a 


erage for some two nullion Federal 
workers and another three million 
dependents. The employees would 
pay half of the premium and would 
have a choice of four basic plans of 
protection, 


| 
| 
eee 
| 
| 
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What does your 
data processing 
actually cost? 


| most Organizations (small or large), 
the cost is in general overhead. It pays 


to find out true cost. Today's average 
net profit is so low it may take $40.00 
or more in sales to pay for each over- 


head dollar. 


There is a reliable way to establish a 
cost criterion for data processing re- 
quirements in your company—punched 
card tabulation, special machine work, 
or programming and utilization of a 
large electronic computer . . . call us. 
We cordially invite comparison of R&S costs and results 
with your frve internal costs and performances—it may prove 
interesting. 


Chances are you will gain by using R & S services because data 
processing is our business. We have the equipment, machine 
efficiency and technical skill. Besides, the work habits of the 
R&S staff are hard to duplicate. 


R&S services are flexible, we can create systems and pro- 
cedures to suit the needs of a company, large or small. And, 
the figures we quote for an assignment are guaranteed—the 
results assured. 


May we have a representative call? Simply write Dept. B 


RECORDING STATISTICAL CORPORATION 


Operating a nationwide system of regional service bureaus for data processing 
Executive Offices: 176 Broadway * New York 38, N. Y. 


NEW YORK: 100 SIXTH AVENUE, NEW YORK 13, N. Y. WOrth 6-2700 
BOSTON: 566 ATLANTIC AVENUE, BOSTON 5, MASS. Liberty 2-5365 
CHICAGO: 223 WEST JACKSON BOULEVARD, CHICAGO 6, ILL. HArrison 7-7357 
SAN FRANCISCO: 560 SACRAMENTO STREET, SAN FRANCISCO 11, CAL. EXbrook 2-434] 
MONTREAL: 407 McGILL STREET, MONTREAL, CANADA. Victor 2-3831 
NATION-WIDE SERVICE TORONTO: 439 WELLINGTON STREET, WEST, TORONTO, CANADA. EMpire 3-4951 
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HE PRIMARY FUNCTION Of an istirance company ts 
the business of insurance. The investment funetion 
must necessarily be based on the varving requirements 


of the company’s chiet purpose in life. This imposes 


certain basic limitations on investment objectives and 


introduces factors other than a mere appraisal of the 


general economic and investment outlook, 
and 


tabulated the basic tigures 


annual aggregates of the fire 


In compiling o 
we 


thirty 


casualty field) for 


of seven hundred three stock companies, three 


hundred eighty-one mutual companies, sixty-three re 


ciprocals and sixteen Lloyds. They reported assets of 


over S26 billion, the major portion of which was in 


vested. Obviously such a decentralized industry does not 


contorm to any single investment pattern and no single 


set of rules apy Investment philosophies themselves 


ditfer widely and their application to varying situations 


create many dissimil: 


ITItLes 
Phis study is based upon the asset position at the end 
of 1957 and 1958, the latest dates for which industry 
detail to make 


wide figures are available in. sufficient 


possible this compilation, During this period the com- 
pames have faced a rapidly changing situation in which 
interest rates continued to decline early in 1958 only to 
turn around and experience one of the fastest rises in 
history. ‘This offset) the drop in vields. that began in 
October 7. Vhus lost 


Com 


steadily 
1050 


hond prices have 


ground and as continued imto 


mon stocks sold off sharply in the second half of 1957 
but were ina steadily rising trend through the middle of 


1959, with some weakness developing thereafter, Some 


took gains on stocks and offset these by losses on 


bonds to save taxes and reinvest at a higher vield. 


Others used protits on sales of stocks to partially offset 


underwriting losses while still others more hopefully de 


cided to carry forward underwriting losses (a 52% tax 
item) rather than offset them by long term capital gains 
5% 


{ac 


l 
tax item ) 

Phese rapid swings in the last two vears at once posed 
problems and presented opportunities to financial man 
agers 


In 1957 the stock carriers as a whole reported a 


It 


net gam of more than SOL million on sales of securitt 


both bonds and ston ks, butia depreciati not nearly 


million. In 1958 the net gain on sales amounted to SCO 


million and appreciation amounted to a wl opping 


S1489 
million, 


Depreciation and appreciative figures are at 


tributable almost entirely to stocks as bonds in 


standing are carried at amortized values 


Despite the many individual differences, there are 


certain underlying guiding principles of insurance in 


vestment which mav be reasonably accurately detined 


In fact it is possible to demonstrate the working of these 
principles in the aggregate and over a period of vears, 
always keeping in mind that the averages are derived 
individual differences. 


(one portion of the industry has stressed what might he 


trom the total of many 


termed a defensive position through investing principally 
h 


in bonds. The underlying philosophy is that enough 


risk and habilitv is assumed in the insurance business 


without extending risks into the investment field. Some 


of the strongest and most conservative underwriters in 


the field follow this course. This same investment pat 


tern is also generally followed by con panies that are not 


so strong and those with an unduly high or con 
well as by 


Insurance risk as some of the 


\nother segment of the industry has followed a mort 


aggressive investment policy, placing more emphi 
on equities. After maintaining cash and bond holdings 
In sufficient amount to cover msurance abilities and re 


Ks. These com 


t 


serves thev invested common. stoc 
pames sought higher income and appreciation to reduce 
the squeeze on surplus from the rise in liabilities in an 


inflationary period. Apparently they felt that the 
of inflation on the value of fixed income 


CTOSION 
IS as 

threat to their financial strength as unprofitable 
operations 


Conditions in security markets, vields, interest. r: 


bearing 
end of 1931, for 
example, the bond portfolios of stock fire 


and changes in tax laws also have a direct on in 
surance company portfolios, At the 
and casualty 
compames contamed bonds totaling only 


roverniment 
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CLASSIFICATION OF ADMITTED ASSETS 
Stock Companies 


12/31/57 


Bond 
U.S. Government $3,999 228 S3,948 805 19.6 


Other Government 159.146 09 159,139 O.8 
State, Municipal, ete. 2,535,755 14.2 2,807,478 13.9 
Special Revenue, etc. 1,422,828 7.9 1,628,974 8.1 
Railroad 111,711 0.6 105,169 
Utility 333,010 19 378,770 1.9 
Miscellaneous 330,410 374,040 19 


Total Bonds 


Common Stocks 


$8,892,088 $9,402,433 46.7 


Railroad $76.559 gO? 102 
Utility 896,324 5.0 1,230,592 6.1 
Bank 398,385 2.2 $37,753 27 
Insurance 1,412,154 9 1,566 248 7.8 
Savings and Loan 12,233 12,950 
Miscellaneous ? $61 387 13.8 3,3 32 358 lo 
Total Common Stocks $5,257,042 29.4 $6,772,003 33.7 
Preterred Stocks: 
Railroad $41,447 0.2 S38 401 0.2 
Utility 322,553 l 336,224 1.7 
Bank 24360 1.608 
Insurance 20.415 1 1) 54 0.1 
Miscellaneous 332 044 1. 


Total Preferred Stocks $709,345 3.5 


Mortgages 71,917 0.4 70,047 04 
Real Estate 245,217 1.4 260,700 1.3 
Collateral Loans 3,456 5.538 

Cash 1,014,257 5.7 1,064,720 5.3 
Premium Balances 1,235,707 69 1,353,597 6.7 
‘Other Assets $50,448 2.5 2.4 
Total Assets $17,889,027 100.0 $20,114,962 100.0 


* Figures in thousands 


$295 million (7.7%) as against $4.2 billion (20.4 ) at 
the end of 1958. In contrast the relative importance of 
utility from 9.2% to 1.9% and industrial from 4.0% 
to 1.9%. 

U.S, Government bonds have not only been in much 
greater supply in recent vears but the spread in yield 


railroad bonds dropped from to 0.5%, public 


between government and other fully taxed bonds was 


too small to make the corporate issues particularly at 
tractive. Moreover many more tax free state, county, 
municipal and special revenue issues became available 
and thev have increased in insurance 


company port 


folios in the same period from $320 million (8.3% ) to 
$4.4 billion (22.0% ). 
when we recall that the tax rate was 15% 
18% 


This is entirely understandable 
in the late 
twenties and in the thirties whereas today it 1s 
52%. This knocks the effective vield on a 3!.°% bond 
down to only 1.08% after taxes. 15% 


ot the dividends received are subject to the full corporate 


However, only 


federal income tax rate so the etfective rate on dividends 
is 7.8%, Another significant fact to note is that while 
total stocks owned increased from $1.4 billion in 1931 to 
$7.5 billion in 1958 (to a large extent through apprecia 
tion in 
mained about the same. 
the record. 
practice favoring common stocks as 
inflation, 
increase their cash and bonds to record levels ? 


market value), their relative importance re 


That 1s With investment theory and 
a hedge against 


why did the insurance companies, as a group, 


For the answer we go back to our original premise 
the primary function of an insurance company is the 
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business of insurance and the investment function must 


necessarily be patterned after its basic requirements 


\ substantial portion of the funds in possession of fire 
and casualty imsurance companies are held solel 


the 


CIN because 


companies transact an imsurance business. They 
come into existence, first, because insurance protection 
is paid for in advance and companies find themselves 
in the position of trustees of 


substantial unearned 


premiums for insurance running into the future. They 
arise, secondly, from funds held in loss reserves to covet 
claims in course of investigation and settlement, losses 
incurred but not reported and claims pavable by con 
tract over a period of time. 
\s premium volume and resulting liabilities increased, 
most Insurance companies strove to cover the 
Phis they did, virtually 
dollar for dollar, Over a pel iod of years, cash and bonds 


MCrease¢ 
with money rate bonds and cash 


have been kept at a level roughly equal to total liabilities 


and bonds alone at about 85% of all labilities—-almost 


exactly the ratios that prevail today. Should we inclucl 


premium balances with cash and bonds, the coverage ot 


habilities by assets subject to a minimum of market 
fluctuation would be somewhat higher. 

Insurance companies’ bond portfolios are bevond 
question as to investment quality. Thev may be 
to represent maximum security with only a money 
market risk. That this can be serious was amply 
illustrated when U. S. Victory 2!'.’s deelined 15%, 
from a 1946 high of 106 to a low of 90 in June, 1953 


and the currently materially lower market level of bonds 


due to the upward trend in interest rates. However, 


CLASSIFICATION OF ADMITTED ASSETS 


Mutual Companies 


12/31/57 12/31/58 
* 
S Government $1,432,336 30.5 $1,427,481 27.2 
(other Government 31.783 0.7 0.657 0.6 
State, Muni 1, et 798,537 lo! 897 19 17.1 
Special Rev 1€, ¢ 423.609 90 s01.14 06 
Railroad 112,120 24 15,817 
Utility 305.117 6.5 342 958 
Miscellar 219.012 16 245,376 17 
Total Bonds $3,282,514 69.8 $3,560,629 67.9 
Common St 
Rail ad SS RU] 
Utilit 102,316 2.2 140,041 27 
Bank 50,718 1.1 65,724 1.2 
Ins ce 82,1609 1.7 Y9 807 19 
Savings and Loat 7683 0.2 8125 02 
Miscellane 309.077 6.6 434.816 
Total Common Stocks $557,845 11.9 $758,004 14.5 
Preferred Stocks 
Railroad $2,241 1 $2.70 
66,277 14 78,121 5 
“pram nce 76 743 
Miscellaneou 38.935 ) (0.7 
Total Preferred Stocks $108,655 2.3 $117,347 2.2 
ortgaves Ni) 4905 1.7 Of) L¢ 
Real Estate 130,814 2.8 145,214 28 
Hateral | ns O80 
Casl 261,107 5.6 273,622 
remium Balances 204,195 4.3 219,698 4? 
Other Asset 76,022 81,748 1.6 
$4,702,933 100.0 5,239,827 100.0 
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INSURANCE INVESTMENTS—Continued 


for statement purposes insurance companies carry bonds 
at amortized values. 

Insurance companies generally concentrate their pre- 
ferred stock investments in better-than-average stocks 
with most of them in the category of money-rate issues. 
Market values tend to follow the trend of the bond 
market rather than that of the stock market. 

The stock fire and casualty companies own more than 
a thousand different common stocks listed on the New 
York Stock Exchange with largest holdings concen- 
trated in recognized “blue chip” issues. Compared with 
portfolios of mvestment trusts the insurance companies’ 
holdings tend to be slightly more conservative, with 
greater emphasis on stability of dividend income rather 
than on growth situations looking toward market appre- 
ciation, Stock portfolios are of course subject to wide 
market fluctuation 


Current Position 


\t the end of 1958 stock carriers had nearly one half 


of their assets invested in bonds and over one-third 


invested in stocks, mostly common. However, nearly 
one-quarter of the stocks owned represented investments 
in subsidiary msui 


consolidated statement basis bond holdings would 
he | whet and ston kholdings lower. Nearly halt of the 


bond porttoho 1s still 


ince companies so that on an industry- 


relative 


Tax exempt state, county, special revenue and mu- 
nicipal issues have jumped to $4.4 billion in 1958 to 
increase their relative importance to 22.0% of assets. 
Stocks increased to over one third of assets due to 
market appreciation. Cash remained at just over $1 
billion but it now represents only 5.3% of assets. 

The managements of mutual companies have, in gen- 
eral, invested a larger percentage of assets in bonds, 
the corresponding ratios of mutual and stock companies 
being 68% and 47% respectively. Relatively, stockhold- 
ings of the mutuals are materially less than such holdings 
Most 


notable ditference the stockholdings is the very 


by stock companies, ratios being 17% and 37%. 


natural almost complete absence of insurance stocks held 
by mutual carriers and the relative importance of such 
holdings in the stock field. The mutual carriers have 
larger relative holdings in real estate and mortgages but 
about the same cash balances and lower premium bal 
ances. 

Just as in the stock field, in reviewing the exhibit 
showing the classification of admitted assets of the in- 
dividual companies or in interpreting the investment 
practices of any company, one very important point 
should be kept in mind—the relation of such mvestments 
to outstanding liabilities. A company may have a higher 
than average percentage of assets vested in real estate, 
in common stocks or in some other class of security, yet 
may, in addition, maintain as high a degree 


of diversi- 
fication and even greater liquidity in relation to out- 


in Governments although the | standing liabilities than another company with a more 
importance has shrunk steadily in recent years, normal diversification of assets but larger habilities. 
windstorm deductible 
FOLLOWING is an up-to-date list of windstorm Minnesota, 50) Optional (dwelling) 
Mississippi re Independent (does not fall under 


deductibles applicable in the various states. The 


amount of the deductible for each state is shown along 
with a notation as to whether it is mandatory or optional, 


Alabama $50 Mandatory 

\laska 50) Mandatory (dwelling and farm prop 
erty) 

Arizona 50) Optional (dwelling and farm prop 
erty) 

Arkansas Independent (does not fall under 
bureau) 

California 50)» Optional (dwelling and farm prop- 
erty) 

Colorado 0) Optional (dwelling) 

Connecticut 50) Mandatory 

Delaw Mandatory 

OF None (deductible does not apply ) 

llorida Optional 

(Georgia 50 Mandatory 

Hawaii Independent (does not fall under 
bureau) 

Idaho ce Independent (does not fall under 
bureau) 

Hlinois 0 Optional (except in Cook County 
None ) 

Indiana 50 Optional (dwelling) 

lowa (ptional (dwelling) 

Kansas SO Optional (mercantile coverages) 

Kentucky 50 Optional (dwelling) 

louisiana Independent (does not fall under 
bureau) 

Maine 50 Mandatory 

Marvland 50 Mandatory 

Massachusetts 50 Mandatory 

Michigan 50 Optional (dwelling) 

16 


bureau) 


Missouri 50 Optional (dwelling) 

Montana 50 «Optional (dwelling and farm prop 
erty) 

Nebraska Optional (dwelling) 

Nevada 50 Optional (dwelling and farm prop 


erty) 


New Hampshire 50 Mandatory 

New Jersey 50 Mandatory 

New Mexico None (deductible does not apply) 

New York 50) «Optional 

North Carolina Independent (does not fall under 
bureau) 

North Dakota 50) Optional (dwelling) 

Ohio Optional (dwelling) 

Oklahoma 50 Optional (mercantile coverages) 

Orevon 30 Optional (dwelling and farm prop 
erty) 

Pennsvivania 5) Mandatory 

Rhode Island 50 Mandatory 

South Carolina 50) Optional 

South Dakota 50) Optional (dwelling) 

Pennessee None (deductible does not apply) 

Texas Independent (does not fall under 
bureau) 

Utah 50 Optional (dwelling and farm prop 
erty) 

Ver mnt su) Mandatory 

Virginia Independent (does not fall under 
bureau) 

Washington a Independent (does not fall under 
bureau) 

West Virginia Independent (does not fall under 


bureau) 


Wisconsin None (deductible does not apply) 
Wyoming 50 Optional (dwelling) 
Best's Fire and Casualty News 


: 


SECURITY IS 

OuR PRODUCT 
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are you 


HALFWAY 


your 
agency’s 
future? 


The best protection for future growth is to offer insurance 
competitive in form and price. The Security-Connecticut 
Group offers all forms of personal and business insurance, 
including life, accident, fire, casualty, group, automobile, 
marine, bonds. You can choose insurance designed to 
meet realistically the competition of direct writers. 
Guarantee yourself a better future — take the first step 
by writing today, and judge for yourself what TODAY’S 
Security-Connecticut Group can offer you. 

This fascinating booklet contains every 

important missile in the U. S. arsenal — 

each one in full color, identified by name, 

mission and manufacturer. And it's a 

treasure-trove of facts about up-to-date, 

streamlined insurance for every need too! 

Your clients will want this dramatic, use- 


ful booklet — tuned to our times, tailored 
to their needs — send for it now! 


Multiple line stock company handling all forms of personal and business insurance including Life * Accident « 
Fire Casualty * Group Automobile Marine Bonds. 


SECURITY INSURANCE COMPANY OF NEW HAVEN 
THE CONNECTICUT INDEMNITY COMPANY 
SECURITY-CONNECTICUT LIFE INSURANCE COMPANY 


HOME OFFICES 


NEW HAVEN 5, CONNECTICUT 
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| 
cancellation 
mirage 


J. W. NELSON 
Training Director 
Zurich-American Insurance Co. 


S A SALEs trainer, I find it very 

A to understand why in- 

surance salesmen shy away from the 

cancellable accident and sickness 
polic - 

In the past six years I have con- 

ducted fifty for 


accident and sickness salesmen, ITn- 


over sales schools 
variably these men display, in one 
way or another, a fear of selling 
a disability policy containing a 
“renewable at the option of the com- 
pany” provision 

Over these years | have tried to 
uncover for this fear. 
several : 


the re 


that 


asons 


It appears there are 
1. A lack of understanding of the 
disability policy ; 
2. Improper sales methods ; 
3. Lack of confidence in their selling 
ability ; 
\ desire for the 
and finally 
Phe idea that a cancelled disabil- 
itv policy would 


“easiest possible 


cause them to lose 
business in other lines, 


Cold Logic 


\ sound, modern sales training 
the 
three 


fear 
reasons 


will eliminate 


program 
founded on the first 
above. If salesman’'s 


No, 4, 


done. 


reason is 
there isn’t much that can be 
He is just plain lazy. No. 5 
cold, hard facts 

It is this fifth 
to talk to 


must be attacked by 
and logical reasoning 
fear that | 
vou about 


factor want 


18 


Let's take “Joe Agent.” He has 
a nice spread of fire, inland marine, 
public lability, and 
workmen's compensation with some 


automobile 


burglary, fidelity and boiler and ma- 
chinery thrown in for good measure. 
To complete his facilities, he should 
handle accident and sickness insur 
ance. He says he is definitely inter 
ested in cutting himself a slice of 
this five billion dollar annual pre- 
mium pie, but he hates the thought 
of possibly losing some of his estab 
lished because of a can- 
celled accident and sickness policy. 

Why is Joe’s fearful attitude un 
sound? Why is he missing a good 
bet ? 

If our friend, Joe Agent, will 
spend just two hours a week talking 
accident and sickness to his estab- 
lished clients, he can expect two 
sales per week. This is one hundred 
per year. The average premium per 
sale is $100. That's $10,000 gross, 
$3,000 net. $3,000 more income for 
two hours’ work per week. 


accounts 


Here are a few reasons: 


Now let’s tie these facts to this 
“Cancellation Mirage.” Just to make 
our case tougher, we will exaggerate 
the cancellation rate and say it is 
5°. (Actually the cancellation rate 
for established 


closer to 1%). 


will be 
In other words, we'll 
say that Joe can expect, from a hy- 
pothetical five of these 
one hundred accident and sickness 
policies to be for 


business 


situation, 


cancelled 
The 


sis: How much 


one 
another obvious 
question that follow 


“other 


reason or 


business” will Joe lose he- 


cause of these five CAT ellations ? 


The answer will naturally vary 
with each case, but, more often than 
not, it will be “none” 
“other 


(how much 
does Joe Agent 
lose when an auto or fire policy is 
cancelled ?). Just for the record, let 
us assume Joe Agent loses all the 
“other business” of these five cases, 


business” 


Will the total commission earnings 
of this lost business equal the $3,000 
he has earned on the one hundred 
accident and = sickness cases? It 
probably would not come anywhere 
near this figure. So, at the very 
worst, Joe Agent is ’way ahead, 
money wise, 


Positive Side 


Instead of looking at the negative 
side of the accident and sickness 
picture, let’s look at the positive 
side. What is the positive side? It's 
the greater opportunities for service 
and prospecting which accident and 
sickness brings to the agent. 

Here are the cold facts: 

7,377,700 disabling and fatal non- 
work casualties occurred in the U. S. 
during 1958. (Workmen's 
pensation won't help these people! 
It takes accident and sickness.) 
During 1958 there was a disabling 
accident in the home for about one 
in every twelve families. (For Joe 
\gent’s hundred clients this 
means about eight service and pros- 
pecting opportunities. ) 

Total estimated economic loss for 
1958 was $11,900,000,000 from all 
fatal accidents. This 
was an increase of S1OO0,000,000 over 


Com- 


one 


disabling o1 
page 134 


Best's Fire and Casualty News 


: 
; 
: 


“How I turned a $10 inquiry into 
an $826 premium ...on the spot!” 


by a Cleveland insurance agent 


“One day not long ago, I received a telephone call 
from one of my clients inquiring about a Schedule 
Fidelity Bond for his office clerk. Bob Layne, Special 
Agent for The American, happened to be in my office 
at the time and suggested that we make an appointment 
right then to discuss the matter with my client. 


“During our visit, Bob surveyed and analyzed their 
entire Crime Insurance Program and made alternate 
quotations on the spot to coincide with his recommenda- 
tions. My client was very impressed with the coverage 
gaps pointed out by Bob and, as you can imagine, de- 
cided against the low-premium Schedule Fidelity Bond 
in favor of an entirely new program, covered by The 
American's Blanket Crime Policy with a premium of 
$826. Furthermore, I was assured that more business 
would be coming my way shortly! 


“It couldn't have happened at a more opportune 


time. The speedy (and successful) conclusion of our call 


ACCIDENT & HEALTH - 
GLASS 


ALLIED LINES + AUTOMOBILE 
INLAND & OCEAN MARINE -« 


MULTIPLE PERIL 


on this risk meant that I could leave on time, with my 
family, on the vacation trip we had planned so long. 
And as for Bob Layne, I promised I'd send him a 
postcard first thing. He’s one guy I want to keep in 
touch with!” 


You, too, can help yourself to extra income by 
taking advantage of The American's fine reputa- 
tion, multiple line facilities and excellent branch 
office services... offering prompt policy-writing, 
expert engineering, premium auditing and speedy 
claim attention. Contact your closest branch office. 
Let us prove to you that The American means business 
..- MORE BUSINESS FOR YOU. 


(Group 


NEWARK 1, NEW JERSEY 
The American Insurance Company « American Automobile 
Insurance Company « Associated Indemnity Corporation 


THE 


BONDS +- BURGLARY «+ FIRE + GENERAL LIABILITY 


WORKMEN'S COMPENSATION 
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W. L. CAMPBELL 


President, General Insurance 


EALIZING THAT AGENTS are fully 
aware of the unsettled condition 
of the automobile msurance business 


at the 


to 


feel it timely 
review the things that have hap 
We 


feelings as 


present time, we 


pened during t past decade 


also wish to express out 


to the tuture ot lependent agent 


in the privat automobile 
msurance bus his is more im 
portant thas ist thre 


} 


COMMISSION tO 


vw received trom this line of business 


nny instances, the other 


1 
Wes the personal 


automobile 


Impact of Direct Writer 


Po emphasize the impact of the 


direct writer on this class of business, 


submut the followin 


we i table show 


the 


} 


nye renwu written prim 


cipal direct writers ten vears ago and 


and those writt 


Year 

1958 37 
Phe 


writers | 


Allstate 


State Farm | 


WW) 8,903 000 


71 000 


substantial direct 
total 


volume of all autor bile busimess 1s 


the 


ive mad he 
principal ¢ many dit 
ferent lower-ci 
ing submitted 
companies il 


\bout 


a study of t] 


pol 
Cit 


20 


armers 
$5, 


ties and came to the following con 
clusions : 


1. The automobile premium was the 
largest item in the entire fire and 
casualty insurance field. 

Z. By and 
lower acquisition cost, the direct 


selective underwriting 
writers were able to furmsh high 
quality indemnity and claims service 
at a much lower cost than the agency 
companies 

3. The advent of the supermarket 
and chain store was making the buy 
mg public cost-conscious in all ex 
penditures, including msurance, thus 
giving the direct writer a fertile tield 
in which to operate 

t If we and our agents were to re 
tain the business on the books, not 


to mention procure new business, 1 
Was essential that a competitive plan 


he implemented forthw ith 


5. On October 1, 1953, we launched 


SAFECO) for the purpose of giving 


Combined 
217,544,000 
1.030.421 000 


Nationwide 
$4177 
146,229,000 


388.000 
291 OOO 


our agents a quality private pass 


enger automobile facility at a com 


petitive price 


\s we approach the sixtl birthday of 


SAFECO, we feel it timely to report 


on its) progress, particularly since 


and now are being introduced imto 


the automobile tield. 


Experience 
Experimentation? 


SAFECO’s (reaching 
$29,000,000 in volume at the end of 
its fifth vear and growing at a rate 
which should develop $36,000,000 in 


progress 


1959), is well known to the imsur 
ance industry and considered an out- 
standing success 
results 


Its underwriting 
the envy of 

The tact 
proven 


have been 
insurance industry. 
SAFECO is a 


flects the results of the experience of 


that 
success re 
our and of our agents 
in meeting and beating the direct 
writer competition very 
SAFECO was 


third of 


pur- 
which 
More 


Hew 


pose tor 


organized, than a 
from the direct writers! 


business comes 

Going back to the early vears of 
SAFECO, we telt, and so expressed 
often, that our agents would be well 
to cimbrace fully the 

Plan, just to save 
their present business from the direct 
but to build 
from other agenev companies 


advised 
SAFECO not 


writers accounts safe 


Recent Changes 


Now, during the past 


during 


vear and 
the past 
have seen tremend- 


most particularly 
six months, we 
ous changes among agency 
SAFECO) plan 


been copied in its essentials of signed 


com- 
‘he 


panies 


has 


applications, cash therewith, con- 


tinuous six month policies, premium 
notices, and direct billing by many 
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National Bureau of Casualty 
Underwriters 


LMOS?T FIFTY YEARS ago the ex 
“white hope” came 
into being regarding the world’s 
heavyweight) boxing champtonship. 
It isn’t used any more in its original 
meaning because of the many de 
velopments in the intervening vears 
which make it, and its implied prey 
udice, archate. 


Problem Solved 


Within even the past twenty vears 
in the workmen's compensation 1n- 
still a 
“white hope” 


surance business there 
desperate need for a 
plan to enable the stock companies 
tl ¢ chirect 
But that prob 


lem was solved in the 1940's by the 


Was 


to compete with writers 


for the larger risks 
introduction of premium discount 
and retrospective rating plans which 
have enabled the stock agenev com 
panes and their producers to handle 
a fair share of this business 

Now we come to automobile in 
surance where for more th: 
the 


have been faced with an ever-grow 


in thirty 


vears stock agency companies 
ing competitive problem with respect 
to the better private passenger risks 
Numerous plans of the merit rating 
1929 in 


would 


tvpe have been tried since 


thie hope that each one prove 
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to be the “white hope” plan whiel 
would the 
plans of the past all failed 


solve problem These 
for rea 
fannhar 
but, nevertheless, the Bureau com 


sons with which 


Vou are 


panies have kept striving to develop 


a sound and workable individual 
car rating plan designed to distin 
guish the good from the poor risks 
and to encourage drivers, for finan 
cial reasons, to be extra careful to 
the 


drivers, 


obey laws and thus be. safet 
the National 
Underwriters in 


National Auto 


Underwriters \ssociation 


re id, 
Bureau of Casualty 


\s vou have 


conjunction with the 
mobile 


announced a truly new “safe driver 


insurance plan” in California ettes 
Mav 1, 1959 l 


tive and then 
plans of the same type have 


since 
been 
introduced by these two rating or 


ganizations im several additional 


states. It is believed that this new 


plan is sound in theory and work 


able in practice, and avoids the 


fundamental weaknesses that caused 
the lack of success in previous merit 
rating plans. It may prove to be the 


salvation for the stock agency com 
pames in regaining a dominant post 
tion in the private passenger auto 


Phe re 


test will be in the market place 


mobile insurance business 


of 


in the underwriting 
that result 


Mis plan ditters from) previous 
} +] 


plans in that it is apphed on the 


beasts of thre 


Safe 


Driver 


Insuranee 


ing records of the insured and the 
other operators of t] 


housel 


cal who re 
Note that it 


whether 


side in his 
does not depend | hy on 
automobile losses been caused 
an imsurance company. In essence, 
its credits or debits 


the 


cle pend 
the other 


on 


whether insured and 


operators of the car who are resi 


dent in his household have been in 


volved in (1) moving trattic viola 


tions, and (2) automobile accidents 


producing bodily injury or death, o1 


damage to property including his 


own in excess of S50 
he plan 1s hase (| upon the theory 


that past convictions for moving 
involvement in 
the 


chance of involvement in an automo 


traftic violations and 
accidents provide an index ot 


bile aceident in the future here 
from 


the 


fore this plan, ditfering pre 


vious plans, requires use of 
operators’ conviction records as well 
accident records as an ele 


ot rating 


1958 Study 


facts developed in 
rd study, condueted by 


theory 1s supported by the 
a driver ree 
the Cah 
Motor Vehi- 


of nearly one 


Department of 


cies, WHICH a 


fornia 

scll pr 

hundred thousand operators’ records 
‘ 

wis analyzed Phas study michicated 


that, over a three vear period, only 
54% 


of California drivers had a ree 


J 

2! 


Safe Driver Insurance—Continued 


ord free of convictions for moving 
traftic 
dents 
the reporting of all accidents pr xluc- 


violations and free of acci- 


The California law requires 


ing bodily injury or death and also 
when the damage to property 1s in 
excess of $100. 

This 


report states, 


that, as the 
“a definite relationship 
of ab 


study shows 


exists between the number 


stracts (records of convictions) 1n 


THE 
STANDARD 
INSURANCE 
COMPANY 


STANDARD INSURANCE 
BUILDING 


TULSA, OKLAHOMA 


the Standard Merit Rating 


Plan is now effective 


in Oklahoma 


“Bring Your Insurance 


up to Standard” 


the driver’s record and the number 
of accidents he is likely to have.” 
In the section of the study dealing 
with this relationship, the accident 
records of drivers who had had no 
convictions during the three year pe 
riod were compared with those who 
had had one conviction, two convic- 
tions, three convictions, etc. For the 
group with no convictions, there 
were nine accidents per one hundred 
drivers. For those with one convic- 
tion, there were nineteen accidents 
hundred drivers, or 
For those with two 
convictions, there were twenty-seven 


per one over 


twice as many. 


accidents per one hundred drivers, 
or three times as many as for those 
Those with 


free of convictions. 


had an accident 


rate of thirty-five; those with four 


three convictions 
convictions a rate of forty three; and 
the group with five or more convic 
tions had fifty-five accidents per one 
hundred These 
about four, five and six times the 


drivers. rates are 
rate for the conviction-free group. 
the group 
with nine or more convictions dur- 


And finally, looking at 


ing the three vear period, the acci 
dent rate was sixty-six per one hun- 
dred, or nearly that of 
those who faithfully the 


7.5 times 
observed 


motor vehicle laws. 


Relationship Exists 


While this study upon 
the records of motorists in California 


is based 


and the percentage of drivers with 


clear records may vary somewhat 
from state to state, the conclusion 
that a definite relationship exists be- 
tween the number of convictions and 
the number of accidents a driver ts 
likely to have should be valid in all 
sections of the countrys 


While 


group are 


Bureau companies as a 
the 
soundness of this new approach to 
decided tirst 
experiment with the safe driver in 


convinced of basic 


merit rating, ther 
surance plan in Califormia for a pe 
riod of time to find out whether it 
had any weaknesses or defects that 
should be remedied before proposing 
it in other states. This was a wise 
decision because several substantive 
changes have had to be made since 
the plan was first announced in or- 
der to obtain its general acceptance 

public the 
Phe 


by producers, the 


state authorities veneral indi 


cation is that the plan as it now 
stands is working quite well. Pro- 
ducers are cooperating, the signed 
application is helpful in underwrit- 
ing the business and in assuring the 
proper and the 
companies at long last are getting 
an opportunity, through a program 
that is successfully competitive, to 
write a bigger proportion of the goe vl 
which in recent 
inclined to go to 


risk classification, 


have 

the 
specialty companies on a price basis. 
details of the 
safe driver insurance plan as in use 
in California : 


risks years 


been more 


Now as to some 


1. To What Vehicles Does the Plan 
Apply? 

To an automobile owned by an in- 
dividual, or owned jointly by two or 
related are 
residents of household, 
has four 


individuals who 
the 


when the automobile (a) 


more 
same 


wheels and is classitied and rated as 
a private passenger automobile or 
(b) is a farmer’s truck with a load 
capacity of fifteen hundred pounds 
rated as a_ private 


or less and ts 


vassenger automobile. 


2. To What Does the 
Plan Apply? 


To automobile bodily 


Coverages 
injury and 
property damage liability, medical 
payments and collision, 


3. Driving Record Points 

(A) Points are assigned as follows 
for moving traffic for 
which the applicant or any operator 
of the vehicle resident in the same 
household has been convicted as a 


violations 


result of operating any private pas- 

senger type automobile : 

(1) Five points for a conviction for: 

(a) driving while intoxicated or un- 
der the influence of drugs; or 


(h) failure to stop and report when 


involved in an accident oer 


homicide or assault arising out 


of the operation of a motor vehi- 
cle; or 
) driving during a period while 
license is suspended or revoked. 
(2) Three points for a conviction 
for reckless driving. 
One point for all other convic- 
tions for moving traffic viola- 
tions, with the following excep- 


trons 
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(a) lights or other equipment, ml 
cept brakes. 

(b) display of license plates. 

failure to have in possession | 

driver's license, provided there 

is a valid one in existence. 

inadequate muffler or excessive | 

escape of exhaust products. 

failure to sign or display regis- 

tration card. 


(B) One point is assigned for each 
automobile accident involving the 
applicant or any operator of the au- 
tomobile resident in the same house: | 
hold while operating any private 
passenger type automobile which re- 
sults in bodily injury or death, or 
in damage to property including his 
own in excess of $50. However, no 
point is assigned for accidents under 
the following five circumstances: 

(1) automobile lawfully parked. 


? 


(2) when reimbursed by, or jud 


g 
ment obtained against, the third 
party responsible for the acci- 
dent. 

when automobile struck in rear 
by another vehicle, and the ap- 
plicant or resident operator has 
not been convicted of a moving 
traffic violation in 
with the accident. 


connection 


when operator of the other au- 
tomobile convicted of a 
moving traffic violation and the 
applicant or resident operator 


Was 


Was not convicted of a moving 
traffic violation in 
with the accident 


connection 


when victim of “hit and run,” 
if driver of the damaged car 
reports the accident to proper 
authority within 24 hours. 
+. Experience Period 
The experience period is the two 
years ending three months prior to 
the effective date of the policy. 
5. How oltre Rates Determined Un- 
der the Plan 


The number of driving record points 
accumulated during the experience 
period determines the sub-classifica 

tion to be applied. Tables of master 
driving rates have been 
printed which simplify the deter- 
nunation of the appropriate modified 
rates under the plan. The table is 
entered using the manual rate for the 
classification, territory and coverage 
The moditied rates reflect the follow 


ed page 66 
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KNOWLEDGEABILITY SELLS 


Set against a backdrop of the world’s most exciting city, the Royal- 
Globe Agents’ School offers, tuition-free, a concentrated course in 
insurance. Career men across the nation attest to its breadth and 
depth, and to its helping them to a consistent command of insur- 
ance knowledge — an important factor in success. 


Call your multiple-line fieldman; enroll in the seven-week class 
starting February 15. 


The Agents’ School is another 
reason why, with agents, 
Royal-Globe is 


“TOPS IN EVERY SERVICE” 


INSURANCE GROUP New York 38, New York 


ROYAL INSURANCE COMPANY LTD - THE LIVERPOOL & LONDON & GLOBE INSURANCE COMPANY LTD - ROYAL INDEMNITY COMPANY - GLOBE 
INDEMNITY COMPANY QUEEN INSURANCE COMPANY OF AMERICA NEWARK INSURANCE COMPANY AMERICAN AND FOREIGN 
INSURANCE COMPANY - THE BRITISH & FOREIGN MARINE INSURANCE COMPANY LTD - THAMES & MERSEY MARINE INSURANCE COMPANY LTD 
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Proper Prospecting and Dignity 


R. K. LINDOP 


Consultant for Loyal Protective 
Life Insurance Company 


accident and 
health and life insurance business 


HAVE BEEN in the 
all of my working life, long enough 
to learn and long enough to realize 
that the greatest asset 1s the mistakes 
| have made in the past and refuse 
When I entered this 
business, | was hungry 


to make again 
This busi- 
ness has given me money, but best 
of all, it has brought me a simple and 
dignified existence. It has brought 
me, mv family and those close to me 
inmv business a full economic life, 
a fully dignified life and one which 
sold all of us on the intrinsic 


eoodness of capitalism 


has 

| advise any young man who ts 
entering the business of protecting 
the American public against sickness 


and premature death 


and aceident 
and penniless old age to look sharply 
at this business, Is he looking into 
it with methods which have caused 
a number of people to fail or 1s he 
and think—observe 


to stop 


and see look and listen —as to the 


logical reasons why 


evervone should 
he willing to hear why they will have 
to have money to get well when they 
are sick or hurt, and why everyone 
should be interested in leaving his 


or her family well provided for if 


thev die too soon, and realize that 
every mortal is interested in a decent 


old age rather than poverty : 


Money With Dignity 


Now it is true that all people want 


to know how to avoid the catastro- 


phes which life can bring upon them 
if they do not listen to a good ac 
cident and health and life msurance 
man. It is a fact that most persons 
will face catastrophe at some time, 
It is also true that anv accident and 
health insurance salesman, through 
the method ot cold 


canvass, tries 


24 


literally to bludgeon the public into 
hearing a story which the public 
should be glad to receive. When 
I entered this business, | demanded, 
first, that | have the dignity and 
second, that IT make money, because 
I did not want the money without 
dignity. Therefore, I immediately 
made up my mind that I would not 
cold canvass offices and office build- 
ings, making a nuisance of myself, 
being insulted several times a day 
and eventually probably despising 
the money which | did make in this 
fashion, 


A Philosophy of Life 


To continue in this business, vou 
prospect properly, Secondly, 
prospecting is not a business pro 
cedure—it is rather a philosophy of 
life. What do IT mean by this state 
ment? | mean that you must so con- 
duct yourself in your entire life, es 
pecially in vour life as a purvevor of 
the truth to the Public, 
that this public gets such a 


\merican 
high 
opinion of vou that it wants to share 
you with its) friends those of 
whom they think most 


and 


We will now personify our mean 
ing that prospecting is a philosophy 
rather than a business procedure be 
cause it does concern itselt largely 
with the fact that client 
gained such a high opinion of vou as 
a man that 


your has 


he wants to share vou 
with others whom he highly respects 


Right at this point, it must) be 
emphasized that vour client owes 
vou nothing. Don’t laugh this state 
ment otf. It is one of the most 


philosophical truths to drive into the 
brain of a new recruit in this busi 
ness. The new man in this business 
is constantly seeking to earn a living, 
With this franticism, there 1s a nor- 
mal desire to be helped in earning 
the living and this feeling can come 
close to begging if one is not careful 


Avoid the 


Noone respects a beggar 


thought that anyone owes you any- 
thing chent. He 
has just bought a policy from you 


especially your 
True, you have given him more than 
value received but the fact remains 
that vou have made a commission 
out of your client. This is the way 
you make your living. He owes you 
nothing for having solved the horri- 
ble problem of life, namely the hor 
rible cost of getting well when he is 
sick or hurt because he will forever 
be thankful that he saw you and, 
right at this point, he must be told 
that he owes you nothing but that he 
owes his friends everything. It. is 
highly unlikely that his friends will 
automatically — protect 
against the cost of getting well when 
they hurt, 
wrecked thousands of families, un 
less that friend talks to you and has 
properly analyzed for him the prob- 
lem which the living of life has cre- 
ated and obtains from vou the per- 


themselves 


are sick or which has 


feet solution for that problem. How, 
hasically, do vou bring this feeling to 
vour client, so that he has such high 
respect for you that he instinctively 
wants to share vou and your knowl 
edge with his friends. It is in the 
following manner : 


Close Relationship 


1. Kirst, by 
vour chent by 


having approached 
the prospecting 
method, In other words, a person 
who had thought well of him and 
friend had 
originally indicated that he wished 
vou to see him concerning the prod 


who was his) personal 


uct which vou had sold the 
original chent who was the name 
giver. This fact alone makes the 


relationship between vou the 
prospect extremely close. | 


do not 


repeat, 
the 


prospect's presence. You are an in 


force your way into 


vitee. You are expected. In more or 


less concrete fashion, the prospect 
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In “Yankeyland” it’s Standard Accident 


“Yankeyland” in this instance is out Kansas way 
... Wichita, to be exact, where the Paul C. Yankey 
Company has been a pace-setting insurance agency 
since 1911. The agency (represented above by 
Paul C. Yankey, Don Reed, seated left and center 
and Paul Yankey, Jr., standing right) is relatively 
new to the Standard Accident fold. But, from the 
evidence at hand, it can readily be concluded that 
a Standard Accident-Paul C. Yankey Co. associ- 
ation is destined for a long, long run. 


The “evidence”’ among other things . . . a letter to 
Mr. Lloyd J. Goulet (standing, left), manager, 
Standard Accident Kansas City Branch, from 
Paul Yankey, Jr. With the permission of both 
parties to the letter, we'd like to pass along a few 
pertinent quotes .... ‘the effort your personnel 
make to provide for our needs is extraordinary” 
... "The overall quality and experience of your 
personnel is excellent. They are well organized 
and do an excellent job of helping us to conserve 
our time”... "The speed and accuracy in your 


Branch Office is exceptional. Our policies and en- 
dorsements are issued with a minimum of errors 
and delay”. . . “Because of your Branch office 
authority, decisions are constantly made without 
the necessity of Home Office confirmation. This 
helps by giving us the answer as fast as possible.” 


When an insurance company’s representatives 
earn plaudits like that from a top-notch agency, 
it’s easy to imagine yourself working with the 
same company, isn’t it? 
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STANDARD ACCIDENT 


INSURANCE COMPANY 


640 TEMPLE AVENUE « 


CASUALTY FIRE MARINE e FIDELITY SURETY 


DETROIT 32, MICHIGAN 
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Prospecting and Dignity—from p. 24 


knows what you are going to talk to 
him about, namely, protecting him- 
self and his family when he is sick 
or hurt. The prospect further 
that you had shown your 
product to his friend and that his 
friend spent his good hard-earned 
money to protect himself with you. 
Whether you realize it or not, this 
is about 400% of the sale. 


knows 


PENSION 
CONSULTANTS 


JOSEPH FROGGATT & CO., INC. 
CONSULTANTS 
EMPLOYEE BENEFIT PLAN 
ACTUARIAL EVALUATIONS 
74 TRINITY PLACE, NEW YORK 6, N. Y. 
WHitehall 4-7440 


RUSSELL O. HOOKER, F:S.A. 


CONSULTING ACTUARY 
PENSION CONSULTANT 


750 MAIN ST. HARTFORD 38, CONN. 


HARRY S. TRESSEL 
& ASSOCIATES 
CONSULTING ACTUARIES 
INSURANCE—PENSIONS 
10 SOUTH LA SALLE STREET 
CHICAGO $, ILLINOIS 
FRanklin 2-4020 


WOLFE, CORCORAN & LINDER 
CONSULTING ACTUARIES 
PENSION CONSULTANTS 


116 JOHN STREET, NEW YORK, N. Y. 


WOODWARD and FONDILLER, 
INC. 


CONSULTING ACTUARIES 
PENSION CONSULTANTS 


200 West 57th St. NEW YORK 19, N. Y. 
417 South Hill St., LOS ANGELES 18, CAL. 


WOODWARD, RYAN, SHARP 
& DAVIS 
PENSION CONSULTANTS 
& ACTUARIES 


55 BROADWAY, NEW YORK 6 
Telephone HA 2-5840 
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It should be understood that any 
prospecting approach does, within 
itself, remove a tremendous amount 
of being resisted. The prospecting 
approach also removes any subter- 
fuge from the interview. Instead, 
the prospect is willing to lend you 
his ears for approximately thirty 
minutes. He he will listen. 
Don't let us forget that most of the 
world’s 


Savs 


basic ignorance based 
upon the fact that most of us do not 
listen. Right at this point, it 1s para- 
mount and absolutely necessary that 
you know your story—-your presen- 


tation of your product. 


Perfect ''Lines" 


2. Are you a professional? If so, 


you will find that your prospect will 
again, as under topic #1 listed 
above, begin to gain respect for you. 
He will begin to say to himself in a 
most unconscious —fashion—*My 
friend sent quite a guy to see me.” 
In other words, we are no different 
from actors. We occupy the stage 
In an interview, at the most two and 
one-half times a day for an average 
five day week. Our lines must be 
perfect. John 


Barrymore, his 
prime, did not slur nor muff a line. 
When he became old and sick, he 
did. People went to see him on the 
stage and left with tears in their 
eves remembering his former true 
greatness. You don’t have the repu- 
tation and you don't have the ability 
of John Barrymore. You don’t have 
your name in electric lights on the 
marquee of the theater. You don't 
have books written about you. You 
are not the public idol he was. 
You are just a fine representative 
American businessman sent to tell 
Make it perfect. Make it 
whether he buys 


a story, 
so your prospect 
or does not buy—-will say upon your 
leaving, ‘Mister, you are a profes- 


sional. You are absolutely convine- 


ing. You know your business, and 
your conversation and demonstra- 


tion have been clear and concise. | 
am glad that my friend sent you to 
see me. | now know what my prob- 
lem is and | believe in you and your 
product.” 

These words or a paraphrase of 
them are what vou want to be in the 
prospect's mind and, before long, 
this prospect has become your client. 
This is another rung on the ladder 


of success. This is another phase of 
the philosophy of making this man 
to whom you are speaking want to 
share you with his friends. 

3. The third point of convincing 
your clients that they should share 
you with their friends is your abso- 
lutely gentlemanly approach. Be 
sure that you speak English properly. 
Be sure that vou stress the negatives 
in the policy contract, as vou do the 
positives. Be sure you tell the whole 
truth and nothing but the truth. Be 
sure that you are well groomed and 
that your hands are clean; that your 
third party material is neat and well 
bound, and that you speak in a well 


modulated voice. Kemember that 
you are an invitee into the pros- 
pect’s home or office: that you 


consider yourself as a guest and 
only on one matter do you defer to 
no man and that is your knowledge 
of the policy you are selling and of 
the problem that the man before vou 
has and his supreme contidence in 
you that you have the answer; the 
solution to his problem which the 
very living of life made for him. 
Be a dignified servant of humanity. 
Be proud of your profession. Ask 
nothing of them but to listen. The 
rewards are success, dignity and a 
true spirit of helpfulness which 
gives your walk a certain jauntiness 

gives your eyes a certain clarity 
most men never possess. 

4. When the sickness and accident 
policy finally is issued by your com- 
pany, telephone your client, the 
insured, and tell him that his pro- 
tection has arrived; that his worry 
over the problem of cost necessary 
to get well when he is sick or hurt 
no longer exists. Tell him that he 
can now live audaciously. Tell him 
to take business risks which good 
conscience forbade him to take here- 
tofore. Tell him that he is insured. 
Make an appointment to deliver his 
policy to the insured. At the ap- 
pointed time, make the delivery. Go 
over every important feature of this 
policv—both positive and negative 

with the insured. Read it to him. 
Show him that he got exactly what 
he bought. Remember that is what 
Americans are hungry for. In most 
articles we purchase, we don't get 
exactly what we bought. Demon- 
strate to the chent that vou know 
your business; that vour company 
has integrity ; that vou do not falsify 
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while selling; that you are a profes- 
sional. Again, you are not only 
helping your insured, but this is the 
beginning of your free service to him. 
You could have mailed the policy 
to him or you could have gone in 
and told a couple of jokes and the 
chances are he would never have 
read the policy. He should read it. 
He should know exactly what he 
has or does not have. The insurance 
industry of America is capable of 
solving the problem of the American 
public. We need private initiative 
to solve man’s insurance problems 
in this country. We don’t need too 
many fringe benefits. We need 
money to buy our own protection, 
We need professionals in this busi- 
ness who tell the truth; deliver the 
truth and serve with truth. 

5. In the further effort to estab- 
lish my beliet that prospecting is a 
philosophy rather than a_ business 
procedure, you must inform your 
chent that you will render him serv- 
ice when he is sick or hurt; that 
you are not a fly-by-night in this 
business—in one day and out three 
days later; that you will be on call 
whenever he needs you concerning 
any insurance problem which may 
occur in his life. My clients have 
been taught to tell my secretary im- 
mediately after they have consulted 
a physician when they are sick 
hurt. We have always given forty- 
eight hour service. We have sent 
flowers to every hospital patient. 
We have delivered checks. We de- 
sire no reward for these services. 
They are due and owing and | 
believe that we have found that our 
chents are more than satisfied with 
us and our service. They must be 
because they have made us success- 
ful by sending us to all persons for 
whom they have high regard. We 
have sold most of these people. We 
have no center of intluence except 
truth and service. It is our job to 
protect people. 

If vou will follow the five pre- 
cepts listed above vou will find that 
men do respect you; that vour way 
of life is a most decent path to fol- 
low. You will find that men consider 
you on a par with their doctor and 
lawver. You will find that there 
is no one in your community who 
cannot approach disaster to 
whom charity must be extended in 
time of need. You will find that you 
have learned a lesson. It is this: 
we all must give before we can get. 
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satisfaction on Auto Glass claims 


¢ Auto Glass of the highest quality 

¢ Installation by skilled workmen 

¢ Dependable, fast, efficient service 

\n ALD—Autoglass Installation Dealer—will 

always come to your aid when your policy- 

holders need first-rate Auto Glass service. 
Every AID guarantees complete satisfac- 

tion with the glass replacements he makes in 

all types of cars and trucks. That’s because he 

works according to strict “Standards for Cus- 


tomer Service”... which means top-quality 
Safety Glass installed in the shortest possible 
time by workmen experienced in’ modern 
techniques. 

Youll find no cause for complaint if you send 
AID. where the 
service is unexcelled. Look for the name of 
the nearest AID in the Yellow Pages of the 
phone book, or look for the big green and 
white AID emblem outside his shop. 


your policvholders to an 
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HERE CAN BE NO DOUBT In any 
one’s mind today that peace 
time use of atomic 


reality. Our 
full of 


energy a 
hooks and 
thrilling 


derring do 


magazines 
are accounts of 
atomic and even the 
man who obtains all of his technical 
information from the newspaper is 
aware of current developments. Un 
fortunately, much of this informa 
that is, it relates 
to the hazards invelved in the use 


ton is pessimistic ; 


of atomic energy and we lose sight 
of its potential usefulness. “The cur 
rent hassle concerning the hazards 
of bomb fall-out is a good example. 
| for 
that the will 
live with the atom and use its po 


one, however, am contident 


human race learn to 
tential strength and energy in our 
march forward 

Our job in this article is to think 
about one phase of the perverse side 
rachation 


atomic energy ; namely, 


hazards, especially control of radia 
tion hazards under conditions of tire 
We will discuss the 


general control of radiation hazards 


exposure. hot 


in laboratories and factories where 
radiation or ra 


We 


what a 


workers deal with 
dioactive material constantly. 
will limit 


fire 


our remarks to 


plant protection engineer or 
plant fire brigade should know to 
combat successfully a fire involving 
radiation hazards with minimum in 
jury to personnel and a 


pro} 


munimum 
loss, 
First, what is nuclear radiation: 
Broadly speaking, it is a form of 
energy which ts released when (1 

atoms of one element change, or are 
changed, into atoms of another ele 
ment, and (2) atoms change from 
excited state 
It this sponta 
neously, the material is said to be 


Qn the other hand, 


one state to another 


process happens 


radioactive. cer 
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tain machines such as particle ac 


celerators and atomic reactors make 
small 


use of sub-atomii 


particles 
which are accelerated to very high 


speeds and made to collide with the 
atoms of an element. If this is done 
properly the struck atom becomes 
greatly excited and emits energy 
Three forms of energy, or particles 
if vou wish to call them, since energy 
and matter are interconvertible, have 
been labeled for convenience as al 


pha, 


radiation 


beta, and forms of 
When one gets technical, 


three kinds) of 


gamma 
these particles or 
energy have many complex and in 
teresting characteristics but for pur 
pose of ilustration one may think of 
tl: football 
field with one of those devices which 


a large tlat tield such as a 
throws a baseball to a batter during 
practice, on perhaps eyects a clay 
pigeon for a skeet shooter during a 
shooting mateh. Place this machine 
in the middle of the tield and design 
it so that it could toss a great many 
objects, perhaps millions of them, 
into the air each minute and at var 
ious angles so that from the ground 
up, the air is spraved, so 


with particles 


to speak, 
Kor particles, use 
bullets to correspond to gamma par 
ticles, baseballs to correspond to 
beta particles, and rubber beach balls 
to correspond to alpha particles. 
While these particles in reality have 
very complex characteristics, some 
times resembling a wave and other 
times resembling a 


their 


*Sohd” particle, 
Our 
upon cells of our body if they 
trate the 

the 
and 


reaction upon skin, o1 
pene 
resemble 
baseballs 


chosen as 


skin, verv much 
the 


halls | 


action of bullets, 


beach have 


examples 


Radiation Types 
The 


is the least energetic form of radia 


“beach ball” alpha particle 


tion. It can be easily stopped by a 


sheet of pape- and it bounces rather 


harmlessly off oun Iexternal 


skin 
to the human body it 1s quite harm 
less, but if an alpha emitter is taken 
into the body, through the mouth, 
for example, it is very dangerous 
Within the body, the alpha particle 
can operate at short range and do 
SCTIOUS damage to cells o1 blood, tor 
example 


Beta particles, | 


of our 


haseballs 
penetrat 
particles ean 


tke the 


simile, are more 


ing and such pene 
trate perhaps one-quarter inch be 
neath our skins 


torm. of 


radiation is therefore more hazard 
ous externally to our bodies, and it 
is also extremely dange rous radio 


active materials emitting beta par 


ticles are ingested 


Exceedingly Dangerous 


Gaamma radiation, ke bullets. is 
exceedingly 
tutes a 


dangerous consti 


severe hazard with respect 


to tire control Because these part 


cles are so very they 


X-ray pho 


tographis, for example, and are 


penetrating, 
can be used to product 
use 
ful in other ways where penetration 
of dense materials is advantageous 

To return to bullet-baseball 
beach ball example for a moment, if 


Out 


we stand in the field it can easily be 
seen that the number of these parti 
cles which strike us per second is a 
measure of the 
will be 


matter of 


amount of damage 
done to us \s 
definition, 


which 
one cure 
rachoactive 
that 


dergoes 


material is) detined as 


amount of material which un 
disintegrations 
per second, each disintegration pre 
suming to release at least one parti 
cle. Thus, it 1s more hazardous to 
he exposed to radiation from a 100 
curie source than from a O.O1 curie 
that 


various speeds, 


also 
particles travel at 
somewhat 


source. It 1s true these 


characteristic of each 
form of radioactive element. Again, 
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ntinued the next 
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tinued 


} 


a bullet travels much faster than a 


beach ball, and 
that we would be more badly dam- 


we can easily see 


aged by a hail of bullets should we 
walk upon this field than we would 
be by the 
balls. It is also true that these par- 
ticles emitted 


same number of beach 
from the excited 
of 
Phis energy is expressed in 


are 


atoms with varving amounts 


energs 
terms of electron volts. 

\Ipha particles operate at a few 
hundred \s you 
would expect, beta particles operate 


electron volts. 
at higher ranges, while gamma rays 
Ordinary 
X-ravs, which are a form of gamma 
the 
thousand to two hun- 
thousand 


are the most powerful 


radiation, usually operate in 
range ot fifty 
dred titty 


wlitle 


volts 
lye ing built to- 


electron 
machines are 
day which will produce energy levels 


its high as fifty billion electron volts. 


Commonest Measurement 


Phe most common unit of radia- 
will 
see used ts the Roentgen, usually ab- 
Rk. All of the radia- 
tion which has been mentioned has 


tion measurement which vou 


lore viated as 
the ability to 1onize the air through 
which it passes—that is, the particle 
collides with one of the constituent 
of 


electron 


atoms air, and knocks loose an 


The electron bears a mi- 
nute negative electrical charge. 
When enough of these electrons are 


knocked loose in a single cubie cen- 


timeter of air, at standard conditions 


of temperature and pressure, to ac 
cumulate a total charge of one elec- 
tron volt, then we declare that one 


Roentgen of radiation has been dis 


charged through that space. This 
unit Is, some spects, a measure 
of the “volume” of radiation, This 
umit is usually used in a_time-de- 
pendent sense-—-that 1s, Roentgens 
per hour, A more useful measure is 
the milliroentgen— that is, one one 
thousandth of a Roentgen. Most 
radiation survey meters are. cali- 
brated units of milliroentgens 
(mr) per hous 

Having cleared away the basic 
properties of nuclear radiation, let 
us next consider how such radia 
tion is used in industry. Large 


power reactors are presently being 


built around the country. One such 
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large reactor is now operating near 
Pittsburgh, Pa. A 
plant is being built by the Common- 
wealth Edison Co, near Chicago. A 
third is nearing completion near 
Detroit, Mich., and several other 
plants are being proposed for other 
cities. In addition, the laboratories 
and operated the 
Atomic Energy Commission contain 
Lastly, 
many small reactors are now being 


second large 


factories for 


a number of these devices. 


operated for experimental and train- 
ing purposes at universities and col- 
leges around the country. 
However, these reactors are not 
what would call industrial ma- 
chines; that is, they are not used in 
ordinary factories for ordinary pro- 
duction purposes. Most of the ma- 
chines producing radiation, which 
are finding their way into ordinary 


we 


factories, are devices which either 
produce radiation by electrical 
means, such as X-ray machines or 
particle employ 
radioisotopes to produce the radia- 
tion. Gamma radiation, for example, 
in 
tain plastic materials, being respon- 


accelerators, or 


produces useful changes cer- 
sible for the production of boilable 
plastic baby milk bottles; this form 
of radiation is also being success- 
fully used to sterilize medicines and 
pharmaceuticals. Both gamma and 
beta forms of radiation are being 
used in a wide variety of thickness 
gauges, density gauges and similar 
devices where the penetration of 
the radiation in accordance with the 
thickness or the density of a mate 
rial can be used as part of a control 
Many thousand such de- 
vices are now used in metal rolling 
mills, paper plants, processes for 
for 
In the 
latter case, five gauges have been 
successtully employed to control the 
thickness of the paper, the thickness 
of the glue coating and the thickness 
of the laver of sand applied to the 
paper. this connection, 
there are in use many X-ray ma- 
chines which employ a_ radioactive 
material the radiation 
Since a very powerful source, such 


pr cess. 


coating cloth, even machinery 
manufacturing sandpaper. 


same 


as source. 
as cobalt 60, can be made in a very 
small size, this X-ray machine can 
he quite portable and can be en- 
tirely independent of any electrical 
power. Such machines are most use- 
ful for producing X-rays of cast- 


ings, pipe, tanks, and similar ob- 
These materials 
are also used in a wide variety of 
control and indicating devices, and 
can be easily arranged to indicate 
the level of a fluid in a tank, for 
instance. 

Many laboratories have 
to use radioactive materials 
and perhaps some of the most dan- 
gerous installations, from the stand- 
point of hazard control, might be in 
chemical laboratories; for example, 
the radioactive materials 
might be stored and used in_ the 
form of liquids. 
accident, the containers might be 
broken and the liquid spilled, or 
perhaps a large volume of it might 
he discharged down a sink drain 
and contaminate building  plumb- 
ing. In the event of a fire the liquid 
might be vaporized, mixed with the 
smoke of the fire and thus become a 
serious hazard. In general, how- 
ever, radioactive chemicals used in 
such laboratories are kept and used 
in quite small quantities under care- 
fully controlled and 
should not prove hazardous unless a 
very 


jects. radioactive 


found 
ways 


where 


In the case of an 


conditions 


serious accident occurs. 


Measurement of Radiation 


We are now getting into the heart 
of our subject; namely, the control 
of radiation hazards in industry. 
But first, we should become brietly 
acquainted with equipment and de- 
vices which are emploved for the 
measurement of the kinds of radia- 
tion which you will find in industry. 
There has been developed a wide 
variety of ingenious instruments to 
measure all kinds of radiation—but 
radiation employed in the industrial 
processes mentioned above can usu- 
ally be measured by very simple 

Foremost is type of 
called a “survey meter.” 
These meters can be made respon- 


devices. 
meter 


sive to alpha, beta, and gamma radia- 
tion. They are battery-operated. A 
typical unit would be responsive 
only to gamma radiation of energies 
ranging from fifty thousand to 
one million three hundred thousand 
ev and have a maximum scale read- 
ing of one thousand milliroentgens 
(mr) per hour, 

A second form of radiation meter 
is commonly called a “dosimeter.” 


The device consists of a small elec 
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trometer which is charged to a po 
tential of several hundred volts by 
a charging device When this 
chamber is located in a_ radiation 
field, the radiation tends to dis- 
charge the electrometer and the 
amount of discharge, which 1s indi- 
cated by a pointer and a_ scale 
within the meter, is a measure of 
the field intensity. These devices 
are inexpensive, small, and have the 
advantage that they can be easily 
read by their user any time he 
Wishes, since the built-in scale can 
he convemently read by holding the 
dosimeter up to a bright hght 


The Film Badge 


The third form of indicator which 
is widely used is the film badge, 
Photographic tilm has the property 
of being affected by radiation in the 
same manner as it is attected by 
light. Thus, it is possible to con 
struct special film which sensi- 
tive to a wide range of radiation 
energies and incorporate this film in 
a small metal or plastic holder. By 
placing a sheet of cadmium or other 
metal over a portion of the film, 
more than one kind of radiation can 
he recorded. At regular intervals 
these badges are disassembled by 
technicians and the films developed 
in an ordinary manner. Then by 
measuring the blackness of the ex 
posed film it is possible to estimate 
the kind and intensity of radiation 
to which it has been subjected. 

Before talking specifically about 
the control of nuclear radiation haz- 
ards under fire conditions, perhaps 
a word should be mentioned about 
the etfeet of radiation upon humans. 
We have already discussed the fact 
that some radioactive materials ex 
ternal to the body are relatively 
harmless, but if allowed within the 
body, can do great damage. E-xter 
nal to the body, beta and gamma 
radiations are the most hazardous 
since the alpha particle barely pene- 
trates the skin before it 1s stripped 
of its energy and absorbed. How- 
ever, if any material which emits amy 
form of nuclear radiation 1s allowed 
within the body, dire consequences 
can result. If the material is of a 
kind of variety which is not 
sorbed into the body tissues, the 
hazard is a relatively short one since 
the material 1s ultimately eliminated. 
However, if the radioactive material 
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ACCIDENTAL DEATHS 


THE FAMILY CAR again rated as the 
number one killer ma recent survey 
of accidental deaths made by Mutual 
2, of the deaths 


Over 52% 
accident pol cased | 
on accident policies were Cases 


of Omaha 
automobile accidents with a major- 
ity of these deaths resulting from 
Pedes 


trian-auto accidents were a_ tragic 


collisions between two cars. 


second. The next biggest killer was 


“falling” while at home, on city 
\lmost 1% of 


deaths in the survey were caused by 


streets, and so forth 


falling from horses 


Pravel by train and airplane 


proved to be less dangerous than 
many think even drowning claimed 
more lives than did travel by both 
these means combined Drowning 
of the to 


trains and planes 


was responsible for 512% 
tal deaths while 
claimed only about 112%. The most 
deaths occurred in the age bracket 


between 45 and 64 vears. Second 
was the group of senior citizens age 
Phese two brackets ac- 


counted for 70% of all 


65 and ovet 


accidental 


deaths, 
NOSE BEST FIRE GUIDE 
THE OLD SCHNOZZOLA 1s. still the 


best fire detector of them all 

\nd proper use of it on a secur 
ity guard’s first round of duty——by 
far his most 


tour 


ot 


can 
the 

causes of after-hours industrial plant 


eliminate more than 


and commercial tires 


These are two basic admonitions 
accompanying a listing of the eleven 
principal tire hazards by 


National 


operates 


Pinkerton’s 
Detective which 
for 
thousand industrial plants 


security installations 
over a 
and businesses 

Smoke has 


teristic 


charac 


Pinkerton in 
urging security guards to use their 


odors, notes 


noses as guides. With training, vou 


can instantly tell whether that whiff 
of smoke is burning wood, paper ot 


rubber insulation, for example 
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the 


“Here's the latest automobile loss figures 
and a bottle of Milltown’ 


knowledge should speed the guard 
to the location of the smoke long 
before any automatic detection de 
vices sound the alarm. 

Careful observation by the guard 
on his first tour of duty sets the 
stage for most efficient use of the 
olfactory, Characteristic odors of 
plant, materials and processes should 
always he carefully noted so. that 
any foreign smells can later be in 
\nd, of 
round is also the time to 
spot the burning cigarette left care 
lessly behind, the blocked fire ex 
tinguisher, obstructed aisle or other 
hazardous left 


stantly singled out 
the first 


course, 


conditions behind 
from the previous shift. 

Qn the leading tire hazards to be 
met in industrial plants Pinkerton’s 
lists from experience, though not 


necessarily in order: Smoking—and 
tossing of lit butts Matches 
especially lighted ones tlam 


look for 
appli- 


ances, hanging wires from nails or 


mables. [Electric wiring 


traved cords, unauthorized 


hooks. Flammable liquids-—particu 


larly the heavier-than-air ones, such 
as benzene, naphtha and gasoline, 
that can flow from an open container 
across the floor to an open tlame and 
flash Loose rags—also 


then back 


losses 


packing materials, which should be 
kept in covered metal containers. 
Open flames—extinguish all flames 
When not in use, though keeping 


pilot lights burning. Static electric 


itv-—-rigid plant regulations are 
needed to protect against static 


sparks i susceptible areas; fuel 


lines, for should be 


grounded before pumping flammable 
liquids, 


example, 


Unattended machinery—a 
possible source of tire from over- 
heating. Improperly stored paints 
and these liquids should be 
kept in raised drums fitted with 
hand-operated 


oils 
pumps (not with 
And store 
room should be fitted with explo- 
sion-proot wiring and light globes. 

And among hazards contributing 
to the spread of fire rather than to 
its start, Pinkerton’s lists these two: 


gravity. taucets ). 


Obstructed stairways shafts 
they should be kept clear and should 
he enclosed with fire-resistant parti- 
tions equipped with self-closing, fire- 
retardant doors. These doors should 
never be blocked. 


GONE WITH THE WIND 


lik PAYMASTER OF a New England 
municipality was on his way to a 
hospital carrving the institutions 
pavroll, $23,000 in cash. It was a 
windy dav and as the paymaster, 
accompamed by two police officers, 
alighted from his car, a gust of wind 
struck with such force that he was 
thrown and his 
money bag was knocked open. 

Phe wind ripped through the bag 
and blew a substantial amount of the 


against the cat 


folding money all over the street. 
\fter a fast chase by the police oft 
cers, car chautfeur, paymaster and 
hospital personnel, most of the wind- 
blown currency was recovered. 

All but S44, that is. A check of 
the bag showed that $44 in bills was 
with the wind.” And_ that 
sum was restored to the city under 


“vone 


the terms of its American Casualty 


Company's Money and Securities 


Policy. 
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These estimated losses, 
National Board of Fire 


1957 1958 
October $77,753,000 $73,393,000 
November . 75,321,000 71,539,000 
December . 91,519,000 100,523,000 
1958 1959 
January... 99,918,000 112,983,000 
February .. 103,853,000 98,120,000 
March 102,722,000 99,610,000 
99,061,000 90,689,000 
May 85,633,000 81,597,000 
lune 9,048,000 77 867,000 
July 80,782,000 82,334,000 
\ugust 75,491,000 74,600,000 
September 73,303,000 83,027,000 
Potal $1,055,404,000  $1,046,282,000 
: Losses by Years 
1949 $651,534,000 1954 $870,984,000 
1950 648,909,000 1955 885,218,000 
1951 730,084,000 1956 989,290,000 
1952. 815,134,000 1957 1,023,190,000 
1953 864,863,000 1958 1,056,266,000 


deaths 


Month 1957 1958 1959 

January 2,882 2770 2,830 

February 2508 2.300 2.380 

March 2843 2.500 2,700 

\pril 2,933 2,580 2,680 

May 3.005 3.010 3,220 
lune 3.302 3.000 3,150 
July 3.308 3.210 3,340 

‘August 3,635 3450 3,450 


Eight months .. 24,476 


For November, 1959 


writers, include an allowance for un- 
insured and unreported losses. 


motor vehicle 


September 3,305 3,330 
October 3.4660 2000 
November 3,620 3,510 
December ..... 3,775 3,620 
Twelve Months .. 38,702 37,000 
Kstimates provided the National 
Satety Council. 
accidental 
deaths 
Seven Months 
1959 1958 Changes 
ALL TYPES .. 52,400 51,200 De 
Motor Vehicle .. 20,430 19,490 5 
Other Public ... 10,000 9,700 3% 
Work 7700 
Home 15,800 15,900 


956 


from the 
Under- 


MO 23810 


every month 


ideas 


that 


pay off 


aintenance 


in 


loss prevention! 


FOR YOUR CLIENTS . . . a subscripticn to SAFETY MAINTE- 
NANCE is a monthly reminder of your 
constant interest . .. a source of 
tested safety methods and procedures 
which will speed production and cut 
costs. 

FOR YOURSELF. . . SM is a channel of proven aids to loss 
prevention . . . a means of establish- 
ing sound safety programs in plants 
where you have a stake. Your own 
imprint and safety message can reach 
your clients each month. 


Write for special discount rates. 


Single Subscription: 
$4.00 a year 
$6.00 for two years 


SAFETY MAINTENANCE 


AMERICA'S PIONEER MAGAZINE IN ITS FIELD 
another publication of 


TON FT PO) 
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Hazard Control—from page 31 


which is absorbed 
into the tissues or cells of the body, 


is an element 


the problem is more serious. If the 
material is related to calcium and is 


therefore easily absorbed into the 
bone structure, the skeleton be- 
comes a sort of walking radiation 
factory and the red white 
corpuscles of the blood stream will 
suffer. Probably leukemia will re- 


sult. In the case of a heavy dose of 


external radiation much the same 


take your 


“PICK” 


Sj 


The Pick-Congress 


MINNEAPOLIS 
The Pick-Nicollet 


1 DETROIT 
The Pick-Fort Shelby 


CLEVELAND 
The Pick-Carter 


PITTSBURGH 
The Pick-Roosevelt 


other Albert Pick Hotels 


8 gham. Ala ..Pick- Bankhead 
Free ( Pick-Fountain Square 
Teletype Columbus. 0 Pick-Fort Hayes 
Reservations Dayt 0 Pick Miami 
Evanst Pick-Georgian 
Flint, M Pick-Durant 
St Louis, M Pick-Mark Twain 
Pick-Melbourne 
/ South Bend. | Pick-Oliver 
oe Toled Pick-Fort Meigs 
Topeka, Ka Pick-Kansan 
Washing Pick-Lee House 
Youngstow Pick Ohio 
tihert Pick Motels 
New York 
Chattanooga, Te Albert Pick Mote 
Sales Office 
with Springs Albert Pick Mote 
4 e Ala Albert Pick Mote 
71-8130 Miam) Beach, Fla Albert Pick Hotella 
Mobile Ala Albert Pick Mote 
C ago Montgomery Ala . Albert Pick Mote 
Sales Office Natchez, Miss Albert Pick Mote 
STate 2-4975 | Portsmouth, Va Holiday Inn Mote 
Rochktord Albert Pick Mote 


St. Lours, Mo 
Terre Haute, Ind 


Albert Pick Mote 
Albert Pick Mote! 


Albert Pick Hotels 


2ON. Wacker Chicago 6G, Illinois 
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sort of condition occurs. Symptoms 
of leukemia, pneumonia, and a wide 
variety occur, 
largely bri vught about by the break- 
down in the blood supply and the 
lack of white blood corpuscles to 


combat 


of diseases usually 


infection, ‘There- 
fore, radiation sickness generally in- 


bacterial 


volves a wide variety of symptoms 
and the victim may die of a disease 
quite unrelated to his radiation ex- 
posure. 

Let us now consider how to con- 
trol the radiation hazards which we 
may find in industry today. Let me 
first point out that, except for in- 
stallations involving radium or X- 
rays generated from electrical X-ray 
machines, the United States \tomic 
energy Commission exercises strict 
control over all installations involy- 
ing reactors or radioactive mate- 
rials. One of their requirements 1s 
that a man trained in the safe opera 
tion of the equipment producing the 
radiation and well versed in general 
safety procedures along these lines 


must be in charge. It is further re 


quired that the company must report 
to the AEC all accidents or unusual 
events concerning this installation 


after the 
occurs. This man is therefore your 


a very few hours event 
best friend insofar as any plan foi 
the control of hazards 1s 
man is usually 
called a health physicist and he can 


usually 


radiation 
concerned this 


with 


supply you survey 
meters, film badges, and pocket do 
simeters. He is well trained and 


alert to radiation hazards, but his 
greatest weakness is that only occa- 
sionally has he any knowledge or 
feeling for problems involving fire 
hazards. It therefore becomes neces- 
sary to relate the things to good fire 
protection recommended 
for the control of ordinary nonradio 


practice 
active fires. This sometimes can be 


a big headache! 


Fire Hazard Control 


For example, in a factory which 
is producing fuel elements for a 
the protection 
people may have exceedingly good 


reactor, radiation 


reasons for not wishing to have 


sprinklers installed some areas 
Should these fuel elements be piled 
up or stored in certain patterns, the 
flooding of the 


storage area with 


water might possibly bring about a 


condition called “criticality” and 
produce a violent nuclear reaction, 
In this kind of situation, the only 
workable plan is to eliminate all 
combustibles this area and 
operate the plant in such a way that 
combustible materials are never per- 
mitted into the area. As in 


from 


most 
instances, close cooperation with the 
health physics people would be very 
valuable and in many cases you may 
find it necessary to teach the nuclear 
specialist sound principles of fire 
prevention, 


Pre-fire Planning 


The kev to control of radiation 
hazards under fire conditions 1s pre- 
fire planning. A full study of the 
machine, or radioactive 
material should be made and all of 
the characteristics of the radiation 
should be studied. All of the posst- 
ble accidents which could happen 
should then be and 
studied. Proper fire control meth- 


pr CESS, 


written down 
ods should be worked out in advance 
for each conceivable condition and, 
once again, the health physics people 
should be liberally consulted to gain 
the value of their expert opinions 
concerning the radiation hazards in- 
volved. Charts should then be pre- 
pared and kept ready instant 
that preplanned 
fire control is available 
when the alarm is turned in, Copies 
of these plans should be in the hands 
of all persons involved in fighting 
the fire. If the plan involves the 
services of the municipal fire depart- 
ment, the municipal authorities 
should be brought into the plan. 
Practice runs, sometimes called 
“radiation fire drills,” are invaluable 
to teach each participant what his 


for 
reference 


method. of 


expected duties will be in the event 
an accident should he 
stressed that for fire involving radia- 


occurs. It 
tion, there is no excuse for an “un 
Only the imagination 
limits the preplanning activity and 
it should be possible to prepare 
ahead of time for anv eventuality 


foreseen” fire 


\ large organization facing these 
kinds of hazards prepares detailed 
charts and maps of facilities. 
It is interesting to note that the fire 
department of the City of New York 
operates a radiological unit which 


checks 


their 


fire alarm 


for the entire citv against a 


every Incoming 


map 
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which has charted upon it all sources 
of radioactivity. If the reported fire 
is within a specified distance from a 
building involving radioactivity, a 
special car from the radiological 
unit quickly visits the scene to await 
developments. This car is equipped 
with a wide variety of survey meters 
and radiation measuring or monitor- 
ing gear. Some variation of this kind 
of planning would certainly 
wise for a large industrial unit em- 


seem 


ploying more than one piece of radia- 
tion equipment within its confines. 
From what we learned, 

important that 
fire-fighters shall not breath air or 
smoke contaminated 
tive materials. 
self-contained 


have 
can see it Is most 
with radioac 
Protective masks, 
breathing apparatus 
and in some cases complete protec 
tive clothing might be required. 
Survey meters of the type mentioned 
should be used during the fire to 
alert the fire-fighters to the 
of radiation. After the fire, contami 
nation may be and great ef 
fort might be needed to clean up the 
area. 

We have not vet 
Importance ot 


presence 
present 
mentioned 


distance in 
radiation problems. 


solving 
Radiation, like 
light, falls off with the square of the 
distance between the emitter and the 
detector. That is, 1f the distance is 
doubled, the radiation drops to one 
quarter, If the 
one hundred mr 


survey meter reads 
per hour at 
foot from the source it 
will read twenty-five mr per hour at 
two feet and 11.1 mr per hour at 3 
feet, for example. Thus distance is 
a good friend of the fire-tighter. He 
should strive to maintain the great 
est distance and still put out the fire 


a dis 


tance of one 


Time Is Important 


Likewise, time is an important 
factor in assessing radiation hazards 
The human 


body can tolerate and 


overcome the effects of fairly large 
doses of radiation applied for a short 
period of time and health authorities 
stated that a_fire-fighter 


take a exposure of 


have can 


safely single 
twenty-five R, is never 
again exposed in his lifetime to addi 
tional radiation. Thus, a fire-fighter 
could safely withstand, for 


prov iding he 


hour, 
exposure to gamma radiation aver 


aging one hundred mr per hour, 


For November, 1959 


The consideration of hazards de- 
veloping from the exposure of radio- 
active materials and machines to fire 
conditions is a and 
little 
fire chiefs 
or fire protection specialists in this 
field, and virtually 
tests have 


new 
Untortunately, 
has been written to guide 


relatively 


open subject 


no fire exposure 
conducted 
equipment and materials 

use. Much 


and a 
heen 


been upon 
general 
needed, 
discussions 


information ts 
number of 
carried 
writers’ 


have 
out between Under 
Laboratories, Inc., the U.S. 
\tomic [Energy Commission, the 
National Fire Protection 
tion, and similar fire protection and 


ia 


nig groups. Much work needs to 
he done before accurate predictions 
can be made as to the performance 


of current devices and materials un 
der conditions of fire, and the best 
advice at the present time is to em- 
ploy the best and highest grade of 
fire protection engineering in_ the 
operation of any machines, processes 
radiation. The 
and complete 
pretire planning, — by an un 


or activities involving 


wisdom of adequate 


fettered imagination and willingness 


to consider all possible 


incidents, 


however remote, cannot be over 


emphasized 


SPARKY FIRE DOGS 


ELECTRONIC 
being sold nationally 
Roberts Company, 


TALKING Sparky 
Dogs are now 
by the 
nounced by (3. Mealev, 
dent of the R. Mealev ‘orpor ition 
manufacturer of the talking dog. 
\ppomtment of Roberts Company 
which specializes in fire 


it Was an 


presi 


safety pro 
motions and products was effective 
April 1, Mr. Mealey 

Sparky is the 
Dalmatian 


said, 
famous fire house 


] 


who has donned a red 


fire helmet and fire 


fighter’s uniform 
effort to teach 
fire safety to all children and. to 
adults as well. He is the 
symbol of the public 
education campaign of the 
Fire Protection 

The Mealey 


four 


international 


official 

service public 

National 
\ssociation 

Sparky is a colorful 


and one-half foot figure which 


is electronically controlled to talk 
and simultaneously move its head 
and mouth. Manufacture has been 
authorized by the NFPA 


Talking Sparkies are already be- 


villi sal, 
thorough 
AIREACTOR XX 


Many insurance companies 
thousands 
of dollars by removing 
smoke odor from 
merchandise and property 
with Aireactor XX. It is 
scientifically-formulated to 
do a safe, thorough job. 
Non-Toxic 
Made from rare non-toxic 
elements found in plant life. 
Will not sting nose or throat. 
Removes all trace of 
odor—from the air and ws 
from merchandise. Will not ‘ 
damage even the most > 


have saved 


smoke 
- 


delicate fabrics. 
Aireactor XX is available by. 
with full instructions for Az 
easy do-it-yourself applica- 
tion. Write now for address ay 
of nearest distributor. 
‘>’ 


AIREACTOR CORPORATION 
271 Madison Ave., New York 16, N. Y. 


LISTED with UNDERWRITERS 
LABORATORIES, INC 


EACTOR 


ODORIZER 


ing used in four state fire prevention 


programs and in fifty-three commu- 


mities across the country. 
Present ownership of animated 
Sparkies ranges from fire depart- 


ments and insurance groups to state 
fire marshals fire 
Most 
Sparktes 1s in schools, ex- 
parades, 
orphanages, 


fighting 
schools common use of the 
electronic 
hibits, 


shows, 


fairs, television 
hospitals and 


industrial plants. 


cost 
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PORTABLE RECORDER 


SAFETY ENGINEERS in the casualty 
insurance field are 
accuracy and detail in their reports 


gaining greater 


with new portable dictating ma- 
them to 
cover more cases in less time. 


chines which also enable 

These specially-trained safety en- 
gineers report to casualty msurance 
companies on literally any task that 
is insurable and requires technical 
appraisal of the risk involved to the 
insurors, 


Technical Reports 


To prepare technical reports, 
safety engineers inspect such areas 
as factory operation, construction 
projects ranging from highways to 
urban skyscrapers, yachts and truck 
fleets. ‘They their evalua- 
tions of the safety precautions and 


pr tection 


present 
equipment — employed. 
Above all, accuracy and detail must 
be exhibited in 

In the past, 
handled their reporting and investi 


their reports. 


safety engineers 
gation assignments without benefit 
equipment, 
Notes were taken down in longhand 
and were then typed into. official 
Such administra 
tive work often required that they 


of modern recording 


company forms 
spend part of each day in the office 
attending to these matters. This, of 
COUTSC, decidedly reduced productive 
work hours 

Now casuaity companies, such as 
\etna Mutual, 
streamlining operation 


and Factory are 
with 
portable dictating machines manu- 
factured by The SoundScriber Cor- 


this 


A battery-operated, portable "Traveller'’ enables safety engineers to gather ‘‘on-the-spot"’ 
safety condition reports at plants, other sites. Recording discs can be mailed to office. 


poration of North Haven, Connecti- 

To be sure, the safety engineer's 
dav has changed. He goes into the 
field with his six-pound, battery-op- 
erated “Traveiler” and inspects a 
factory’s sprinkler and fire protec 
tion systems, safety devices on ma 
chinery, and makes an on-the-spot 


record of his impressions of the 
safety conditions. This is accom 
plished) without making laborious 


notes or resorting to memory. 

The portable dictating machine in 
addition, the 
neer’s over-all capacity. Measured 
on his skill in handling cases, he cur 
rently spends an eight-hour workday 


has increased eng1- 


inspecting and interviewing imstead 


A primary market for insurers 


Serving companies and their 
reinsurance intermediaries 


The 


REINSURANCE CORPORATION 


of New York 99 John Street, New York 38, N.Y. 


of splitting his day with administra- 
tive duties at his office. 

Wherever he is—at a construction 
site, Inspecting a factory, in his car, 
on a train, or at home—his portable, 
battery-powered dictating machine 
Is readily operative. Moreover, he 
has a new versatility as he records 
an interview with a plant: superin- 
tendent on safety conditions and, 
just as easily, he can climb the scat- 
folding to record details of precau- 
tions emploved in the construction 
of an office building. 


Mailed to the Office 


Following each workday, the 
safety engineer need not return to 
his office. The green plastic record- 
ing discs are mailed there in a 
and are 
transcribed on standard office equip- 


ment. 


standard-sized — envelope 
If desired, he can even play 
back the records on a 33% rp.m. 
phonograph, 

Insurance companies are realizing 
many benetits the portable 
SoundsScriber. They have discovered 
that 
from 


from 


their safety engineers, freed 
much routine detail, 
handle an increased workload with 
greater Additionally, 
their observations and impressions 
of safety 


office 
efficiency 
rec wrded 


accurately and in greater details than 
before. 


conditions are 
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Some jobs call for a specialist 


Tooth pulling, adult variety, is no joke. It’s definitely a job 
for experts, because the after-effects of a botched extraction can 
be serious. Bonding problems, likewise, can best be handled by 
bonding specialists, such as will be found in every F&D field office. 


Fidelity and Deposit Company 


Bonding and Insurance Baltimore, Maryland 


pet 
~ 
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from other Fields 


Finding Salesmen 


Charles L. Lapp, Ph.D.* 
Professor of Marketing 
Washington University 


inding salesmen has again and 
Pirin been reported as the num- 
ber one problem by sales executives 
in every type of industry throughout 


the United States and Canada, 
whether a product or a service is 
sold 


A Serious Problem 


There are a number of reasons 
why this situation is steadily becom- 


Ing a more serious problem: 


(1) Selling jobs are becoming more 
difficult to perform because of the 


ELEVEN WAYS: 


| Try not to get worried 


2 Get sufficient rest and sleep 


3 When possible, avoid excessive 
exposure to dampness and cold 


Avoid sudden and repeated 
strains on the joints 


Don't put your body beyond 
its physical limitations 


your muscles first 


Avoid excessive body strain 


4 
5 
6 if you must work nard, warm 
7 
8 


If you injure a joint get proper 
medical care 


9 Have all infections treated 
by a doctor 


10 Keep well nourished but not 
overweight 


TI] Fight arthritis through your 
Arthritis and Rheumatism 
Foundation 


greater complexity of products or 
services, the multiplicity of channels 
of distribution, and the increasing 
variety of types of buyers who must 
be sold, thus limiting the number of 
salesmen who can qualify. 

(2) The very rapid increase in new 
products and new each 
seeking the buyer's dollar, has cre- 
ated a highly competitive market the 
salesman must face, and has led to 
increased turnover in the sales force. 


services, 


(3) “Tight Money” has made buy- 
ers more cautious and the sales job 


more difficult, 


(4) Since selling is one field of ac- 
tivity in which no one has yet con- 
ceived any way to supplant man- 
power with machinery, productivity 
among not increased 
relative to production workers, so 
proportionally 
needed. 


salesmen has 


more salesmen are 


Lack of Status 


(5) Selling as a career has not been 
“sold,” and therefore lacks the status 
and the glamor associated with many 
other Jobs, 


(6) Although there are scientific as- 
pects of salesmanship which can be 
taught in high schools, colleges, and 
universities, selling is basically an 
art peculiar to each industry and 
company. As a result, no way has 
vet been found to prepare those in- 
terested in selling as adequately as iii 
other areas of business activity, such 
as engineering, research, finance, or 
accounting, 

(7) The problem is complicated be- 
cause of the lack of definite criteria 
by which to select potentially suc 
cessful men and this leads to uncer- 


tainty in recruiting, 


Compared to 
specific standards for selecting engi- 
accountants, 
and others, many companies have 


neers, office workers 


poor standards for selecting sales- 
men. This hampers the recruiter. 
(8) Finally, there is less room for 
mistakes in hiring men, as sales sal- 
aries rise and more applicants ex- 
pect the fringe benefits available to 
them in other jobs. 

For the reasons given above, the 
profit of too many companies is lim- 
ited by the inability to find men who 
can follow through and complete the 
sales which have been partially cre- 
ated by promotion, product research, 
and advertising. 


The Answer 


Companies which are successful in 
finding good potential salesmen are : 


(1) Analysing past records to de- 
termine from what sources the most 
successful salesmen have come and 
putting forth more effort in “woo- 
ing” men by means of better con- 
and effective relations 
such sources. 


tacts with 


(2) Hiring high school, college, and 
university students BEFORE gradua- 
tion and introducing them to the 
company and the sales job on a part- 
time or summer basis. Frequently 
these young recruits are used to per- 
form certain sales promotional activ- 
ities, 


(3) Encouraging men who have a 
short time before going into military 
service to come to work now in some 
capacity. Forward-looking compan- 
ies who have followed this practice 
have found a high percentage of such 
men return to their company seeking 
permanent employment 
leased by Uncle Sam. 


re- 


(4) Revising their hiring standards 
to attract older men who have ability 
hacked up by experience. 


(5) Using women for certain types 
of sales 1obs. 


(6) JMJaimtaining a reserve of sales 
manpower on related jobs which can 
be drawn upon when a need arises 


(7) Cooperating with the National 
Sales Executives and other such or- 
ganizations to sell selling as a career 
to voung people in their communi- 


ties 
* Dr. Lapp, professor of marketing, Washing 
ton University, St. Louis, is the author of the 
books “Successful Selling Strategies” and “Super 
n of Outside 


visio Salesmen The 
wailable from the Business Book 
7162 Pershing Avenue, St. Louis 5, 


books are 
Company, 
Missouri 
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MODERN AIDS 


office efficiency 


to 


MICROFILM READER-PRINTER 


A machine that automatically makes 
large size prints (up to 18 x 24 inches) of 
engineering drawings and other detailed 
documents from microfilm, has been an- 
nounced by Minnesota Mining and Manu- 
facturing Company. 

Called the “Thermo-Fax’ Twenty-Nine 
microfilm reader-printer, the unit is both 
a reader and a printer in a single unit, 
producing prints in less than fifteen sec- 
onds by push button. 

Low cost of the unit will permit multiple 
installations in many firms, bringing view- 
ing and copy making facilities within easy 
access of those using drawings and docu- 
ments. 

Speed and simplicity of operation can re- 
sult in increased savings since individual 
departments can prepare their own en- 
larged copies of microfilm in seconds. 
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75 Fulton St., New York 38, N. Y. 


and prices on 
Microfilm Reader-Printer 
Office Copier 
Floor Mats 
Plastic Binding Machine 
Electronic Accounting Machine 
Firm Name 


Attention of 


Position 
Firm Address 
City 
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OFFICE COPIER 


A new, fully automatic office copying 


machine which requires no_ sensitized 
papers or developing adjustments will be 
made available early in 1960 by Haloid 
Xerox, Inc. The XeroX 914 copies all colors, 
and rapidly prints finished, permanent 
copies of any written, drawn, typed, or 
printed document up to 9 x 14 inches in 
size, at the rate of up to six a minute. It 
also makes possible copying from bound 
books or magazines. Since the machine 
requires no special paper for reproductions, 
prints can be made directly on ordinary 
white or colored paper, card stock, or 
vellum. No selling price has been set for 
the copier as yet; the manufacturer will, 
however, offer the XeroX 914 on a monthly 
lease basis at a reasonable charge. 


FLOOR MATS 

A handsome office accessory is a practi- 
cal floor mat from a new series presented 
by Cole Steel Equipment Co. To blend 
smoothly with any office decor, the mats 
are available in five matching desk 
finishes—dawn grey, sahara _ brown, 
grained walnut, desert sand, mist green— 
and, a sleek transparent plexiglas. 

Made of heavy laminated plastic over 
a full '4" thick base of tempered Preswood, 
the mat is extra-weighted. 


PLASTIC BINDING MACHINE 


The world’s first all-electric plastic bind- 
ing machine, the new GBC Model 16 EB 
Electro-Binder, has been introduced by Gen- 
eral Binding Corporation. 

According to the manufacturer, the com- 
pact desk-top unit cuts binding time and 
costs while reducing operator fatigue. A 
GBC time study indicate the electric binder 
is 60 to 100% faster than manual operation. 
The photo shows books bound in one hour 
by Electro-Binder (left) compared with 


books bound in the same period of time 
by the manually operated machine at the 
right. 

GBC Model 16 EB Electro-Binder is port- 
able and occupies only two square feet of 
office space. It binds books of any size, any 
length, and thickness from * 


2”. 


ELECTRONIC ACCOUNTING 
MACHINE 


The National Cash Register company has 
a new electronic accounting machine 
which, the company says, can figure a 
weekly payroll or prepare customers’ bills 
in one third the time previously required. 
Called the Compu-Tronic, the desk-size ma- 
chine can also handle a wide variety of 
other accounting jobs requiring extensive 
calculations. 

The Compu-Tronic can multiply king- 
size numbers in a fraction of a second. 
For example, the multiplication of 9,999,- 
999,999, by .99999 requires less than a 
third of a second. The machine can be used 
by virtually all types of commercial and 
industrial concerns as well as financial in- 
stitutions and various government bureaus. 
It can be shifted from one job to another 
in a few seconds’ time. 
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FILING IS EASIER with ASE 
files because drawers glide 
smoothly, easily, even when 
heavily loaded. And ASE 
full-cradle suspension lets 


drawers open fully, means 


greater storage capacity 
Choose from a full line of 
ASE filing cabinets 


No. 5201 


No. 5501 


ASE planned-production centers 


Insure against wasted space, lost time 


ASE furniture is designed to make both people and floor 
space more efficient. With ASE L-Unit components, you can 
take advantage of production-line methods by building a 
Planned-Production Center around any specific task or group 
of tasks. And for general office requirements where space is lim- 
ited, choose from the full line of ASE furniture . . . desks, chairs, 
tables, credenzas, bookcases, storage units... all constructed 
with careful attention to detail and finished to stay beautiful 
for years to come. 


All ASE desk and L-Unit tops are strengthened and _ noise- 
deadened by a honeycomb structure inside. A special Bonderite 
treatment anchors baked enamel finishes to the metal, giving 
lasting protection against mars, scratches and corrosion. And 
ASE desk and file drawers always work smoothly .. . each box 
drawer moves on six nylon glides, each correspondence drawer 
on ten roller bearings. 


Your ASE dealer is ready to assist you in planning vour new or 
redesigned office. See him today or write for a free ASE catalog. 


ALL-STEEL EQUIPMENT Ine., Aurora, Lllinois 
Desks Chairs L-units Credenzas + Tables 
Bookeases « Filing Cabinets + Storage Cabinets 
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If your secretary had a new Royal Standard, she could change 
ribbons in nine (9) seconds and never touch the ribbon because 
Royal has the Twin-Pak ribbon changer. 


Makes sense to turn in those old slow-poke machines on 
advanced new Royals. Doesn't it? 


New Secretary? 
NO-New Royal! 


Three more very executive-minded facts: Royals bring more at trade-in time than any 
other typewriter. Royals spend less time in the repair shop than any other typewriter. 


Secretaries prefer Royal to any other typewriter. ROYAL standard 
World’s Number One Typewriter 


There are more Royal Typewriters in office use than any other kind. 


Dear Sir: oe 
r > fics 
Your secretary notices that +} 
. 
Dear Sir: 
ine? 
- 
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modern accounting theory, practice & procedure 


Life... Casualty ... Fire... Accident & Health 
INSURANCE ACCOUNTING AND STATISTICAL ASSOCIATION 


JACK N. SCHREIHOFER 
Transport Indemnity Company 


HE FIRST troublesome question 
Tin this connection is: “What do 
we mean by the use of the words 
small and medium size companies 7” 
The reaction to this question in any 
group is always the same 

“We are writing 10 million dol- 
lars a year already and consider 
ourselves a large company.” 

“We wrote 60 million last vear 
and class ourselves among the small 
companies.” 

Other groups argue that a com- 
pany employing 1000 pewple falls 
Both of 
these measures however depend on 


into a certain category. 


one’s point of view, 


Eliminate Volume 


So, | would like to eliminate pre- 
mium volume as a measure and | 
would like to eliminate number of 
emplovees as a measure. Instead we 
would address our remarks today 
to all companies desiring a budget 
but also feeling that such a step does 
not warrant additional expense in 
the wav of establishing a separate 
position of budget director or a 
budget department or too great an 
investment in additional accounting 
and statistical procedures, tab runs 
and other such additional work. 

If we can accept this category as 
our subject, let's attempt to. state 
the problem as it differs from that 
of the larger company. Budgeting 
might not be practical under these 
circumstances. If the company ts 
small enough it might not be neces- 
sary and under 
stances a_ budget 


certain circum- 


might even be 
harmful to smaller companies, 
These three possibilities are very 
real and often hotly contested. One 
example is the reaction at our Fire 
and Casualty Committee Meeting 


For November, 1959 


Budgeting 


last October. When the subject ot 
budgets for smaller companies was 
suggested we suddenly had a de 
bate going on with detinite st: 
ments and good arguments on bot 
sides of the fence 
recording of that 
meeting for today would have been 


tf we had a tape 


discussion, our 


planned and recorded that very day. 
Certainly the companies represented 
at that meeting are a good cross sec 
tion of our industry and vet the opin- 
ions expressed ran from condemna- 
budgets to 
budgets as our only salvation. 

At the TASA board meeting in 
Chicago in February, the board ree 


tion of holding out 


ommended the establishment of a 
More 
debate immediately developed. The 


budget to control expenses. 


subject budgeting was given a com- 
plete going over at one of the meet 
ings of the Los \ngeles ( hapter last 
When a 


gested in my own company, it was 


vear, budget was sug 


not immediately accepted as being 
practical because of our size 

What type of companies are taced 
with the budgeting decision? Since 
1 am not familiar with other com 
panies, | would like to use mine as a 
typical example. Our comparative 
statements over the past vears 
showed costs mereasing each vear 
at a higher rate than production, 
The key words in the last sentence 
It was 
already too late to remedy the sit- 
uation. 


of course were—past vears, 
Like world history, it 1s in 
the past and all our suggestions of 
what should have been done will 
not change the results. 

When we decided to take action 
it was easy to see that we fell well 
within the definition 
previously We could not and 
would not hire additional help to 
prepare a budget. 


mentioned 


Our tabulating 
department was already overworked 
and could not be expected to pro- 
duce too much additional informa- 


tion. So a simple budget structut 


| y 
was established without adding to 
our costs any appreciable expense. 
| will not make anv prediction as 
to our eventual results but [| can say 
that for the first time in quite a few 


vears our first quarter's results have 


shown no increase 1n expenses ove! 
last vear 
Earlier, the subject of numerous 
debates on budgets was mentioned. 
Notes from the various meetings 


indicate a general pattern. 


The Pro Side 


The pro side of the argument 
stresses: 
1. Smaller financial structure makes 


tighter monetary control more nec 


essary. 
2. Smaller management groups 
should) result more etticient 


budget control 
3. More intimate knowledge of the 
over-all operation should make tore 
casting and control easter 

Phe con side of the argument fol 
lows the line that smaller companies : 
1. Cannot afford the valuable time of 
supervisory personnel, 
2. Cannot add to accounting and sta- 
tistical routines 
3. Cannot establish definite enough 
patterns 
items involving large 
tend to throw 


expense because unusual 
expenditures 
an entire period's 
budget out of proportion and too 
many items cannot be charged di- 
rectly to specitic departments 

( These first three arguments are 
used to support the idea that budg- 
eting might not be practical. ) 
4. The second and third arguments 
for the use of budgets are usually 
turned around to prove that budget- 
ing is not necessary since smaller 


management groups with shorter 


lines of communication and more 
knowledge of 


intimate everyday 
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TWO NEW 
LOW-COST SYSTEMS 
IBM 1401 CARD... 
IBM 1401 TAPE 


with stored program 


speed and ability 


Never before has so much powerful data processing ability 
been built into such low-cost systems! For in these two new 
IBM 1401 Systems you get features previously found only in 
the larger data processing systems. With 1401 Systems fewer 
machine units do more jobs . at higher speeds . . . with 
greater accuracy and reliability .. . at lower job cost. 


To assure you of more production per data processing dollar, 
IBM's concept of Balanced Data Processing gives you com- 
patible input, processing and output speeds, backed by 
unequalled customer service. Drawing on all the experience 
gained in developing the world’s largest and fastest computers, 
these low-cost 1401 Systems bring you these large computer 
features 


Solid State Design —and transistorized throughout to give 
you a compact system with greater accuracy and reliability. 
This powerful system involves no special construction ... 
no air conditioning 


Stored Program—zives you the fully automatic processing 
of electronic systems. It is the key to simplified, economical 
operation, Completely flexible, a stored program permits you 
to switch easily from one type of job to another. 

Magnetic Core Storage—the most powerful type storage 
available. To increase this power even further, the core memory 
of the 1401 accepts variable-length data and instructions, to 
permit the storage of only useful information. Choice of 1400, 
2000, or 4000 positions of storage means you select the size 


storage to sult your needs 


High-Speed Printing —these 1401 systems feature an exclu- 
sive new concept of printing. A horizontally rotating chain prints 
high-quality, perfectly aligned copy. A dual-speed carriage 
permits printing at the rate of 600 lines a minute, skipping 
blank paper at 27,000 lines per minute to produce more docu- 
ments per dollar. Completely flexible editing and print format 
is provided by the central processor. 

Your local IBM representative will explain the many applica- 
tions and unusual features of the new 1401 Systems. Call him 
today. These systems, like all IBM data processing systems, 
be purchased or leased. 


may | 


BALANCED DATA PROCESSING 


6069 


4 


t 


es 
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1401 CARD SYSTEMS 


These stored program systems now bring the power of elec- 
tronics to IBM card systems. They automatically handle the 
work of accounting machine, summary punch, and calculator, 
but at far greater speed, and with more flexibility and accuracy. 


Input is faster-—IBM cards are read into the system at the 
rate of 800 per minute. Data is processed automatically under 
stored-program control. Manual card handling is minimized. 


Output is faster—documents are printed at the rate of 600 
lines per minute, cards punched at 250 per minute. The system 
will turn out, for example, as many as 230 checks in one 
minute—again, more documents per dollar through Balanced 
Data Processing! 


a flow is automatically checked for 
1 along the line. A unique Card Read- 
Punch combines card input, output, and summary punching 
functions. Five radial stackers accept cards that are selectively 
separated under stored program control. 


Thru-put is faster—da 
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accuracy and speeded al 
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1401 TAPE SYSTEMS 


IBM 1401 Tape Systems give you added power through use 
of up to six magnetic tape units. These units feed data into the 
system at the rate of up to 62,500 characters per second... 
record processed results at this same peak speed 


1401 Tape Systems are also extremely valuable as off-line 
auxiliaries to large data processing systems. They can edit 
tapes prepared for larger IBM systems. They make possible 
a tape-oriented IBM 7070 configuration that provides higher 
speed input and output and makes for job cost improvement. 


When tape units are added to 1401 Svstems. you get greater 
flexibility and storage advantages, too. IBM tapes provide 
extremely compact storage of variable-length records—the 
equivalent of 129,000 IBM cards on a single reel. Tape records 
can be of variable length, and are read into and out of the 
system automatically. Also, tapes can be erased and re-used 
to minimize your record-keeping costs. 
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HANDLING 


PAPER WORK 


JAMES W. BAYLESS 
Partner 
Dooly & Company 
Portland, Oregon 


Y COMBINING SIX major account 

Ing jobs into two machine opera- 
tions, Dooly & Company of Portland 


Was saver seventy clerical hours 


The six jobs which have 


weekly 
been consolidated result from the in- 
voicing of new coverage, renewal 
premiums and various changes on 


existing policies, and the receipt of 


cash on current accounts. Records 
and controls connected with these 
functions have been improved under 
the new svsten 

All invoicing cash receipts 


and 
} 
now are posted to all 


ledgers on the 
same day transactions occur. In 
volved are records for 


hundred companies wh 


some two 


ich we serve 


as brokers and those for our cus- 


tomers 
Statements to individual chents go 
than 

hand 


when 


More 


out seven davs sooner 


records were Kept \ 


16 


current to the 
One clerk 


important, they are 
last dav of the month 
invoices a 
and 
receipts each 


thirty. thousand 
nearly 


records about fifty cash 


writes 
ninety a day 
dav. 

Posting to ledger cards and state- 
ments is done simultaneously with 
the invoicing operation and shows 
the new balance with each posting, 
The result is an always current state- 
ment for customers. Clerical detail 
work has been reduced by more than 
one half, 


The company, largest in Oregon 
in terms of premiums booked, pre- 
viously used what primarily was a 
manual system. This involved hand- 
typing of invoices and hand-posting 
to various accounts and brokers’ 
ledgers. 

Clerical detail in assembling in- 
dividual production records for our 
twelve account executives, our ac- 
counts payable (to companies for 
whom we write insurance), and in 
the preparation of expiration records 
became prohibitively burdensome 
with growth. The delay between the 
time a policy was written and the 
time it posted to 
widened. We began looking for a 
better way to do the job. 


Was accounts 


More Accurate and Efficient 


The present system, which both 
is more efficient and more accurate, 
is built around a National Cash Reg- 
ister Accounting machine. It 
been especially adapted for our pur- 
addition of a Standard 
Xegister Company pinfeed Registra- 
tor Platen. This device enables the 
machine to feed continuous multiple 
carbon interleaved forms in perfect 


register, 


has 


mses by 


The machine ties in also with the 
services of a local data processing 
handles 
punched card work at a price which 


service bureau which 
makes limited-scale data processing 
practical for us, 

The simplitied paperwork system 


was engineered by The Standard 
Register Company to serve our spe- 
cific needs with this specialized 


equipment. .\dequate forms copies 


as ed paae 48 


c 


Best's Fire and Casualty News 


2 — 
= 
— —— 
x 
a 
i 
; 


right paper in the right size . . and: 
have a wide choice of colors, t 


PAPERS 
Nekoosa Bond © Nekoosa Mimeo © Nekoosa Ledger < 
Nekoosa Duplicator ¢ Nekoosa Manifold ¢ Nekoosa Offset © 
Nekoosa Opaque Nekoosa Fantasy Nekoosa Fax 


Nekoosa Master-Lucent ¢ and companion ARDOR Papers 


NEKOOSA-EDWARDS PAPER COMPANY 
Port Edwards, Wisconsin 


~. All cut-size Nekoosa Papers 


are protectively packaged 
at our mills. Ask about the 
new ream box that flips 
open at the end for easy 
withdrawal of sheets, and 
keeps paper clean and flat. 
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Paper Work—from 


page 46 
are provided for advice and control 
at all necessary points. 

Now when a policy is written, it 
first is checked and “excerpted” on 
a single form. This slip 
lists condensed description of cover- 
premium or 
dividend, rate of commission, special 
together with 
coding for type of transaction, com- 


“entry” 


age, premium, return 


charging instructions, 


pany and producer. 


TIFFANY 


5000 


Greatest ALL PURPOSE, 
completely safe Stand 
for costly office ma- 
chines. Adjustable open 
top noise-escape 
hatch. Castings cover 
retractable casters; 
anchor firmly on floor 


MODEL wre, 


8802 


EXTRA HEAVY 
STAND for many 
types heavier, elec- 
trically operated 
office machines 

Squore, tubular f 

legs. Solid steel top, under- 

coated for sound-vibration abatement. 


MODEL 2300 


MULTI-PURPOSE 
UTILITY TABLE 

Heavy steel con- 

struction. Top 30 

wide, 18'2" deep 

undercoated for | 
sound-vibration 
abatement. Tray in- 
verted, becomes shelf. 2!» 
rubber casters, two with brakes 


rite Dept BFC 
TIFFANY’STAND Co. 


7350 Forsyth * St.Louis 5, Mo. 


The policy, with entry form at- 
tached, is routed to our NCR ma- 
chine operator. She first moves our 
six-part Kant-Slip carbon  inter- 
leaved continuous invoice form, 
which feeds on the left side of ma- 
chine, into first-writing-line position. 
There is no time lost in lining up 
carbon A two part proof- 
sheet is inserted in the center sec- 
tion to obtain duplicate carbon copies 


cot es. 


of all entries posted to our insureds’ 
accounts. The operator then inserts 
the accounts receivable ledger card 
for the particular customer involved. 
This is placed on the middle section 
of the machines split platen along- 
side the invoice form over the proof- 
sheet. The customer statement, a 
small two-part Zipset form, is kept 
in the same ledger file with accounts 
receivable ledger cards. It is inserted 
at the right side of the machine. 
With these in place (actually they 
are aligned almost automatically and 
there is little time involved), the 
machine operator fills out the mul- 
tiple invoice form. In addition to 
basic information listed above, she 
includes codes for expiration records, 
producing records, and accounts pay- 
able. This simplifies the card punch 
operation at the data processing ser- 
vice bureau. 
invoice is com- 
pleted the NCR machine automatic- 
ally tabulates over to the ledger form. 
The operator refers to the form and 
inserts the last balance, either debit 
or credit. The machine itself retains 
the amount of the invoice just writ- 
ten, as well as policy number and 
file number. It reproduces this in- 
formation on the ledger sheet and 
apples the amount of the invoice 
to the previous balance automatically 
and prints the new balance. It then 
tabulates over to the customer state- 
ment form and automatically repeats 
the same operation, entering the 
transaction just recorded and_ the 
new balance. At the end of a run, 
the machine is cleared, printing total 
premiums posted on proof sheets. 
IBM and alphabetical copies of in- 
voices are retained in batches per 
run together with a copy of the proof 
sheet. The and 
ledger cards thus always are cur- 
rent. Qn the last dav of the month, 
we turn off the and 
the books” at Before the day 
ends, all of our customers’ statements 


As soon as the 


statement forms 


machine “close 


noon. 


are in window envelopes ready for 
the mail. 

took a full week 
mail statements. 
With such delay, balances obviously 
often not current. This led 
naturally to some customer dissatis- 
faction and generally was undesira- 
ble. Now work resumes the first 
working day of the new month. 


Previously, it 
to balance and 


were 


The original invoice and a dupli- 
cate are mailed to the client. A copy 
goes to the data processing bureau. 
Another is placed in an alphabetical 
control file in the Bookkeeping office, 
together with a copy of the proof 
A copy 
file, and, finally, a copy is provided 
the individual salesman or account 
executive who wrote the coverage. 


sheet. goes into the index 


With the above description of the 
capabilities of the machine in mind, 
it will be easy to visualize how we 
handle cash receipts. We insert a 
cash receipts journal form to the 
right of the pinfeed platen. Over 
this form (cutting a carbon through 
onto the journal) is a bank deposit 
slip. The ledger card is then placed 
the cash receipts journal in 
such a way that the date, description, 
debit or credit, balance, and proof 
will carbon through. The statement 
form is inserted on the pinfeed 
platen. 


over 


Insured’s name is typed on ex- 
treme left of cash journal proof 
then CK number and amount 
of CK is indexed. The machine re- 
tains the amount of payment. The 
same procedure is followed in pick- 
ing up balance on ledger as in in- 
voicing. The machine automatically 
the entry and prints new 
balance on both ledger and statistical 
copy. 


sheet, 


makes 


The bank deposit slip is com- 
piled and our cash journal gives us 
a daily recap of cash by total amount, 
as well as sub-totals posted to vari- 
ous ledgers. We still hand-post to the 
general ledger. 

Within four working days after 
the books are closed for each month, 
our data processing service has ready 
for us three monthly analysis of 
transactions during that month. 1. 
\ccounts current; 2, 
records for our account 
and 3. Expiration lists. 


Producers 
executives 


It recaps all transactions by cus- 
tomer name, policy number, file 
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GUY FERGASON 


Executives Overpaid? 


HIS QUESTION CAN either be the 
most thought-provoking or the 


most stupid depending upon the de- 
gree of literal interpretation one 
Literally, the value of an 
executive is the amount of salary he 
is able to 


gives it. 
command. Bargains in 
high. The 
practice of establishing fictitiously 
high selling prices in order to show a 


executives often come 


larger discount to preseut value is 
not exclusively a 
technique 


merchandising 
it can be found in execu- 
tive employment. There is a con 
siderable variation in any generaliza- 
tion concerning executive compen 
sation with some fairly fancy tales 
being told about executive rates of 
pay. However, these fanciful tales 
pertain to alleged rates paid in spe 
cial situations and do not apply to the 
general level of executive compensa 
tion, nor to the methods by which 
executives are rewarded for 
Compensation, 


their 
whether 
executive, clerical, labor, operating 


sery ices. 


or sales, must at some point be com- 
pared to performance. There are 
many economic and industrial forces 
at play which affect « ompensation 
rates 

1. the economic cycle has its influ- 
ence in respect to the degree of pros- 
perity in which an industry is operat- 
ing ; 

2. supply and demand for executive 
talent must have its obvious affect on 
the asking price ; 

3. Federal income tax rates appli 


cable to personal income exert great 


pressures on the compensation rates ; 
+. the 1 
available to top-management will in- 
fluence the actual dollar-rate paid to 
executive personnel ; 


executive be programs 


5. the growth-factor and job securtty 


appratsal may work for or against the 


For November, 1959 


development and retention of com- 
petent Management. 

let us clearly state before we dis 
course on the composition of execu- 
tive salaries that there never has been 
and probably never will be a com- 
pensation plan that accurately evalu- 
ates and rewards executive perform- 
ance. Every compensation — plan, 
whether it be the result of bargaining 
or a planned and definite formula, 
rests on personal opinion in its final 
application. Even the formula used 
in the so-called “numerical point svs- 
tem” whereby position values are 
derived from the application of point 
values as they apply to each prede- 
termined and defined factor required 
for performance, is in fact the result 
of opinion—the opinions apply as to 
which factors are required for per- 
formance, and the opinions apply as 
to the extent these factors apply. 
Personal opinion, which always 
leaves some room for argument, can- 
not be entirely eliminated in deter 
mining executive compensation. The 
fact that personal opinions play such 
an important part in decision-making 
is by no means an undesirable situa 
tion. It does emphasize the point 
that which 
facts come closer to being valid and 


decisions are based on 
reliable than the decisions which are 


hased on pure personal opinion 
prejudiced and 
slanted toward a preconceived re 


sult 


which is often 


Those who have tried to develop 
a formula for job evaluation and its 


orollat \ tec] nique mploy ce < val- 
uation, which tries to eliminate the 
personal equation have come up with 
such a 


formula 


complicated mathematical 
that only those who are 
schooled in the field can apply and 
Most execu 


Iiterpret the fivures 


tives are willing to sacrifice a little of 
the scientific in order to obtain a lot 
of the practical in 
compensation plans must be simple, 
easily understood, 


other words, 
and it must be 
possible to apply them in ordinary 
situations. As we pointed out before, 
the proof of any compensation plan 
is the value produced by an incum- 
bent on the job. In clerical jobs it is 
much easier to evaluate the produc 

tivity of the employee as compared to 
the job rate. John Doe is emploved 
as an accountant-clerk. His job 
based on its requirements and the 
area rates pays per month 
John Doe makes many errors 


to complete his assignments 


$375 

fails 
is ab 
sent on frequent occasions—is unable 
to plan and execute his assignments 
without considerable supervision. Is 
John Doe worth $375 per month? 
The 


John Doe did everything 


answer 1s obvious. Suppose 
that 
expected of him and actually looked 
for additional to complete 
Now is he worth $375 per month? 
Yes, and probably more. Measuring 
John Doe’s worth as compared to his 
job's worth is not difficult because 


most of his efforts result in tangible 


was 


tasks 


evidences of value 
Measuring executive compensa 


tion and executive value must. in 


clude tangibles and intangibles such 


as 
1. Personal characteristics 
2. Technical and business knowl 
edge 

3. Health factor 


relation 
ities 
5. Acquaintance and 


industry circles. 


acceptance in 


As these factors are applied in 
sition performance, there is the 
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booklets 


P.361—Quality Office Equipment 


Buying the proper typewriter ribbon and 
carbon paper for best results at the most 
economical price can be a confusing task, 
especially in view of the many brand names, 
descriptions, specifications, terminologies 
and materials, real and synthetic, offered 
to the average buyer, often during an intense 
sales pitch. Two small booklets, designed 
especially to eliminate this confusion, are 
now available. They were written for the 
purpose of helping the buyer to know what 
he is looking for, and why, and to aid him 
in the selection of the products most suita- 
ble to his needs. Full explanation is given 
simply, in non-technical, non-confusing lan- 
guage and is accompanied by attractive 
illustrations. 


P-362—Multiple-Copy Aid 


Photocopy negatives, blueprints, and 
other intermediates in multiple-copy process- 
ing are produced on paper stock. Reproduc- 
tion of images depends upon reflection 
rather than a direct image, and this will often 
cause distortion in the final copy. If the 
intermediate is made transparent, however, 
light passes directly through it, eliminating 
the process of reflection and turning out 
clearer, sharper final copies. ‘Transparentiz- 
ing’ can be effected by use of a preparation 
described in a four-page bulletin entitled 
"The Complete Reproduction Aid System.” 
This product, conveniently packaged in an 
aerosol spray cun, serves as a cleaner for 
intermediates as well as a ‘‘transparentizer.” 
The bulletin describes its several uses and 
gives techniques for its use as an aid in 
multiple-copy processing. 


P-363—Whiteprint Machines 


Nearly any duplicating process is gener- 
ally a pretty messy affair. Liquid solutions 
must be handled by the operator, the pro- 
cedure is often complicated and tedious, 
and original copies to be reproduced often 
wear out rapidly and are hard to store in 
the event that they must be saved for fu- 
ture use. A clean, quick, easy-to-use dupli- 
cating process would facilitate the workings 
of any office using a large amount of du- 
plicated material, and such a process can be 
obtained by the installation of one of a 
series of whiteprint machines described in 
“New Guide to Whiteprint Equipment,” a 
twenty-page booklet put out by the manu- 
facturer of these machines. 
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Best’s Insurance News 
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The above material is available with- 
out charge or obligation. Simply check 
publication(s) desired. 
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Are Executives Overpaid ?—Cont. 


final evaluation which is based on the 
results of executive performance 
6. Sales increase. 

7. Profits from operations. 

8. Development of personnel (un- 
derstudies ). 

From this analysis, it is easy to 
see that part of executive compensa- 
tion is fixed as reflecting the price 
paid for the possession and applica- 
tion of certain abilities—-we call this 
the basic salary. It also follows that 
part of the executive compensation 
is variable as it relates to the finan- 
this 
may be referred to as bonus or finan- 


cial success of an enterprise 


cial incentive compensation. 


Factors Which Influence 
Basic Rates 


()bviously, the compensation rate 
which fairly expresses the value of 
the executive, measured on a short 
range basis (1.e., his quavifications in 
respect to the job) is intluenced by 
factors which are not always con- 
trollable by top-management. Some 
of these factors are 
1. Supply as well as demand for 
executive talent, Ordinarily there is 
a short supply of available executive 
ability. However, from time to time 
and for short periods, there may be 
an abundant supply of available 
executives due to mergers of com- 
panies, which merger is sufficiently 
significant to temporarily throw the 
supply out of balance in a_ specific 
geographical area. 

2. The impact of Federal income 
taxes as they apply to deferred com- 
pensation plans. Many companies 
establish a plan of deferred compen 
sation, with or without the profit- 
sharing feature, which delays the 
tax on the deferred compensation 
until the executive qualifies for its re- 
ceipt, or it (the income) becomes 
available to him under the terms of 
the plan. Even though the executive 
might like to make a change in post- 
tions (and companies ), he is “locked 
in” because he cannot attord to lose 
the deferred compensation plan and 
accept current income even at a sub- 
stantially higher rate. Suppose the 
executive is in the 50% tax bracket 
(net taxable income between $32,- 
OO0-$36,000 per vear). Under his 


present plan he may be deferring the 


tax on $10,000 to $12,000 per year 
of income which is being deferred 
until retirement. If Company “A” 
has no deferred compensation plan, 
or at least none that is comparable 
to our executive's present plan, there 
would be such a small amount left 
from any substantial increase in 
earned income that it would be un- 
attractive to our executive. We ob- 
serve that more and more executive 
talent is being held captive by this 
tax situation, What is more deplor- 
able, the tax rate on earned incomes 
is drying up the incentive to take on 
added responsibilities and their 
corollary increases in income. 

3. The number and caliber of young 
men being attracted to a business as 
the future pool of executive talent. 
The attractiveness of an industry or 
tvpe of business depends on many 
things, not the least of which is (a) 
opportunity to learn the business; 
(b) opportunity for advancement ; 
(c) initial rate of pay as compared to 
competing industries; and (d) op- 
portunities for self-employment by 
starting one’s own business or by be- 
coming a part-owner in an existing 
business. Unless the tax atmosphere 
completely snuffs out private enter- 
prise as it is symbolized by the 
smaller entrepreneur, there are many 
look forward to 
“owners” of a business. 
4. The rate of retirement of present 
executive talent. There may be con- 
flicting influences in this area. As 
the life-span of man increases by pre- 
ventive as well as corrective medi- 
cine, it would seem reasonable to 
conclude that executives would re- 
main in the harness longer than a 
few les The conflicting 
trend arises from two related facts 
one indicates the increasing financial 


who becoming 


decar ago, 


independence of executives at age 
sixty-five by means of deferred com- 
pensation plans. The other fact is the 
increasing number of executives who 
leave industry at or’ before age sixty 
five and engage in private consulting 
practice. 

This does not imply that execu- 
tives attain independent wealth, be 
cause it is almost impossible to ac- 
cumulate a large estate from earned 
income except by estate planning 
through the judicious use of life in- 
surance, due to the 
growth of compensation 
plans, stock options (in stock com- 


However, 
deferred 
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panies) profit-sharing plans, | 


adequate retirement incomes are be- 
ing developed. Whether they remain 
adequate in the face of inflation will 
be decided in the future. 

In the desire to get away from the 
confinement and the pressures of 
executive responsibilities and at the 
same time maintain a useful activity 
in which the experience and judg- 
ment of many years accumulation 
can be used, executives often turn to 
management consulting. 


Ways and Means of Rewarding 
Executives 


Without becoming repetitious, it is 
necessary to recognize the influences 
of Federal income tax rates on the 
executive compensation plans. It is 
certainly foolish, if not impractical, 
to measure an executive's success in 
terms of his cash-in-hand_ salary. 
One executive has a rated salary of 
about $20,000 per vear and hasn't 
had an adjustment in his rate for 
over five years. However, in a 
funded and deferred reserve he has 
accumulated $100,000 (to be paid 
out over a ten year period after re 
tirement plus 3% interest on the un- 
distributed balance) plus a_ stock 
option which will presently give him 
a capital gain of about $40,000. 

There was a time when meritorius 
services were rewarded by an in- 
crease in salary and the executive 
could put his reward in his hot little 
hand and plan his future, his retire- 
ment, and his estate by whatever 
means he thought was safe. In to- 
day's complicated atmosphere, much 
of this future planning is done for 
him as a matter of necessity. To 
compare and evaluate success as we 
measure it in tangible terms, we must 
get the total compensation picture 
which consists of many parts. A re 
view of some of the compensation 


plans will illustrate the complexity as 


well as the variety of the plans 

1. Direct cash salary. Executives, 
like labor, measure their direct cash 
salary in terms of the balance left 
after all deductions—i.e., “the tak 
home pay.” It is unfortunate but 
true that industry has become the tax 
collector for Unele Sam, and as such 
suffers the effects of their position 
Deductions (compulsory) from the 
rated pay inevitably exert pressures 
on the levels of pay in the effort to 
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you get a bonus 

of better impressions from 
PLOVER BOND 
letterhead 
and policy paper 


When you're looking for impressive appearance 
as you do in letterhead and policy paper—take a good 
look at visibly better PLOVER Bonp. From 
carefully selected raw materials to beautiful, 
distinctive air-dried finish, the crafting of PLOVER 
Bonp is rigidly controlled to a quality standard 
that’s readily apparent. Yet, you can use PLOVER 
Bonp for just a few cents more a day than ordinary 
paper. Every pound is processed in 99 gallons of 
the world’s purest papermaking water . . . the water 
of Whiting Springs. So perfectly distilled by nature, 
it needs no harsh chemical treatments. PLOVER 


Bonp is whiter, brighter, stronger . . . naturally. 


the visibly better letterhead and policy paper 


Available in white wove in cockle and policy finishes; in white and 
ivory laid; white opaque; and eight pleasing colors. Ask your PLOVER 
Bonp distributor for free sample book, or write Whiting-Plover 
Paper Company, Stevens Point, Wisconsin. 


EJ BETTER PAPERS ARE MADE WITH COTTON FIBER 
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“Our ational Accounting System 


Cc. J. VANDIVIER, Vice President and 
General Manager of The Case & 
West Agency, Inc., Columbus, Ohio 


A NATIONAL SYSTEM gives sizable payroll savings and excel- 
lent accounting control to this progressive insurance agency. 


returns 100% annually on our investment! 


“In the operation of an agency such as 
ours, it is necessary to have an account- 
ing system that is both efficient and ac- 
curate,” writes C. J. Vandivier, Vice 
President and General Manager of The 
Case & West Agency, Inc. “When we 
installed our National Accounting Sys 
tem, we immediately saw some very 
profitable results. 

“Because of the tightly organized 
time-saving features of our National 
Class ‘32,’ all statements are easily kept 
up-to-date and ready for mailing the 
first of every month. In addition, great 
payroll savings have been be- 
cause our National has reduced the 
personnel required to do our bookkeep- 


$9? 


—The Case & West Agency, Inc., Columbus, Ohio 


ing work. Also, even though our volume 
of ‘work has increased since placing our 
National System in operation, it han- 
dles this extra business smoothly and 
without annoving peaks of work load. 

“We are certainly pleased with our 
decision to install the National System. 
Our National System saves us $5,000 a 
vear and returns us 100°3 annually on 
our investment.” 


’ 


Vice President & General Manager 
of The Case & West Agency, Inc. 


THE NATIONAL CASH REGISTER COMPANY, Dayton 9, Ohio 


1039 OFFICES IN 121 COUNTRIES + 75 YEARS OF HELPING BUSINESS SAVE MONEY 


Your Agency, too, can benefit from the 
time- and money-saving features of a 
National System. Nationals pay for 
themselves quickly 


through savings, then We, 
continue to returna ‘ON altonal 


regular vearly profit. 


National's world-wide 
service organization YEARS 
will protect this profit. 1988 


*TRADE MARK REG. U.S. PAT. OFF. 


ACCOUNTING MACHINES 
ADDING MACHINES + CASH REGISTERS 
ncr paper (No Carson Required) 
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Punched Card Data Processing, as employed by Grain Dealers Mutua! Insurance Company, has resulted in the elimination of 70,000 man- 
hours per year. Heart of the company's system is the Remington Rand Univac Punched-Card 120 Electronic Computer (above). Thir- 
teen monthly, ten periodic applications are programmed on system. 


Savings Through Electronics 


B. E. BEESON 
Statisticien 
Grain Dealers Mutual Ins. Co. 
Indianapolis, Indiana 


ALL A MODERN punched-card 
system, and much time and effort 
are conserved. Put a computer in as 
the apex of that system, and there 
can be surprising results. Grain 
Dealers Mutual Insurance increased 
their savings to seventy thousand 
man-hours of work per year by tak- 
ing the second step. This reduction 
naturally means substantial cost sav- 
ings, and greater efficiency in the 
performance of accounting and sta- 
tistical chores, many of which are 
peculiar to the insurance business. 


Founded in 1902 


Grain Dealers Mutual Insurance 
Company was founded at Indian- 
apolis in 1902. Original risks were 
confined to fire, lightning, and tor- 
nado coverage of grain elevators. In 
1916 general fire and physical auto- 
mobile damage lines were added to 
the list. Then, in 1950, we branched 
out into automobile and General Li- 
ability coverage. We have three 
company-owned branch offices and 
are members of seven joint branch 
operations located in various parts of 
the country. 
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For years, a punched-card ac- 
counting setup had adequately served 
our needs. Since the early 40’s, the 
tabulating department had grown 
from one numerical tabulator and 
two sorters to six tabulators, six 
high-speed sorters, an electric calcu- 
lator and other related equipment. 
But growth was rapid; increase in 
premium volume from $3 million to 
$18 million, and in tabulating card 
usage from one and a quarter million 
up to five and a quarter million; and 
in 1957, we were faced with the ne- 
cessity of adding more conventional 
equipment or venturing into elec- 
tronics. 

In May of 1958, we augmented 
our Remington Rand equipment with 
a Univac 120 Punched-Card Elec- 
tronic Computer. One of our opera- 
tors had already completed training 
and seven of our more complex ap- 
plications were programmed, tested 
and debugged at Remington's service 
bureau. The computer was released 
to us in the early days of June, and 
May 1958 business was our first to 
be electronically processed. 

Now, thirteen monthly and ten 
periodic applications are program- 
med on the system, The most im- 
portant are policy expirations and 
dividends, reconciliation of agents’ 
accounts, re-insurance  cessions, 

(Continued on the next page) 


This is one of the several Remington Rand 
High Speed Electric Sorters used in prep- 
aration of punched cards for the computer. 


Another important item of peripheral equip- 
ment is collator shown above, being operated 
by author. Several such units are in set-up. 
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The machine 

i that made 
office dictation 

| and transcribing 


SIMPLER 


world’s most advanced 
moderately priced 


DICTATING MACHINE 
featuring quick, fumbleproof 


MAGAZINE LOADING 


complete with your choice $ 50 
of either dictating or (plus 
transcribing accessories only tones) 


With just 5 simple controls 
where comparable machines use 
as many as 10 with quick, easy 
magazine loading where others 
fumble with old-fashioned hand thread- 
ing with crystal-clear voice reproduc- 
tion where others require nerve-racking 
concentration, the new Norelco ‘35’ makes 
it at least 50 simpler and more 
pleasant to give and take office dictation 


The Norelco 35's easy portabil- 
mam ity (weighs only 8 Ibs.) and long 

fm dictating capacity (35 minutes 
Transcribe! on dual tracks of each reel) make 
it ideal for dictation at home, in your car, 
or while traveling or for recording 
important on-the-spot information in the 
field or client's office 


Simpler 
to 


Try the Norelco ‘35’ in your own 
office and discover how much 
time it can save you in the 
preparation of records, corre- 
spondence, reports, or other business 
paperwork. Call your nearest Norelco ‘35’ 
dealer today, or send coupon below for 
full information and free demonstration 


North American Philips Co., Inc 
Dictating Equipment Division 
230 Duffy Ave., Hicksville, N.Y 
' Gentlemen: | om interested in finding out what |! 
the new Norelco ‘35 dictating machine can do ! 
i for me in my office ' 
1 () Kindly send additional literature ; 
Please arrange for a free demonstration, | 
without obligation 

| NAME 
' 

FIRM_ 

ADDRESS 
' 
CITY ZONE STATE 


Savings—Conrtinued 


agents’ contingents and agents pro- 
duction records. 

Policy expiration and dividend 
processing is by far the heaviest con- 
tributor to time saving. The various 
phases of this operation had been 
gradually mechanized on conven- 
tional equipment. An_ estimated 
thirty thousand annual man-hours of 
work had already been absorbed; 
however, we were operating at full 
capacity and our largest branch was 
still on a manual basis. Within four 
months after installation of Univac 
120, home office branch operations 
had been programmed and were op- 
erating with an additional ten thou- 
sand man-hour-savings, 


In Only Ten Hours 
Klectronic preparation of policy 
expirations and dividends is now 
accomplished 


simultaneously each 
month, and in a matter of only ten 
actual computer hours. 

We contribute monthly to the pol- 
icy expirations file, by month and 
year of expiration, a summary card 
which is a by-product of another op- 
eration. Also, filed by month and 
vear, is an assured’s name card con- 


taining the agent's code, policy num- 
ber, classification code and other per- 
tinent information. 

Monthly, the currently expiring 
cards from both files are sorted to 
| policy number and simultaneously 
checked for sequence and interfiled 
on an electric collator, Another col- 
lating operation intertiles blank sum- 
mary cards, 


| This deck is then put through the 
jcomputer which accumulates the re 
serve and cash premiums from in- 
formation punched in the expiration 
cards, then based on 
the accumulated reserve premium, 
whether the policy has been can- 
celled or is still in force. 


determines, 


Collection Plan Code 


collection plan code pre- 
punched into the fire and inland ma- 
rine cards. It designates whether an 
annual renewal or premium adjust- 
ment policy, which requires special 
dividend treatment, is involved. If 
it is an annual renewal policy, the 
code also indicates whether it is in 


its first, last or interim year of the 
three or five years it is in force. In 


an automobile card the same card 
column indicates the use and driver 
classification code, This enables the 
computer, by sensing the codes, to 
skip or vary the computation of div- 
idends on premium adjustment pol- 
icies or policies indicating certain 
driver classification codes. As a final 
computer step, the assured’s name is 
brought forward into the summary 
cards along with the agent’s number, 
policy number, and type of risk. 

The summary cards are sorted by 
underwriting departments, and a 
master listing in terminal digit order 
is made for each, as well as for our 
file department. This listing shows 
the assured’s name, type of policy, 
driver classification and amount of 
dividend, It is used by the file de- 
partment to pull renewals about two 
weeks prior to the renewal date. 

After the master list is run, the 
dividend cards are sorted to policy 
and agent number and listed show- 
ing the same information for each 
agent. Lists are mailed to the agents 
approximately sixty days before the 
expiration date. 


Correction File 


The processing just described oc- 
curs sixty to ninety days prior to 
the policy expiration month, Dur- 
ing the period so involved, endorse- 
ments and cancellations that affect 
the advance dividend computation 
are frequently received, To correct 
these calculations, we maintain an 
advance dividend correction file and 
each month it is processed the same 
as the original file, except that no 
lists are run for distribution. We 
simply produce cards that increase or 
decrease the advance dividend and 
put them into the company’s business 
for the expiration month, along with 
the original dividend cards. The 
only manual calculation of dividends 
involves premium adjustment pol- 
icies, Which process is necessarily 
delaved until final settlement, and 
changes due to endorsements re- 
corded during the expiring month. 

The twenty-three major applica- 
tions (including unearned premium 
reserves; agents’ production rec- 
ords; fire and liability bureau re- 
ports; various city tax reports; and 
investment reports) utilize only 70% 
of computer capacity. 

Not only are we furnishing a num- 
ber of new reports, but also those 
previously prepared are now avail- 
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able earlier and in better form. At 
the same time, manual operations 
which consumed eight hundred and 
fifty man-hours monthly have been 
absorbed. 


These factors alone place the com- 
puter system on much more than a 
paying basis. Still another basis for 
establishing payoff exists. When 
we planned our Univac installation 
it was with the thought that we were 
replacing, rather than augmenting, 
existing conventional equipment. 

sv the end of 1959 we expect to 
have released equipment equal to 
84% of the computer's cost. Inas- 
much as it will be costing us only a 
little over what we had been paying, 
the net savings being realized be 
came even more impressive. 

At the same time we have a utili 
zation margin of thirty percent vet 
to absorb, which opens the way for 
still more savings by phasing in ad- 
ditional applications on which the 


programming is currently under 
way, 

Budgeting—from 43 
operations can control expenses 
without a budget. 


5. The extreme 

budgets in smaller 
might even be harmful is) usually 
supported by the that 
budgeting might tend to force the 
cutting of corners to the detriment 
ot efficiency or service. This is more 
the dollar amount 
of any budget unit becomes smaller 
by virtue of the size of the company. 


that 
organizations 


argument 


allegation 


of a danger as 


Tighter Control 


Let's take a few minutes to ana 
Ivze each of these arguments. On 
the pro side we heard that a smaller 
financial 
control 
can deny 


structure makes tighter 
No one 
the fact that fewer work 
ing dollars mean that each dollar 


wasted represents a greater propor 


more necessary, 


tion of the company surplus. But in 
case we are feeling sorry for 
would like to 
a job with 


pany we can't lose sight of the fact 


our 
out 
a larger com 


and 
and get 


selves run 


that in a larger company there are 
many more which 


can be wasted and it is 


areas in money 
sometimes 


much more difficult to pinpoint the 
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cause in a complex operation in- 
volving hundreds of emplovees. 
The second argument for the es- 
tablishment of a budget was that 
snaller management groups can 
produce more efficient budget con- 
trol as a result of the ease of estab- 
lishing and maintaining 
authority and control fewer 
people are involved. The group also 


lines of 
when 


has the advantage of shorter lines 


of communication and more direct 


contact with most employees re- 
sulting in the fulfilling of budget 
responsibilities more first 


hand knowledge than from reports 
submitted by other people. This in 
turn of fore- 


casting and control more accurate 


course should make 


and easier 


Rebuttal 


Now, let's look for holes in the 
arguments 


against budgets tor 
smaller companies, 

Can we afford the time of super 
visory personnel preparing and re 
viewing budgets? The 


when we 


answer 1s 
find 
are talking 
about. Take salaries as an example. 


most certainly ves 


out how much time we 
In any organization it is necessary 
for requests for increases to origi 
nate with a department head and 
for that request to be reviewed by 
one or more executives in the com 
If anvthing it will take less 
total time for that department head 
to review 


pany. 
his entire salary program 
at once in advance and budget for 
Increases and merely maintaining a 
diary system for the paper work tf 
his budget is approved. This ap 
proach has given him the opportu 
mtv to the 

structure at time 
the proposed 

thes affect his departmental costs 
rather 


review entire salary 


one and to ap 


praise Increases as 


than looking at each indi 


vidual 


one at a time during the 
vear. 
The executive group reviewing 


requests will not spend more time 


reviewing them all at 
would be spent 


during the year 


once than 


meeting regularly 
Our finance 
muttee met twice each 
view 


com 
month to re 
salaries. It now meets once 
each budget period and after that 
only as called for special meetings. 
\fter the 


proved, the routine paper work to 


budget has been ap 


put into effect increases can be per 


formed rapidly 
mendation 
the 


unless the 
not conform 
budget. Again we 
have given the executives the op 
portunity to 


recom 
does with 


approy ed 


salaries on 
company wide basis rather than bx 
ing put on the spot to savy yes o1 
no to individual requests. 

Other controllable fol- 
low the same general pattern as sal- 


review 


expenses 


aries. Such an analysis proves that 
we can afford the time of super- 
visory personnel for the additional 
time required is not an important 
factor. 

Can we add the necessary work 
to our accounting and_ statistical 
procedures? If the budget cate- 
gories are established along the lines 
of requirements for annual state 
ment expense 


accounting with a 


few minor refinements the amount 
of detail work should not be very 
great. In our company we accom 


plished the changeover without 
adding anv new codes. We merely 
refined our old coding system 


nee or twice each budget period 


we add minor controls to 
monthly expense runs thereby 
the job tab with 
very little additional working time 

The departmental 
quite simple. prepared form. is 
used, The budget is originally 
typed with enough copies that 
at the end of eac 


our 
complishing 


reports are 


h quarter one addi 
tional column is completed to com- 
pare With 
fifty-four separate budget units in 
our the last 
port prepared, 
day. 


actual with estimates 


company, budget re 


was tvped in one 


The Smaller Unit 
The 


dithicult to answer 


argument that is the 


is the contention 


most 


that smaller companies cannot es 
tablish definite enough patterns of 
expense because large expenditures 
for non-recurring items may throw 
an entire budget out of proportion 
for a small budget unit. The very 
fact that the unit is small should in 
itself make it easier to anticipate 
many such unusual expenses in ad 
vance. However, not all can be an 


ticipated so the budget must be 


flexible. As an ¢ xample, this vear it 


became necessary for our under- 
writing executive to make a trip to 


London. It was evident to him that 


ext 


page) 


55 


L 
¥ 


zone mail indeed 
results in speed 


The Post Office has divided 106 


cities into postal delivery zones 


to speed mail delivery. Be sure 
to include zone number when 
writing to these cities; be sure 
to include your zone number 
in your return address — after 


the city, before the state. 


Budgeting—Continued 


the expense of such a_ venture 
would be greater than his depart- 
|ment’s entire travel and entertain- 
ment budget for the period. His re- 
action caused a review of his budget 
for the period. His reaction caused 
a review of his budget before the 
expenditure was incurred. This is a 
healthy situation because a closer 
look will be given to all unusual 
expenses before they are incurred 
and while some may be carried out, 
a few will be discarded as unneces- 
sary. The beneficial results of these 
discussions cannot always be meas- 
ured, but we are sure benefits do 
exist. 

Another good point often leveled 
against budgeting in our category of 
companies is the undisputable fact 
that many major expenses such as 
printing and stationery cannot be 
charged to a specific department as 
may be done in large organizations. 
My answer is possibly too simple. 
Kirst--do the best possible job of 
charging departmentally as bills are 
coded, Second 


do not throw every- 
| thing else into a “catchall” category. 
| \lmost every expense can be made 
the responsibility of someone, For 
| instance, stationery is a regular ex- 
| pense and usually incurred in large 
| amounts, If we throw the expense 
}into a “catchall” category no one 
will worry about it. If we charge 
lit to a budget unit under the control 
| of the purchasing agent he will make 
sure that he saves wherever pos- 
sible. The same is true of many 
printed items and in most companies 
a slot can be found for all but a few 
expenses. 

We that manage- 
ment groups with shorter lines of 


hear smaller 


communication and more intimate 
knowledge of their departments 


might make a budget unnecessary. 
This might be true to a small de- 
gree. But a budget will accomplish 
three things: 

1. Again it forces a look at expenses 
in advance to produce a reaction of 
picking and choosing rather than 
judging each expense as an indi- 
vidual item all of which might seem 
reasonable when looked at separately 
during the vear. 

2. A budget changes the feeling of 
competition between management 
level to “get something approved by 


the loss” to one of decision at lower 
levels. 
3. It produces a healthy expense 
consciousness throughout the organi- 
zation. 

The final argument against 
budgets is usually that small 
budget unit could in any one de- 
partment produce a cut in efficiency 
or service because of the number of 
dollars involved. The only defense 
against such a situation is to instill 
in the minds of personnel responsi- 
ble that the budget is flexible and 
subject to review at any time. 

What conclusions if any can we 
develop from this discussion ? 

1. Budgets can be established with- 
out additional costs. 

2. Budgets will reduce costs by fore- 
ing advance thought when forecast- 
ing and by placing responsibility at 
a lower level where it is more effec- 
tive. 

3. Budgets, even though covering 
small amounts of money, cannot be 
harmful if they are flexible but under 
adequate review and supervision, 


NEW RENTAL METHOD FOR 
DATA PROCESSING 
EQUIPMENT 


A NEW LEASING PLAN for electronic 
data-processing systems was an- 
nounced recently by the Datamatic 
division of the Minneapolis-lHoney- 
well Regulator Company. This plan, 
officials said, is a departure from the 
industry's established 8-hours-daily 
rental pricing methods, in that it al- 
lows use of a Honeywell 800 elec- 
tronic data-processing system for 
176 month on any time 
schedules required to fill the cus- 
tomer’s needs. 

Walter W. Finke, Datamatic 
president, pointed out that heretofore 
users have paid rent on their systems 
on a conventional basis of 22 stand- 
ard weekday shifts of 


hours a 


eight hours 
each, and have been charged over- 
time for work done outside these 
periods regardless of whether the 
user had employed his computer 
fully during the regular shifts. Fre- 
quently, data-processing require- 
ments of the average company entail 
peak loads of work, usually occurring 
toward the end of the month and re- 
quiring using the computer for more 
than eight hours in any given day. 
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NEW WIRING SYSTEM 


THe CONTINUOUS outlet electric 
wiring systems called Plugmold by 
their manufacturer, The Wiuremold 
Company, offer convenience and 
versatility for a number of applica- 
tions. 

Used in operating remote control 
Edison Voicewriter dictating 
tems, Plugmold offers ready access 
to the AC, DC and telephone wiring 
neatly housed in a metal raceway. 

A message that has been dictated 
over a dial telephone located else- 
where in the building can be re- 
ceived by one of the Voicewriters 
automatically selected electrically. 

Three parallel runs of Wiremold 
raceway table 
supporting the Voicewriters conceal 


seen mounted on a 


the required wiring which 1s accessi- 
ble through outlets fitted imto the 
raceway covers. 

AC current is delivered by wall- 
mounted Wiremold raceway to the 
first run of Plugmold 2100 which 
supplies power to the dictating ma- 
chine’s motor and filament voltage 
tubes. Rectitied DC current in the 
middle run of Plugmold 2100 pow- 
ers relays which start, stop and per- 
mit correction and playback in the 
Voicewriter. Separate rectifiers are 
used in this system to change AC 
into chatter-free direct current. 

Telephone leads from the switch- 
ing equipment are housed for con- 
nection to each Voicewriter. These 
carry pulses from the dial 
phone through switch leads in a Bell 
link, 

The operation begins when the 
dictator, by picking up his phone, 
is connected to a bank of switches. 


leads 


dialing a “seize level,” he is con- 
nected to a Bell dictation link which 
If none is 
available, a busy signal is heard. 


selects a free machine. 


For November, 1959 


Relays are operated by dial signals 
received through the Jones plugs. 
lor example, by dialing 2 for cor 
rection, DC current holds the correc- 
tion relay while the telephone lead 
holds the pulse. 

Prongs and three-way outlet plugs 
in the two Plugmold 2100 raceway 
strips are purposely different to in- 
sure correct plugging into AC and 
DC channels. 

Typists transcribe also, from an- 
other type of Voicewriter system in 
use at The Travelers. Here, AC 
power is led from underfloor wires 
into Plugmold 2100 mounted on the 
table and thence into each dictating 
machine. The second run of race- 
is Wiremold 3000 which con- 

the telephone leads which 
again are brought through Jones 
plugs, this time directly inserted into 
each Voicewriter. 


way 
ceals 


Testing and repairing the huge 
complex of electronically-operated 
machines in the Bizmac department 
of The Travelers is done by Bizmac- 
RCA Service Company engineers 
and technicians ina 
equipped room, 


specially 


HAND CLEANER 


A NEW, NON-TOXIC hand cleaning 
packet has been announced by The 
Carter's Ink Company. Called 
O.S.R. (Office Stain Remover), the 
cleaner is a small, moist towelette 
wrapped within an attractive foil en- 
velope, tiny enough to be carried 
easily in and 
O.S.R. removes office stains and dirt 


clothing handbags. 
and is a complete cleaning packet in 
itself, requiring no water or towel for 
final clean-up. According to the 
company, O.S.R. contains lanolin to 
guard hands against chapping. It 
will not remove nail polish. 


RECORDING FOR TELETYPE 
COMMUNICATIONS 


A NEW ELECTRONIC voice recording 
and reproducing machine designed to 
increase speed and. in the 
handling of outgoing teletype mes- 
sages, has been announced by Dicta- 
Known as the 
Dictaphone Pelegram Recording-Re- 
producing Machine, the device has 
been developed for use by business 


phone Corporation. 


and government organizations whose 
day-to-day operations require vol- 
transmittal of 
teletype circuits 


ume messages over 


Convenient Dictation 


Located in the organization’s tele- 
type center, the machine permits an 
executive to pick up the phone on 
his desk and dictate his message for 
recording by the machine and subse 
quent transmittal by the teletypist. 
The machine consists of two record- 
units employing 
plastic Dictabelts as the recording 
media, and so arranged that the tele- 
typist can transcribe on the teletype- 
writer the messages recorded by one 
of the units while the other continues 
to record messages. 


DIVISION OF DIEBOLD 
ACQUIRED BY PHOTOSTAT 


ing-reproducing 


ACQUISITION OF THE Flofilm divi- 
sion of Diebold, Inc., has been an- 
nounced by Photostat Corporation. 
Terms of the agreement were not 
disclosed. Flofilm manufactures and 
markets a line of microfilm cameras, 
readers, processors and related sup- 
plies and equipment. Photostat, a 
subsidiary of Itek Corporation, 
manufactures and distributes micro- 
filming, photocopying, office copying 
and offset duplicating equipment and 
supplies. 
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Executives—from page 5! 


compensate for the deductions. The 
pressure is ever upward, 

2. Savings plans. Savings plans 
take on many forms, far too many 
to describe. A 
form involves 


somewhat common 


a direct contribution 
by the employee limited to a fixed 
percentage of his salary (this per- 
10% ) 
and the company contributes a sum 


cent will vary from 5% to 


equal to 50% of the ¢ mplovees’ con- 


SAVE 


40% with 


ASSURANCE 


Finest Quality 100 Pure Silk 
Twin-Spool Typewriter Ribbons and 
Hi-impact Copy-Sharp Carbon Papers 


Custom-fabricated exclusively for 
the Insurance Industry and backed 
by over 50 years of manufacturing ex- 
perience and scientific advancement. 
SAVE 40% of 
spent before on inferior products. 
ASSURANCE® Brands are specially 


priced on an Industry-wide-volume 


your usual costs 


basis to give you the advantage cf 
bulk manufacture, no matter how 
modest your particular needs may be. 
FREE SAMPLES and full information 
will be on the way to you as soon as 


we receive your coupon 


CONTRACT 


MANUFACTURERS 


| To: Best Industries, Inc., 
| 1618 S.W. 8 Street, Miami 35, Florida 


t Yes! We want to SAVE with ASSURANCE. Send | 


i free samples ond complete information to 


Name 


Address __ 


Cc State — 
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tributions. The total fund (the em- 
ployees’ contribution plus the com- 
patiy’s) is invested in Series E U.S. 
Government Savings Bonds, or in 
company stock, or in a combination 
of both. 

Often the fund contributed by the 
company is trusteed and deferred so 
as to avoid its declaration as earned 
income, and under certain conditions 
to put it in the category of a capital 
gains at the time of its receipt in 
order to lower the tax, 

3. Retirement Deferred 
compensation, whether it be from 
profits, company contributions, or 
from rated income, if deferred under 
an approved Revenue Department 
plan avoids the immediate income 
tax and delays the tax until the in- 
come is effectively received by the 
emplovee. As stated 
these plans have become popular. 


income. 


hef« re, 


Our only observation in this area is 
to be very careful to avoid deferring 
so large a portion of the income that 
the remaining salary ceases to be an 
We do 


not know where that point is because 


incentive for the executive. 

It varies between executives, Some 
get considerable satisfaction out of 
the knowledge that the deferred in 
come fund is growing, notwithstand- 
ing the fact that they are unable to 
use the funds until retirement or the 
attainment of a specified age. Others 
being more individualistic, prefer to 
plan their own futures and, therefore, 
are unmoved by this deferred fund. 
We repeat, when salary fails to in- 
cite the executive to vigorous and in- 
telligent action, it ceases as an in- 
centive and fails as a reward. 

4. Stock options. 
serve their purpose should conform 


Stock oO} tions to 


to Internal Revenue Service Regula- 
tions, if the tax angle is to be the 
most favorable possible. The prem- 
ise of the stock option is that if 
executive action is intelligently di- 
rected toward improving a com- 
pany’s position in terms of volume of 
business and resulting profits, on a 
long range basis, these factors will 
tend to the value of the 
stock in the market place. Therefore, 


increase 


if the executive is given an option to 
buy the stock at a fixed and deter- 
mined price (as related to the market 
price at the time of the option) and 
if that option can be exercised for a 
defined future period, and if the 
increase in value (for 


stock does 


whatever cause, but presumably be- 
cause our executive was a capable 
one), then the executive will exercise 
his option, take his profit and pay his 
taxes, and consider himself rewarded 
in part for his services. 

5. Other benefits. These benefits 
range from the availability of com- 
pany services for private use to club 
memberships, expense allowances, 
company cars and a host of fringe 
henetits. In this category we should 
include unusually generous vacation 
plans and various insurance cover- 
ages. 

Yes, we might say the executive is 
worth what he is able to get—but we 
would be over-simplifving the prob- 
lem. Some executives just like tran- 
quillity. 


AROUND-THE-CLOCK 
DATA PROCESSING 


AROUND-THE-CLOCK Operations are 
planned by the Radio Corporation of 
\merica next year for a major sec- 
tion of its first Electronic Systems 
Center in New York's financial dis- 
trict. Installation of a complete RCA 
501 electronic data processing sys- 
tem, heart of the center's servicing 
operation, is expected to begin 
shortly, with comprehensive — test 
runs conducted prior to opening. A 
second complete RCA 501 system ts 
to be installed at the Center in April. 

RCA’s Center is to be geared to 
service a wide range of work de- 
tails for brokerage customers, re- 
lieving them of many of the problems 
and burdens of old-fashioned, back- 
office accounting methods. Services 
offered by the center will include 
computation of customers’ trades, is- 
suance of same-day confirmations 
with name and address included, and 
printing of customers’ statements, 
either eveled or end-of-month, Daily 
margining of critical accounts and 
a weekly record of stock positions 
of active accounts will be provided. 
very morning a list of each house 
account position will be on the re- 
sponsible partners’ desks. 

Systems planning and program- 
ming will be provided by RCA spe- 
cialists. This will eliminate such ex- 
recruitment, 
programming, 
site preparation and installa- 
Operators, will be on 
RCA’s pay roll. 


penses as 
training, 


ging,” 


personnel 
tion. 


too, 
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Paper Work—from page 48 
number, type of transaction, rate of 
commission, amount of premium or 
return premium, commission amount, 
and expiration date. A Remington 
Rand posting machine is used to 
post information each month from 
the accounts current report to our 
brokers ledger. 

Information is on hand in punched 
cards to produce, at any time, re- 
ports broken down in almost any 
manner we desire. By simply sorting 
cards electronically, the data proc- 
essing center can give us analysis 
by type of insurance, by account ex- 
ecutive, by account, by the 
for which underwrite. 
Detection of expiration 
automatic, 

This simplified description of our 
accounting methods illustrates what 
was most important to us: This 
system has brought our records up 
to date. That we have been able to 
release two full-time clerks for other 
work while doing this is adequate 
testimony to the effectiveness of the 
system, 


A GOOD SECRETARY 
THE SECRETARIES OF THE Combined 
Insurance Company of America, 
have come up with their own profile 
of what a good secretary should be. 
They reached these conclusions : 

1. A good secretary must think like 


com- 
panies we 


dates is 


a man, work like a horse, and act 
like a lady. 
2. She must be cognizant of her 


boss’ varying moods, and learn how 
hest to cope with them. 

A good secretary often anticipates 
her boss’ instructions, knowing when 
not to go too far, however. 

4. She is her boss’ greatest public 
relations representative, dealing dip- 
lomatically with all his contacts. 

5. She serves as a researcher and 
statistician for her boss, keeping an 
eve out for important information. 

The must be a 
confidential treating all busi 
Ness Matters as a trust. 


INSURANCE HANDBOOK 
SERVICE 


A SPECIAL HANDBOOK has just been 
published which describes new tech 


gor secretary 


agent, 


niques and automated machines, and 
It applies 
to the insur 
-lutomation—In- 


how they are being used. 
however, 
Office 


specitically 
ance field. 


For November, 1959 


new 


Fully automatic . . . unprecedented performance 
without the penalty of high price or space waste! 


Announcing a new dimension in col- 
lating versatility, accuracy, speed and 
compactness — the all-new, completely 
automatic Rotomatic by Thomas Col- 
lator Industries, Inc. If you collate in 
volume, you'll want all the details on 
the Rotomatic’s ease of total opera- 
tion and multiple savings. For com- 
plete information and prices, without 


obligation, write today. 


e Accurately collates, counts, staggers or 
stitches 25,000 sheets per hour 


Exclusive push button programmer permits 
different jobs to be run at same time 


Occupies only 17', sq. ft. of floor space 


Loads in less 
adjustments for 
weights, finishes 


than 


7 minutes no 


vacuum systems, fans, 


Handles sheet sizes from 7” x 8” to 11” x 
14” in most every weight and finish 


Offers more features at a lower price than 
any other collator on the market 


WwW Thomas Collator Industries, Ine. 


Dept. X4, 100 Church Street, 


New York, New York 


SUrANCE 
1959) 


(First edition, January 
is contained in a slate gray 
vinyl hard cover with a strong three 
prong for 
open, reading, and closed positions 
manual includes de- 
scriptions of the new automated data 


mechanism providing 


This reterence 


processing techniques and machines, 
actual case studies, expanded table 
introduction, general 
a total of 
hundred pages 8'2 by 11 


of contents, 
considerations and index 
over five 
inches equivalent to a series of or- 
dinary bound books. (2A 
six hundred photographs, charts and 


has over 


drawings. 


OA-] 
cally to enable subscribers to keep 
up to date easily 
automated data processing 
opments in the insurance 


has been designed speectti 


and quickly on 
devel 
field, 


This new loose-leaf handbook can 


now be examined on a ten-day tree 
trial offer without obligation. For 
information write to Automation 
Consultants, Inc., 155 Fitth Avenue, 
New York City 10. The price is 
$37.50 in the United States and 


Canada 

\s a supplement to the handbook 
itself, an optional monthly updating 
service is also available. 
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145. Punched Tape Equipment 


a A 


Current literature and prices on any of the following products and services may be had without 
obligation, from selected manufacturers. We will also obtain any available information on items not listed. 


Tabulating 


MACHINES, MAILING 


20. 
. Envelope Sealers 
. Mail Openers 
Postal Meters 
. Postal 


106. 


Dating Stamps 


Sc ale > 
Sorters 
Time Stamp 


MACHINES, REPRODUCING 


. Direct Copying 

. Duplicating 

. Micro-Filming 

. Mimeograph Slip Sheet 
. Typewriter, Automatic 


Composing 


Typewriter, Elec tric 
Typewrite>, Manu 


MACHINES, 


32. 


Addressing 


. Checkwriting 

. Collators 

. Dictating 

. Intercommunicatior 
. Paper Folding 

36. 


Stapli ng and Faste: 


OFFICE ACCESSORIES 


38. 


105. 
39. 
Chair Cu hion 
° Curren 
2. Desk Lams 
. Desk 


Ash Trays 
Bulletin Bo 
Cash Boxe 


& Stand: 


ard 


cy Trays 


. Waste Ba kets 


OFFICE FURNITURE 


50. Air Conditioners 
51. Bookcases 

143. Bookstand 

Sz. Cabinets 

53. Chairs 

134. Costumers 

54. Desks 

55. Fluorescent Liahtina 
108. Incandescent Lighting 
56. Matched Suite 

57. Safe 

89. Stan } Tyr writer 
58. Stools 


° Tables 
Wardr 


PAPER 
119. 
|? 

70. 
135. 
12 
122 


124, 
102. 


SALES 
116. 
149. 
103. 
104. 


wala) 
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20. Duplicator 


|. Letterhead 


Card Index 


Envelopes 


Labels 


Policy 
3. Ledger 


Photocopying 

Thin (Copy) 

Visual Policy Jackets 
AIDS 

Advertising Blotters 
Advertising Specialties 
Audio-Visual Projection 
Birthday Cards 
Display Material 
Greeting Cards 
Promotional Gifts 
Sales Incentives 


SERVICES 
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68. 
69. 
7\, 
ys. 
76. 
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a. Acco 


nting System 
ling Systems 


. Office Planning 


Photocopying 


. Record System 


Sound Reproduction 
GENERAL 
Business Forms 
Duplicating Supplies 
Erasers (Specialized) 


. Loose Leaf Systems 


Marking Devices 
Paper Perforators 
Pens 


Pencils 


Staple Removers 


SUPPLIES, TYPEWRITER 
83. Copyholders 


85. 


ele) 


Justifier 
. Line Indicator 
. Pad 
Ribbons & Carbon 


TELEPHONE ACCESSORIES 


90. Cord Cover 
91. Holder 
92. Index 
94. Silencer 
95. Stands 
. Accident Diaaran 
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MEREDITH K. NELSON 
General Claim Superintendent and 
Director of Claims Education 
and Training 
State Farm Mutual Automobile 
Insurance Company 


OME OF you, although not all, 
S. remember back to the days 
when the claim business was rea- 
sonably simple. A man of intelli- 
gence with hard work, persever- 
ance and common sense could learn 
the business largely from hard 
knocks and develop into a good 
competent claimsman. — Probably 
that is how most of you got here 
today. But this is 1959, and things 
are different. The pace is fast, and 
every angle of this business has 
been refined. Every problem has 
been intensified. The conditions in 
our industry which face the claims- 
man every day of his life make it 
imperative that he be a man of 
great knowledge and skill. That is 
not all: we are confronted by some 
new attitudes in the men we em- 
ploy. Unfortunately we cannot find 
anyone but human people to hire. 
Since these men are human, they are 
a product of their times and they 
reflect much of the current think- 
ing and many of the misconceptions 
of their contemporaries. We had 
better take note and be alert to 
what some of these attitudes and 
characteristics are, and we had bet- 
ter build sound ideas and attitudes 
in the men who spend our money. 


Rapid Growth 


The automobile insurance indus- 
try has grown at a tremendous rate 
in the past few years. There are 
not enough experienced claimsmen 
to go around, and most companies 
employ men who have had no ex- 
perience and give them their train- 
ing. All of us here share a common 
necessity and interest in the training 
of new claimsmen. 


For November, 1959 


I want to talk with you about 
some of the aspects of training the 
new claimsman, and I want to talk 
about those things which will be of 
interest and practical value to all of 
us. My remarks are not addressed 
to companies of any particular size. 
Some member companies 
sented here have only a few claims- 
men altogether; others perhaps 
have several hundred, and there are 
many in between. not be 
concerned about these differences. 
The principles of education and 
training for claimsmen are the same 
for all companies. The methods are 
adaptable to the size of the com- 
pany. Here 
which we 


repre- 


Let us 


are some principles 
learned from our 
own experience, and which we ur- 
gently recommend that you consider 
carefully whatever your program 


have 


and regardless of the size of your 
company : 

1. Education and training is a con- 
tinuous never ending process. It 
isn’t something that you do once in 
order to get it over with. It must 
go on and on and on. 

2. Education and training are two 
different processes and they require 
different methods. “Education” 
has to do with the acquisition of 
knowledge, information, facts, and 
ideas. It has to do with what a 
man knows about his job or his 
business, his understanding of it, 
and it gives him the context or the 
background for learning to do the 
job. “Training” on the other hand 
has to do with the development of 
skill in doing the job. Education 
can be acquired by any means by 
which ideas can be communicated. 
Education can be given rapidly, it 
can be condensed, a great deal of 
it can be given or acquired in a 
short time, and a man may have a 
lot of education about something 


in which he has no skill at. all. 


Training must be acquired by prac- 
the 


tice, by the doing of 


job. 


Training the New Adjuster 


Training can be accelerated by ed- 
ucation, but fundamentally training 
can be no faster than the doing or 
practice of the job will permit. 
Training therefore requires criti- 
cism, analysis, and direction. The 
complete development of a man re- 
quires both education and training. 
3. Experience alone is a poor 
teacher. It is slow, it is expensive, 
and it is incomplete. In fact, ex- 
perience is not a teacher at all 
except when experience happens to 
bring about good or bad results of 
which the individual is aware and 
has the opportunity and the ability 
to evaluate. A man learning the 
claims business by experience alone 
can work for twenty vears doing 
the same wrong or ineffective things 
and making the same _ mistakes, 
without ever learning that he has 
not done a good job. 


Even the Experienced 


4. Even an experienced claimsman 

ould receive education and train- 
ing when he is newly employed in 
your company. As an experienced 
man he may have a great deal of 
knowledge and skill in this business, 
but when he becomes your man he 
has a right to know your company, 
your standards, your procedures, 
vour way of doing business, and he 
has a right to know just what you 
want from him and what you ex- 
pect. Without this, he cannot be a 
good company man for you. 

5. A new claimsman must see his 
work in perspective, if he is to 
progress rapidly and in the right 
direction. This means he must have 
a background of a general knowl- 
edge of the company and the vari- 
ous parts of its operation, how they 
are inter-related, what effect various 
aspects of his own work have on 
the others. He must have an under- 
standing of the objectives and rea- 

(Conti 


ed on the next page) 
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Training Adjuster—Continued 

sons for the various rules and pro- 
cedures which he is asked to fol- 
low. Without this he works blindly, 
strictly by rule or by ancient habit, 
his work will lack imagination, and 
he will be stopped in his tracks 
when he encounters a new and un- 
familiar situation 

6. Confidence can be based only 
is important 
that the new man acquire confidence 


upon knowledge. It 


step by step with his learning and 
his training. It is unreasonable to 
expect him to acquire confidence in 
the practive of skills unless he is 
given adequate knowledge or educa- 
tion for an understanding of what 
he is doing. 

7. It is easier to form habits right 
the first time, than it is to correct 
wrong habits established. 
This principle is important when 
we consider the timing of the man’s 
basic education. 


once 


if you're a representative of one of the Kemper Insurance com- 
panies. Beginning this fall the biggest ad campaign yet will bring the 
story of the local, independent agent to millions of prospects through- 
out the United States over TV and through national magazines. 


é KEMPER INSURANCE FOOTBALL SCOREBOARD telecasts 


(8'2 million viewers per telecast are anticipated) 
13. CHET HUNTLEY REPORTING shows 
(8'2 million viewers per show are anticipated) 
3 two-color, full page ads in Reader’s Digest (11°4 million circulation) 
3 black and white full page ads in Look magazine (5'2 million circulation) 
Tie-in materials of all kinds! 


It's our way of helping our agents win friends even before the first call 
is made! This national advertising paves the way for agents calls — 
pre-sells the agents service, savings and full-line coverage facilities, 


makes the selling job easier 


If vou are interested in representing one of the progressive Kemper 
Insurance companies, write: Agency Production Department, Home 


Office, Chicago 40 


Lumbermens Mutual Casualty Company 
American Motorists Insurance Company 


divisions of 


KEMPER 


INSURANCE 


Chicago 40 


8. The hammer and dolly block in 
education are understanding and 
repetition. These are the heart and 
soul of practically all teaching tech- 
The new man must 

understand each fact or 
it makes no sense to him. 


niques. first 
idea, or 
But then 
he must get it fixed in his memory 
so he can recall it and use it when 
the occasion arises, and the process 
of repetition is still the best known 
tool to impress learning in the mem- 
ory. 


should 
is best to 
learning to run or 
dance. With the new 
claimsman, we must remember that 
he does not know the fundamentals, 
but that he must start with these. 


9. Fundamentals 
come first. It 
walk 


jump or 


always 
learn to 
before 


10. The complete and thorough way 
to handle a claim right 
mastered first. 


should be 
The short cuts and 
the omissions and the labor saving 
If a man 
starts by learning the short cuts, 
he will never learn to be sound and 
thorough. 


devices can come later. 


11. A man’s feelings and convic- 
tions must be educated and trained 
as well as his thinking. The man 
who has a feeling of guilt about 
obtaining a signed narrative state- 
ment from a claimant, can never be 
a successful claimsman. But he can 
be educated at the outset to under- 
stand the rightness and soundness 
of investigation methods so his 
heart will be in his work. Like- 
wise, the man who feels that the 
claimant is a fool if he takes the 
settlement, will never be a success 
ful settler. He must have the con- 
viction that settlement is good. The 
man who has the mistaken convic 
tion that there is something unfair 
about settling a bodily injury claim 
as conservatively possible, will 
spend your money without proper 
restraint. In other words, a man’s 
must be educated and 
his work if he 
is to be entrusted with the respon 


convictions 
trained to rt 


sibility. of claimsman. 


12. A man must know why as well 
what. He will assimilate and make 
part of himself only that which he 
understands, and he understands 
only when he knows why. 


13. The the 
hands can help each other. 


and the 
This 


eves, ears 
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just another way of saying that 
people learn more easily when deers 
can learn by seeing as well as by 
hearing, and still more easily if 
there is something they can handle 
or touch or pick up as well as seeing 
and hearing. Visual methods, dem- 
onstrations, models, case files, all 
facilitate the process of education 
14. Claimsmen are most attentive 
and understanding when they are 
talking cases. Theoretical and 
academic discussions general- 
izations may go clear over a man’s 
head, and he may go sound to sleep 
ut, the minute anyone starts talk- 
ing about a particular case, every 
claimsman comes wide awake and 
starts taking it all in. The process 
of education for claimsmen should 
be liberally sprinkled with case 
illustrations from experience on 
every point, 
15. Human people still need some 
artificial motivation to do their best. 
The millennium has not yet arrived 
and so we cannot rely upon a man’s 
conscientious and garnest coopera- 
tion or his ambition or his thirst 
for knowledge or his curiosity or 
his pride or his general intelligence 
to motivate him to do his hardest 
work and master the learning proc- 
ess to the very best of his ability. 
We still find that it helps greatly 
to use such artificial and unintelli- 
gent props as examinations, daily 
quizzes, written lessons, grades, et 
If you don’t believe this, spring a 
short little quiz of four or five 
questions on your student or class 
at the second or third session. Do 
this for three days in a row and 
see if you notice any change in the 
grades and in the attitude and alert 
ness of the student or the class. 
16. It pays to run a trim ship. In 
the conduct of the education and 
training program, whether it in 
volves one trainee or a whole class, 
the only way to establish an atti 
tude which is respectful and busi 
nesslike, is to be strict, demanding 
of hard work and good results, and 
to exercise firm discipline. These 
things set the tone for learning and 
the formulation of right habits. and 
the men like it better 
17. Only a planned, org | 
gram will cover the ground. You 
must decide in advance what. sub- 
ject matter vou want to cover, what 
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Training Adjuster— Continued 


time you want to use for each part 
of the program, and then you must 
stay with the plan to its completion. 
This is true whether you have one 
new man or a hundred. 

IS. planned organized program 
of education and training takes lots 
of time and care to develop. If it 
doesn't take a lot of time to prepare, 
it isn't any good. Don't try to set 
it up on the spur of the moment, 
and don’t try to do it in 
moments, 


spare 
Some ot these principles are 
axiomatic in the whole field of edu- 


cation and psychology. And some 
of them we have learned from our 
own experiences. Others we have 
learned from some of our good 
friends, and have found them to be 
sound. Probably there is a great 
deal more to add to the list; we still 
have a lot to learn. 

In the planning stages of this 
Conference program, there has been 
some interest indicated in the prob- 
lems of orientation, methods and 
materials. I want to discuss these 
subjects, but only with respect to 
general training in the handling of 
claims, as distinguished from train- 


ing in “estimatics” or the science 
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of estimating and appraising auto- 
mobile damage. [stimatics is a 
highly technical subject, re- 
quires very special programs and 
facilities. 

If we were talking about putting 
new men to work on an assembly 
line in a factory we might get rea 
sonably good results by taking this 
man directly to the station where 
he is to do his work, demonstrating 
to him the particular operation he 
is to carry on, show him how to 
operate the controls of the machine 
or the tools at hand, have him do 
it a few times while we watch him, 
then give him a pat on the back 
and go our way. He would then, 
perhaps, be capable of doing his 
little part over and over and over 
in a satisfactory manner. But we 
are, in fact, not dealing with that 
kind of work. We are talking about 
the training of men in whom we 
entrust the responsibility of spend- 
ing our money, drawing on our 
bank account, making or breaking 
our fair name, analyzing comphi- 
cated Dusiness and legal problems, 
buying selling, meeting and 
dealing with people, and otherwise 
using judgment and discretion to 
serve the total interest of our busi- 
ness. That’s a big order, isn’t it? 
Then it takes a big man to do the 
job. He must be a man who has a 
broad perspective view of the job 
he is doing and a general under- 
standing of the employer whose 
interest he is to serve. 


The Right View 


As a matter of fact the new 
claimsman will have some point of 
view as to lis employer's business, 
regardless of whether we help to 
formulate it or not. He may not 
have the right view or understand- 
ing, but he will have some kind of 
a general idea in mind, and what- 
ever may be his general under- 
standing of the business, right or 
wrong, it 1s going to be the back- 
ground against which he 
every decision in 


makes 
case he 
works from day to day. If we want 
him to have the right view of our 
business, then we must help him to 
understand it correctly this 
is orientation. A may 
acquire his orientation by simply 
working for many years in the same 


every 


and 
claimsman 
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company. But it will be a piece- 
meal, partial, incomplete knowledge 
and understanding 


quires, 


which he ac- 
We think that the newly 
employed claimsman should receive 
a sound orientation at the outset. 
Qn the basis of this orientation, he 
can acquire very quickly a feeling 
of enthusiasm, a sense of loyalty, 
and he can identify himself with 
his company and with all his asso- 
ciates. 

The accom- 
plished in a period of a few days 
or spread over a few weeks. We 
feel very that proper 
orientation cannot be completed in 
the field claim office. 


orientation can be 


strongly 


The new man 
should by all means have an oppor- 
tunity to visit the principal head- 
quarters of his company, and if 
possible the home office itself. We 
have and fifteen 
regional offices. The principal part 
of the 


one home oftice 
done the 
regional offices, and the new man 
rounds out his orientation a little 
later attends the home 
office claim school. 


orientation 1s 


when he 


How and Why? 


There is no arbitrary pattern for 


the orientation program. But the 
new man should learn first of all 
what his company is—what type 
of business organization—-when it 
got started, and something about 
how and why. He should learn 


something of its general history and 
he should know the high 
which have marked the company’s 
advancement. He should know 
something about the outstanding 
people instrumental in its develop- 
ment. 


spots 


He should learn the general 
and of its 
lines are handled 
thing about what they are. He 
should know where his company 
operates geographically. He should 
learn the general structure of the 
administrative 


nature business, 


and some- 


scope 
what 


organization of the 
company, with a pretty good general 
what the functions of the 
parts of the 
thes 


idea of 
various company are 


and how relate to one an 
other. He should know something 
about the nature of underwriting 
and how the claimsman is connected 
with the underwriter. He 


understand 


should 
nature of 
and 


the general 
the company’s ageney system, 
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the relationship between agency 
and claims. 

Perhaps the most important part 
of the orientation should be the op 
portunity to 


organization, 


meet people the 
particularly — people 
who will be performing work closely 
He should meet 
administrative, 


related to his own 
Supervisory, 
executive, level 


pee iple 


and top executive 
all the way up the line, se 
he will have a personal acquaintance 
from the bottom to the top of the 
organization if 


When he 


this is 
these 


possible 
ople, 


meets they 


become real to him: he 
to be 


finds them 
likable 
people, and because of his personal 


human, democratic, 
acquaintance he feels himself a part 
of the team rather than a stranger 
or an impersonal cog in a vast ma- 
Of all the men | have talked 


to who have come to us after ex 


chine. 


perience im other companies, the 


men who seem to be the 
their 


tion are men who tell me they have 


most en 


thusiastic new connec 


worked two or three or five or seven 


vears in some tield claim office for 
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Safe Driver Insurance 


from p. 23 


ing relationships to the basic manual 
rates: 


Number. of 


Driving Record 


Pome) Rate Schedule 


() 20% below basic rate 


| 10% below basic rate 
Basic rate 

3 Basic rate plus 20% 
} Basic rate plus 40% 
5 Basic rate plus 70% 


Gormore Basic rate plus 100% 


Factors for increased limits, and the 
manual discount for two or more 
automobiles or for driver training 
credit are then applied. 

6. Two or More Automobiles 
When two or more automobiles to 
which the safe driver insurance plan 
is applicable are insured in the same 
policy, the points are assigned to the 
automobile with the highest manual 
rate. The other automobiles are as- 
signed to Class O under the plan. 
7. How Are the Accident and Con- 


American Equitable Assurance Company 
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Globe & Republic Insurance Company of America 
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Merchants and Manufacturers Insurance Company 
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New York Fire Insurance Company 
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viction Records of (perators to be 


Obtained ? 
\n application signed by the insured 
is required on new and renewal poli- 
cies, during the first year at least. 
Because of the nature of the infor- 
mation utilized in the rating plan, it 
is feasible to make a check through 
the California Department of Motor 
Vehicles rather than to have an ex- 
change of information between com 
panies 
8. What About Determining Fault? 
In order to avoid going into the con- 
troversial and time-consuming issue 
of who was at fault, note that the 
Plan specifies the particular situa- 
tions where points will not be 
charged for accidents. Points are 
otherwise assigned in all instances 
9. Statistics 
Premiums and losses are being 
coded to give a seven-way split of 
the experience by sub-classification 
reflecting the number of driving rec 
ord points. This detailed experience 
will be invaluable in analyzing the 
operation of the plan and in studying 
risk distributions by number of 
points assigned to measure any off- 
balance of the plan and its cause 

Following what seems to be a 
period of successful functioning of 
this plan in California, the Bureau 
companies have moved to experi- 
ment with similar plans plus a pack 
aged special automobile policy pro 
gram in oa number of midwestern 
states and in) Pennsylvania. This 
program has been approved by the . 
insurance departments for use in 
lowa, Missouri, Nebraska and Penn- 
svlvania effective September 1, 1959, 
and in Michigan and Minnesota ef 
fective October 1, 1959. These mid 
western states are areas in whicl 
specialty companies, mutual compan 
ies and local companies have made 
such inroads that Bureau companies 
are writing only about 10% of the 
insured private passenger automo 
biles. Pennsvivamia, on the other 
hand, is a state with substantial pre 
mium volume where the Bureau 
companies are presently writing a 
larger proportion of the total vol 
ume; it will afford an opportumity to 
see what can be done to acquire good 
new risks without, we hope, jeopar 
dizing the volume of business still on 
the hooks of Bureau companies 

This extension of the safe driver 


insurance plan imvolves further ce 
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grees of experimentation. The plan 
as approved for lowa, Minnesota 
and Nebraska is virtually identical 
with that in California. In Michigan 
and Missouri, the plan is the same 
as in California except that the ex- 
perience period is three years instead 
of two, and two points are charged 
for each assignable accident. How- 
ever, if a conviction for a one point 
moving traffic violation results from 
the same occurrence, only the points 
for the accident are assigned. In 
Pennsylvania, the plan is the same 
as in Michigan and Missouri except 
that the credit is 15% for the risks 
with no points and 5% for those 
with one point. The variations are 
designed to recognize the different 
situations that exist in the various 
states such as in the character of the 
motor vehicle records, and in the 
proportion and volume of private 
passenger business presently written 
by Bureau companies, since this has 
an important bearing on the relative 
premium level anticipated to be nec 
essary for the larger number of risks 
which it is hoped will be written 
under this plan, ete. 

No prediction car be made at this 
time as to when similar programs 
will be proposed in additional states 
The Bureau companies desire to see 
the results of the present experi 
ments in order to be sure that any 
program to be proposed for general 
introduction will be sound and work 
able and also will be acceptable to 
producers and the insurance buying 
public. Further, the companies need 
time to adjust their operating meth 
ods in individual states to handle 
these momentous changes efficiently 
It would be a tragedy if a breakdown 
in the orderly handling of the busi 
ness occurred because the companies 
were required to make so many im 
portant changes almost everywhere 
at one time. Also, to assure the 
proper administration of the safe 
driver insurance plan, it is essential 
that the state motor vehicle depart 
ment records of accidents and con 
victions not only be complete but 
readily available at low cost. In 
California, for example, a driver's 
record is available from the motor 
vehicle department within forty 
eight hours for only twenty-five 
cents 
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Safe Driver Insurance—Continued 
which has been filed and approved in 
the states of lowa, Michigan, Minne 
sota, Missouri, Nebraska and Penn- 
sylvania. In brief, this is an optional 
paralleling system consisting of a 
new policy form with a six months 
(or shorter) period, single limits, 
elimination of coverage duplications, 
and limited options with respect to 
combinations of coverage, The pro- 
gram contemplates simplitied clerical 
procedure, signed applications, cash 
transactions and close attention to 
the elimination of duplication of ef- 
fort and attendant costs. 

The basic rates for this special pol- 
icv are approximately 20% below 
liability and 
about 15% below physical damage 


present manual rates 
rates for the coverages afforded by 
the policy. The safe driver insurance 
plan will also always apply in_ the 
case of risks written under this pol 
icy. The mandatory use of the safe 
driver insurance plan will give the 
risks with the best driving records 
the lowest possible rates while stil] 
affording a for 
some risks whose driving record 1s 


reasonable market 


not accident and conviction-free 
Companies using this program will 
also apply the safe driver insurance 
plan to all eligible risks written in 
other policies 

The high points of the special 
automobile policy are as follows: 
1. It is a “package policy” atford 
ing a combination of coverages fre 
quently purchased by the average 
hiability 
combinations and six physical dam 


car owner. Five coverage 
age coverage combinations are gen 
erally available 
2. The lability 


single limit basis with a single rate 


coverage is on al 


which also includes the charge for 
uninsured motorists’ coverage, med 
ical death 
benefit. The incorporating of these 


expense coverage and 
coverages ina single rate simplifies 
both the 


and the. statistical 
procedures 


policy 
3. Basically it is a six-months poliey, 
although it may be written for a 


shorter term, which may be auto 
matically continued in force for suc 
ceeding terms upon premium pay 
ment on or before the 
date of the current term 


4. Duplication of payments within 


coverages of the poley and witl 
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other forms of insurance have been 
greatly reduced with the consequent 
loss cost savings reflected in’ the 
lower premiums. For example, un- 
der the medical expense 
the insured is reimbursed only to the 
extent that other forms of medical 
and 


compensation or similar laws do not 


coverage 


expense coverage workmen's 
cover the incurred medical expense, 
that intra-family 
claims may be enhanced by the pres- 


5. Recognizing 


ence of liability insurance, the policy 
does not cover under liability claims 
between husband and wife, and par- 
ent and child. 
savings are reflected in lower pre- 
miums 


Again the le SS-COST 


The medical expense cover 
age which is not a part of the lia 
bility 


Cases, 


extends protection such 
This filing is further evidence of 
Bureau companies’ determination to 
give to their agents a lower-priced, 
simple automobile policy program 
which should have a real sales ap 
peal to the average car owner. 
The detailed rate comparison con 
tained in the attached exhibit ilus 
trates this 
special automobile policy 


how competitive new 
low-cost 
form can be when coupled with the 
credit) under the 
driver insurance plan. As an exam- 
ple, for a typical Class 1A insured 
in the lowa remainder of state ter- 
ritory the rate comparison between 
Bureau annual 
two important specialty companies 


maximum safe 


rates and those of 


was as follows prior to this new 
program: 


Coverage 
Liability —10/20/5 
Comprehensive 


Collision S100) Deductible 


Sub-Total 
Medieal Payments $1,000 
Uninsured Motorist Cover 10/20 


of $13. 
\utomeo 
bile Policy program, risks with no 


lus itial membership fee 
Under the new Special 


points during a two vear period 
ending three months prior to. the 
effective date of the policy would 
for rated) Class 
1\—0 for which the annual premium 
would be only $70 for the following 


quality the lowest 


packaged coverages 


$25,000) single 


Liability each 


occurrence, which coverage will al- 
ways be at least equal to, and usually 
greater than, that afforded by 
10/20/5 limits. 

$1,000 medical expense each person. 
$1,000 accidental death benefit for 
the named insured and spouse. 
$20,000 protection against uninsured 
motorists each accident. 

Full coverage comprehensive. 

$100 deductible collision. 

Up to $25 towing and labor costs per 
disablement. 

Up to $200 personal effects cover- 
age per occurrence. 

While this policy will be written 
for periods of six months or less, 
this rate comparison had been pre- 
pared on an annual basis. Note that 
the special automobile policy pre- 
muum of $70 for these coverages is 
actually less than the aggregate pre- 
mium charges of these two competi- 
for fairly com- 
ponent parts. The premium of $70 
for these many packaged coverages 


tors comparable 


is even competitive with the price 
now being charged by these two spe- 
cialty companies for a policy afford- 
ing only 10/20/35 limits of liability, 
comprehensive, personal effects, and 
$100 deductible collision without the 
henetits of the other coverages listed 
which most insureds buy to some 
extent, 


Other Plans 

not the whole story on 
merit rating plans. There will be 
other merit rating plans that will be 


This ts 


Specialty 


Family Auto Co, Competitor 


Pohiey 
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in-use in these and other states by 


individual companies, .\s vou read 
in the insurance press, at a meeting 
on May 26, 1959 the governing com 
mittees of the National Bureau and 
of the National Automobile Under- 
writers took action 
sub 


\ssociation 

that 
seriber companies may propose dif- 
additional 


reiterating member and 


ferent or 


programs for 
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filing by the rating organizations | 
which, if approved by the. state | 
supervisory authorities, would also | 
be available for use by other member | 
and subscriber companies. One large | 
company which is a member com- 
pany of both rating organizations 
has proposed an experimental pro- 
gram which has been filed and ap 
proved in Missouri and Pennsyl 
vania. The merit rating plan in this 
program differs from the safe driver 
insurance plan in the following re 
spects : 
Experience Period—Three years 
but if only one accident and no con- | 
victions and that accident is in the 
first vear, it is not charged. 
ectdent—One point for each “at | 
fault” accident for which payment or 
reserve or suit is pending or for 
which a security deposit is required 

The definition of accident shall | 
not include : 
1. A payment or reserve under un 
insured motorists’ coverage, 
2. If the operator was not responsi- 
ble, or if the loss did not exceed | 
$100, a payment or reserve for any 
of the following coverages : 
(a) Medical expense. 
(b) Automobile death benefit, and | 
disability benefits. 
3. An amount paid as a loss for col- 
lision damage only, if the applicant 
or insurer is entitled to a recovery 
from the party responsible. 
Two points for each violation re- | 
quiring a financial responsibility fil- | 
ing. The sub-classification is de- 
termined separately for liability and 
collision. 

Sub-Classifi- 
cation ( Num- 
ber of Points ) Rate Schedule 

0 10° below basic rate | 
Basic rate plus 5% 
Basic rate plus 50% 

ormore Basic rate plus 100% 
Application is required on new risks 
only, 


l 
? 
? 


Another large carrier, which was 
a member of these two rating organ 
izations until earlier this year, is 
using a merit rating plan patterned 
after an early version of the Bu- 
reau's California plan but augmented 
by a provision to allow a credit of 
30% to a risk with no points for an | 
experience period of five years. | 
There will be other plans intro- | 
duced by mutual companies and by 
stock companies that file independ- 
ently. We expect that most of these 
will be variations of our safe driver 
(Continued on the next pa 


Je ) 


ore than $200,000,000 in premiums was paid 
last year for insurance to cover American-owned risks 


overseas. 


One half of this amount went to non-American insurers 


through non-American agents and brokers. 


The other $100,000,000 was placed by fewer than 2% 
of the licensed agents and brokers in the U. S. 


You, too, should be able to participate in this lucrative 


market. 


For further details, contact the AIU office nearest you. 
Ask for Dept. C. 


AMERICAN 
INTERNATIONAL 
UNDERWRITERS 


Boston Chicago Dallas « Denver Houston 
LosAngeles Miami NewOrleans New York 
Portland San Francisco Seattle Tulsa Washington 


2 
: 
a A\/ 
3 X / 
AS, 


Safe Driver Insurance 
insurance plan, “Imitation is the 
sincerest flattery.” 

The safe driver insurance plan 
is designed to produce more com- 
petitive rates for the better classes 
of risks so that Bureau companies 
will not be faced with an ever 
worsening cross-section of business. 


\t the should 
strengthen the market for all cate 


same time it 


The carriers have 
always been willing to write the 


gories of risks 


good risks; they will want to write 
those entitled to a 5%, 10%, 15% 
or 20% credit but they should also 
be more willing than heretofore to 
write the remaining risks for the 
reason that they will get a rate more 
commensurate with the known haz- 
ard of the risk. This might help al- 
leviate the assigned risk problem. 

It is hoped that the state super- 
visory authorities, producers, and 
local managers for the Bureau com- 
panies desire the 
safe driver insurance plan, or some 
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variation thereof, will be patient and 
will let our companies digest the in- 
novations already introduced before 
insisting that the new program in 
whole or in part be introduced in 
their own areas. In the meantime, 
the state authorities can assist by 
having the quality and availability 
of the motor vehicle records of their 
state reviewed to assure that they 
will be made available at a reason- 
able tee and in suitable form for use 
in applying checks on the informa- 
tion used in a plan of this type. 

If this is done, we may find that 
at long last we have our “white 
hope” plan. It will be that if it en- 
courages the observance of law and 
results in a reduction in accidents, 
and if through this plan the Bureau 
companies are enabled to write their 
share of the good business while 
still continuing to provide a market 
for the other risks that want auto- 
mobile insurance at a fair price. 
Isn’t this what we should all be 
striving for in one way or another ? 


TEXAS MERIT RATING 


AN INDIVIDUAL MERIT rating plan 
for private passenger car insurance 
has been approved by the Texas 
State Board of Insurance to become 
effective January 1. The plan pro- 
vides for a discount of up to 20% 
or a surcharge of up to 100% on 
the for bodily injury and 
property damage liability, medical 
payments and collision insurance. It 
will apply to all policies of this type 
written by all) companies all 
private passenger automobiles eligi- 
ble for coverage under the family 
automobile policy. 


rates 


WILL NOT SEEK REVIEW 


THE NEW YORK FIRE INSURANCI 
Rating Organization has announced 
it will withdraw its petitions for 
judicial review of the deviations 
filed by Allstate Insurance Com- 
pany for commercial risks and by 
the Insurance Company of North 
America on dwelling risks. The or- 
ganization still holds that the rates 
are inadequate but feels that the 
issues are similar to those decided 
in the review of Allstate's dwelling 
rates last July. 
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QUESTION | 


(a) “A,” on April 10, 1955, pur- 
chased a public liability and prop- 
erty damage policy from “D,” an 
authorized agent of the “C” In- 
surance Company. When the policy 
was about to expire “B,” the agent, 
mailed a renewal policy to “A” for 
the next vear, and accompanied the 
policy with a letter which read, in 
part, that if “A’’ did not desire the 
coverage he should return the policy. 
“A” did not return the policy, pay 
the premium, or obtain other cover- 
“B” did not demand the re- 
turn of the policy or send a cancella 
tion notice to “A.” Discuss the legal 
basis for your answers to each of 
the following questions which arose 
on June 10, 1955: 

(1) Is “A” now legally liable for 
the premium on this policy ? 

(2) Will “C” Insurance Company 
be legally bound to reimburse “A” 
in the event of a loss on June 9 
caused by an insured peril under the 
terms of the policy ? 

(b) The “X” Insurance Company 
was incorporated and licensed to 
do business in State “Z." Without 
obtaining the necessary authority 
under the statutes and regulations 
of State “Y” and “X” Insurance 
Company started to do business 
there. It issued a policy of insurance 
to “D,” a resident of State “Y.” 
\nswer the following two questions, 
setting forth 
fully : 

(1) If “D” does not pay the pre- 
mium on this policy can the “X” 
Insurance Company effectively bring 
an action against him for it? 

(2) If *D” pays the premium and a 
loss covered by the terms of the 
policy is the “X” Insurance Com- 
pany legally liable on the contract ? 


age. 


vour legal reasons 


Answer 


(a)(1) The question whether “A” 
is liable for this premium depends 
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candidate had a choice. 


be required, Credit was 


date’s knowledge. 


DEAN'S NOTE 


This composite set of answers to the June 1958 Chartered 
Property Casualty Underwriter examinations given by the 
American Institute for Property and Liability Underwriters, 
Inec., has been prepared from the papers of the examinees. 
Editing was necessary to assemble each composite answer and 
present it in condensed form. However, the content in some 
cases is more complete than was required for a high grade and 
answers have been given to all the questions even though the 


It should also be mentioned that although these answers 
have been taken from meritorious papers, they are not neces- 
sarily perfect. Many of the questions involved judgment on 
the part of the candidate and no hard and fast solution could 
given for the reasonableness of the 
answer and the exidence of intelligent application of a candi- 


Candidates are cautioned not to rely on this set of questions 
and answers as a method of direct preparation for the C. P. C. U. 
examinations. They may be useful as a guide to the type of 
questions asked and the content of answers desired by the 
Institute, but they cannot be a substitute for thorough study and 
mastery of the subject matter of the Institute’s curriculum. 


on whether or not “A” 
the offer ot the 
through its 


accepted 
made 
the 


company, 
agent, to renew 
coverage. 

If “A” had an understanding with 
the agent, at the time the original 
policy was taken out, that the agent 
would keep him until 
further notice, then the sending of 
the policy would have been an ac 
ceptance of “A’s” continuing offer 
and a contract would exist. 

On the other hand if there were 
no such understanding, then an ac- 
“A’s” part must be 
is to be bound. An 
than a 


covered 


ceptance on 
found un 
acceptance is 
decision. An 
communicated. 


more mental 


acceptance must be 
Normally 
does not constitute an acceptance and 
if a policy is sent without anv re 
quest or prior dealing the silence of 
the recipient would not constitute 
an acceptance. In this 
ever, there was one prior dealing 
and it iS necessary to 


silen e 


case, he w- 


] 


whether failure to reply, un 


der the circumstances of this par 


ticular case, constituted ac- 
ceptance. In other words, it may be 
that “A” intended his silence to con 
stitute an acceptance. 

There are two factors in this fact 
situation that tend to show that “A” 
intended his silence to act as an in 
dication of his intention to accept 
the second policy. In the first place 
“A” did not obtain other coverage. 
If we can assume that he, as a rea 
sonable person, intended to keep his 
risk covered this would tend to show 
an acceptance of the second policy 
In the second place it might be ob 
served that the question did not arise 
immediately after the renewal policy 
sent but 
months later. 


was approximately two 
It would not, under 
these circumstances, be at all caprici- 
ous for a court to find that ‘“A’s” 
failure to speak for this length of 
time constituted a communication to 
the agent of his, “A’s,” intention to 
keep the renewal policy, and that 
intended this result 


In the 


event the court deter- 
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mines, as indicated in part (1) of 
this answer, that “‘A’s”’ silence was 
a communicative act and constituted 
an acceptance, there is no doubt but 
what the company is bound. The 
fact that the premium has not been 
paid is immaterial, for it can be 


deducted from “A’s” recovery un- 


der the terms of the policy. In the 
event, however, that it is determined 
that “A’s” silence did constt- 


tute an acceptance, a serious ques- 
tion is presented. 

If “A’s” was not an 
ceptance there was no contract. If 
there was no contract the company 
cannot be held liable on the basis 
of a contract. However, there is still 
the possibility of an estoppel to deny 
the effectiveness of the policy being 
raised against the company. The 
very difficulty of ascertaining the 
true intention of “A” might impel 
the court to give him the benefit of 


silence ac- 
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the doubt by enforcing the policy, 
and subject the company to the risk 
which, in any event, it appears to 
have been happy to incur while there 
was no loss in prospect. 

(b)(1) It is a general rule of cor- 
poration law that all corporations 
that desire to do business in states 
other than the states in which they 
were incorporated must receive the 
permission of the new state. Gen- 
erally, any contract they make in 
such foreign state without first hav- 
ing obtained the approval of that 
foreign state to do business there is 
void and unenforceable by them. 

These general principles apply as 
well to corporations in the insur- 
ance business. Indeed, in the case of 
the insurance business the policy 
would appear to be stronger, be- 
cause of the public interest in pro- 
tecting policyholders from the risk 
of doing business with companies 
that do not uphold financial stand- 
ards deemed to be necessary and 
essential by the foreign state. 

To extent the answer to 
the question depends on the nature 
of the statute involved. If the 
statute makes contracts by un- 
licensed insurers void, the imsurer 
cannot collect. If the statute forbids 
the entrance of unlicensed insurers, 
the insurer cannot collect. On the 
other hand, if the statute merely 
penalizes the doing of business with- 


some 


out a license, there is authority for 
the proposition that the named 
penalty is the only one intended to 
have been imposed by the legisla- 
ture, and therefore the company can 
collect the premium. Failure to col- 
lect would, under this view consti- 
tute a second penalty, not authorized 
by the legislature. It would appear, 
however, that the preferable rule is 
that the unlicensed 
collect from “D.” 


(2) 


insurer cannot 


If “D" pays the premium, the 
Insurance Company is liable 
despite the fact it is not licensed to 
do business in State “Y." This re- 
sult, again, accords with general cor- 
poration law. While the unlicensed 
foreign corporation cannot, usually, 
collect on a contract, the citizen of 
that state may enforce the contract 
against the unlicensed foreign cor- 
poration. 

Once more, however, the statute 
must he inspected. Tf the statute in 
volved contracts void, 


makes such 
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then neither party, the insured nor 
the company can enforce it. Under 
any other type of statute, however, 
the insured, surely, can enforce the 
contract against the company. The 
very purpose of requiring foreign 
corporations, including foreign in- 
surance companies, to obtain. state 
permission before starting to do 
business in those states, is to protect 
the citizens of the state. Not to per 
mit the insureds to recover would, 
therefore, run contrary to the very 
policy of the statute. 

The fact that the insurance com- 
pany comes from another state does 
not make it impossible to sue that 
corporation, Not only can the cor 
poration be sued in the state in which 
it has started to do business, but it 
can also be sued in its home state as 
well. 


QUESTION II 


(a) “A,” acting as agent for “BRB,” 
entered into a contract with “C" for 
the sale of certain goods to “Cl? "A" 
Was to receive a commission on the 
sale from “B” at the time of pay- 
ment. “D,” a competitor, know 
ingly misrepresented the quality of 
“A’s” goods, and induced “C" to 
break his contract with “A. Answer 
the following questions, and = dis 
cuss fully the legal points involved: 
(1) Does “B" have action 
against “ID” for the damage caused 
him by “C's” breach of contract ? 
(2) Does “A” have action 
against “ID” for the loss of his ex 
pected commission 7 

(hb) “S” was the secretary of the 
Building and Loan Association 
which was authorized by its charter 
to “lend money on the security of 
first mortgages on improved real 
estate in the State of “Z." “S" was 
also a licensed agent of the “Y" In 
surance Company. “S” sold) insur- 
ance in his spare time and many 
of his clients were persons whose 
mortgages were held by the “XN” 
Building and [oan Association and 
whom he came to know through his 
work for the association. When the 
board of directors of the “NX” Build 
ing and Loan Association discovered 
that had earned commissions 
from policies sold to their mort 
gagors, they demanded that he turn 
the commissions earned from such 
sales over to the association, claim 
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ing a breach of his duty of loyalty. 
Discuss fully all legal aspects of the 
directors’ contention. 


Answer 


(a)(1) Yes, has action 
against for causing and induce- 
ing “C" to break his contract with 
“A” which was made as agent for 
“A” First, we will assume that 
the agency was disclosed and_ the 


contract was valid. If so, it was a 


property right in which “B” had an 
an interest. “D" is not liable to “B" 
on any contract theory for he had 
no contract with did, 
however, interfere with a property 
right of “B.” 

Certain duties are imposed on per 
sons by law. A failure to honor 
these duties is a tort. These duties 
include the rule that one must not 
interfere with the person, property 
or reputation of another. Here ‘D” 


‘Conti: sed 
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has interfered with a property right 

of “B” and this is a recognized tort. 
This tort has acquired a name. It 

is the tort of inducing breach of 

contract. 

which 1s aimed at causing a contract 


The tort involves conduct 
to be broken. The tort is committed 
even though the reason for inducing 
the breach is in order to sell one’s 
own wares. It is quite legal, proper 
and acceptable for one to extoll the 
virtues of what one is selling, but 
it is improper for one, in order to 
sell his own goods, actively to mis- 
represent the qualities of another’s 
goods that are already the subject 
of a contract. 

(2) “A” also has an action against 
“PD” for the loss of his expected 
ordinary cir- 
is entitled to 
his commission immediately upon 


commission. Under 


cumstances an agent 
getting a willing buyer and a willing 
seller together. This had been done 
by “A.” “A” 
to his 


therefore was entitled 
the time of 
interference with 


commission at 
“D's” action 
this contract interferes with a right 


as a reasonable man, can expect that 


in which “A” has an interest. 
‘A’ might be injured by his action, 
A” to the 
extent of “A’s” loss. This is particu 
this 


and therefore is lable to 


larly where “A” 


was to be paid his commission at 


true in case 
the time of final payment by the cus- 
tomer and therefore, apparently, will 
not be compensated by his employer. 
(b) The contention of the directors 
runs into two separate and distinct 
problems 


lirst, there is the ques- 


tion whether the secretarv breached 
his duty of lovaltv in anv way. See 
ond, there is the question whether, 


assunung he did breach his duty of 
lovalty, the corporation mav lawfully 
demand the commissions from him. 


The question whether the secre 
tarv breached lis duty of lovalts 
depends, in large measure, the 
extent to which he ompeted with 


the corporation or availed himself 
of a corporate opportunity 
the 
Insurance 


In this 


case secretary was licensed 


agent Phe ec 


were earned in accordance with the 
privileges granted by his license. If 
he did not meet. the statutory re 


The Conde ot the 


insurance business of the 


quirements for 
jurisdiction 


in which he was acting, that would 
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be of no concern to the corporation, 
but a taken up 
tween the appropriate administrative 
the 
of insurance, and the secretary. The 


matter to be be- 


agency, such as commissioner 
corporation, on the other hand, was 
not in the insurance business. There 
was no way in which the corpora- 
tion, which was authorized to “lend 
money on the security of first mort- 
; the State of ‘Z’,” could 
e earned a legal insurance com- 
The therefore, 
Was not in competition with the cor- 


gages in 
hay 

mission. secretary, 
poration of which he was an agent 
and officer, and did not avail him- 
self of a corporate opportunity to the 
detriment of the corporation, 

It may be that the secretary so 
conducted himself in the conduct of 
his insurance business that 
guilty 
nature which cast deleterious reflec- 


he was 
of misrepresentations of a 


tions on the building and loan asso- 
ciation. In such a case the corpora- 
may have ground to 
dismiss him from his post, but would 
not thereby be entitled directly to 
his commissions. 

In any event the building and loan 
association was not 


tion good 


licensed to en- 
gage in the insurance business. It 
would, it appears, have been illegal 
and unauthorized for the secretary 
to have arranged to turn over all or 
part of his commissions to his cor- 
poration, On that theory it is diffi- 
cult to see even if he were 
guilty of a breach of lovalty, the 
building and loan could demand all 
or any part of his commissions. 


how 


QUESTION Ill 


partners ina 


and “EK” 


retail business. 


were 
The 
partnership agreement expressly pro- 
vided that **¢ was to do all the 
purchasing for the business. In vio- 
lation of the agreement “D” entered 
into a with “S,” who was 
unaware of the provision in the part- 


contract 


nership agreement, for the purchase 
the usual 
course of business of the partnership. 


of items to be sold) in 
Is the partnership bound on_ this 
contract 2 Why, or why not ? 

and 
a business and the entire capital of 
820,000 had been 


were partners in 


put up by 
Nothing was stated in the agreement 
concerning the division of profits or 
\fter they had been in bust 


losses 


ness for one year the partnership 
dissolved leaving $14,000) in 
capital. What are the rights and 
liabilities, if any, as between “F”’ and 
“G"? Explain fully. 

(c) “H,” “I” and “J” formed a 
“closed” corporation and passed a 
by-law which provided that shares 
of stock could be transferred only 
with the approval of the board of 
directors. “J” transferred his shares 
to who was this 
prov sion, request to have his 
name entered on the books of the 
corporation as a shareholder was re- 
fused because the approval of the 
board of directors had not been ob- 
tained. Can “K” legally force “H” 
and “I” to recognize him as a share- 
holder ?, What are the legal remedies 
of the various interests involved in 


Was 


unaware of 


this case? Explain. 


Answer 


(a) The partnership is bound on 
the contract of purchase made 
by “D” on its behalf, despite the fact 
that the partnership aggreement pro- 
vided that another partner was to do 
all the purchasing for the business. 

It is basic to the theory of the 
partnership form of business organt- 
zation that all partners are agents 
for the partnership in the ordinary 
course of the partnership business. 
Between the partners, of course, a 
separation of functions may be 
agreed upon, and failure to comply 
with such an agreement may consti- 
tute a breach of the partnership 
agreement and thereby lav the 
groundwork for a rightful dissolu 
tion of the partnership, or for an 
action for damages if the unauthor- 
ized action results in a loss. 

The question here, however, is the 
effect of such an unauthorized action 
on the rights of a third person. In 
this case the outside seller, ““S,” was 
unaware of the contents of the part- 
Therefore “S” 
was dealing innocently with “D” on 
the assumption that “D” the 
authority to bind his’ partnership 
since the contract was of an item, 


nership agreement. 


“to be sold in the usual course of 
business of the partnership.” It is 
true that “D"’ did not have actual 
authority to make the purchase, but 
the partnership will be bound none- 
theless because it had not given “‘S” 
notice of the limitation put on “D's” 
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“Dy 
concerned, had the apparent author 
ity the purchase, and the 
partnership, we might say, will be 
estopped from denying “D's” au 
thority to make this purchase under 
the circumstances. 

(b) “G" has no rights against “F,” 
but 
from “G." 

According to legal 
partners share profits equally in the 
to the 
1addition it is assumed that 
they are to share losses in the 
proportion. that 
In this case the agreement was silent 
the question of the 
profits or and therefore 
ire both 


authority. far as “S” 


to make 


oft agreement con 


trary. 
profits are shared 
on 
losses, 
general rule applies. They 
to be shared equally. 

Che 
capital of $20,000, contributed 
tirely by “EF.” The partnership 
wound up with capital of $14,000 
The loss sustained therefore, 
ing all liabilities had 
charged, was $6,000. If 
to be shared equally, “G" 
sible for one-half of this 
“EF.” Although the creditors 
a perfect right to invade 
of the partnership in order to obtain 
payment, 
to pursue “G" 


en 


assum 
been dis 


losses 


have 


has his right, 


which is “G's” share 
Yeo: 
and "i" 
holder. 
Two problems 
this statement 
whether the restraint on the 
of the valid; and 
whether sufficient notice of 


purchaser 


SS 


of the 


to recognize him as a share 
are presented by 
Of tacts: 
stock is second, 
the re 
straint was given to the 

The restraint, by its terms, 
that the stock could only be 


said 
trans 


Was 


has a right to receive $3,000 


authority, | 


same 


division of 
the 


vartnership started with a 
| 


are 
is res} 
k to 


all assets 


in turn, 
for the sum of $3,000, 


can legally force “Hl” 


birst, 
transfer 


ferred with the approval of the board 


directors. This restraint is 
to be valid. 
restraint a shareholder could, 
reason other than the 


ot 
broad 


arbitrarv de 


too 
By means of this 
for no 


sires of the majority of the board of 


directors, 
stock to 


be kept 


anyone, 


from. selling 
Stock 


his 
transfer 


restrictions are upheld in closed cor- 


porations for proper purposes, but 


an absolute restraint 
contained 1s 
Phe 


e stock transfer 


one here against public 


policy. general validity of re 
sonabl rest: 
itself an exception to the 
of the 


alie 


antipathy 


courts toward restraimts o1 


such as the 


ICTIOTIS Is 


nation, but a restriction that could 


COUNTY 
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Rates for all territories are on a single 
‘ard. Red tape has been cut by waiving 
$10,000 or less. 
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C.P.C.U. Questions——Continued laws. In this case, therefore, even 

if the restraint had been a reasona 
result in the arbitrary impoverish- ble one, the purchaser, not having 
ment of a shareholder is not one — been put on notice of its existence by 
that the courts will choose to uphold. — the prescribed means, would not be 

In addition, by the terms of the — bound by its provisions. 

Uniform Stock Transfer Act it is 
required that notice of the restraint QUESTION IV 
on alienation of stock certificates 
must be contained on the certificate Give a short answer to each of 
itself The purpose 


f this require- the following questions, and include 
ment is to put purchasers on notice a reference to the standard fire pol- 
of these facts, and to avoid the icy provision involved together with 


question whether they must ascer- a statement of the legal validity of 


tain for themselves the appropriate — the insurer's contention. 
provisions of the charter and by (a) The Company insured 
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premises against loss by fire until 
noon of January 15) whereupon 
Company “B's” policy became etfec- 
tive. A fire broke out in the premises 
at 11:45 a.m. and continued until 
3:00 pan. The “A” Company con- 
tends the “B” company should share 
in the payment of this loss. 

(bh) A fire in the premises threat 
ened its entire destruction. The 
insured would have had time to re 
move furniture and other insured — 
items outside to a safe position, but 
was fearful of doing so because a 
large crowd of strangers had 
gathered, some of whom, he was 
afraid, might steal the articles. The 
insurer denied liability on its con 
tents coverage 

(¢) explosion caused by fire 
occurred a short distance from “‘A’s” 
premises insured under a standard 
fire policy. The concussion broke 
windows in “A’s” premises. “A’s” 
insurer denies liability for his loss. 
(d) A fire occurred in an insured 
home on April 1. The insured 
moved his furniture out because the 
house was not fit for occupancy. The 
insurer settled the claim by payment 
on April 20. The insured did not 
repair the home, having decided to 
put it up for sale. On August 28, 
while the property was vacant and 
not vet sold, it caught fire again. 
The tire policy had not vet expired, 
but the insurer denied liability. 

(e) The named insured filed a proof 
of loss with a fire insurer on which 
liability was denied on the basis the 
policy had been cancelled. A notice 
of cancellation had been sent to the 
insured by letter dated May 1, and 
correctly addressed, but was never 
received by the insured. The in 
surer claims that this notice was ef- 
fective and further that the insured 
had been notified by telephone on 
May 1 that the notice was being 
sent. The fire occurred on May 15. 


Answer 


(a) The poliey provision here in 
volved concerns the duration of cov- 
erage. The contention of “A” 
Company that “B™ Company should 
share in the payment of this loss 
is incorrect. Although the fire ex 
tended into the period insured by 
the Company, the fire: started 
before the time that Company's 
coverage attached. The insured 
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event is the starting of the fire, and 
the consequences thereof. The fire 
having started during the term of 
“A” Company's coverage, they are 
responsible for all the loss directly 
caused by that fire, despite the fact 
that the fire continued to rage after 
the expiration of the term of its 
policy. The “B" Company, on the 
other hand, was not on the risk at 
the inception of the fire and there- 
fore is not responsible for any ot 
the loss. 
(b) The policy provision here in- 
volved concerns the requirement of 
the insured to take all reasonable 
means to protect and preserve the 
insured property. In the circum- 
stances of appears, at 
first glance, that this duty has not 
been undertaken by the insured and 
that therefore, having breached this 
condition of the policy, he has lost 
his coverage as to any aggravation 
of loss resulting from his failure. 
However, it must be kept in mind 
that the company would be respon- 
sible, according to authority, for loss 
of the insured property by theft if 
it were removed frora the premises 
for its protection and taken by third 
persons. This is true despite the 
fact that the policy, by its terms, 
specifically excludes theft and covers 
the risk of fire only. The reason ts 


this case it 


because, since the insured has a duty 
to remove the goods in order to save 
them from fire loss, the subsequent 
loss by theft would he traceable di- 
rectly to the fire. This is treated as 
an exception to the policy provision 
that states that the company. shall 
not be lable for loss by theft. 

There is room for difference of 
opinion in deciding this question but 
it would appear that if the conclu- 
sion of the 
to let the 
house was 


insured as a layman 
the 
reasonable 
feeling, under the circumstances, that 
this was the lesser of the two risks 
or that he would not be reimbursed 
for loss by theft, the company should 
be required to reimburse him for 
this loss. 


remain. in 
based on a 


property 


(c) It is clear that the loss covered 
by a fire policy is not, in the last 
analysis, restricted to those things 
This 
is true because the fire policv has 
been interpreted to include coverage 
for loss which is the direct 


actually consumed by flames 


conse- 
quence of fire. 
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Ohio Farmers Companies 


Ohio Farmers Insurance Company + Chartered 1848 
Superior Risk Insurance Company »* LeRoy, Ohio 


GROWTH: 


For over 110 years, Ohio Farmers 
has been growing in size, in serv- 
ice to policyholders and in service 
to you the insurance agent. If 
you'd like to represent this mod- 
ern, progressive company and 
assure yourself a successful fu- 
ture, drop us a line. 


The basic test of the company’s 
liability is whether there is a physi- 
cal and close connection between the 
actual fire and the loss. In this case 
broken, it ap- 
pears, as a result of a chain reaction 
started by 
explosion. 


the windows were 
a fire, which caused an 
Concussion, rather than 
fire, would probably be considered 
to be the proximate cause of this 
loss. This case is, in a small way, 
comparable to the Black 


which 


famous 
1916 in 
case it was decided that concussion 


Tom explosion of 


damage to a canal boat one thousand 


feet away from an explosion caused 
by fire was not covered 

The Black Tom case, to be sure, 
was catastrophe, and it can hardly 
that 
the insurer ever contemplated the 
possibility of 


be said either the insured or 


such an event as a 
natural, inevitable result of a fire 
Where the parties, however, are in 
closer proximity to each other, and 
the not entirely 
unprecedented, it may be that a con 
trary result would not be incorrect 


where accident is 


(hb) The poliey provision involved 
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C.P.C.U. Questions—from page 77 


is the vacancy clause which states 
that the company shall not be liable 
for loss “while a described build- 
ing... vacant or unoccupied 
beyond a period of sixty consecu- 
tive days. 

Taken literally the sixty’days had 
expired by the time of the loss for 
the insured moved out on April 1 
and the tire occurred on August 28, 
a period of four months and 28 days. 


STATEMENT OF THE OWNERSHIP, MANAGE- 
MENT, CIRCULATION, Efc., REQUIRED BY THE 
ACT OF CONGRESS OF AUGUST 24, 1912, OF 
BEST'S INSURANCE NEWS, FIRE AND CASU- 
ALTY EDITION, published monthly at Rensselaer, 
N. Y., for October |, 1959. 


State of New York, County of New York, ss.: 
Before me, a Notary Public, in and for the state 
and county aforesaid, personally appeared Arthur 
Snyder, who having been duly sworn according 
to law, deposes and says that he is the business 
manager of BEST'S INSURANCE NEWS, FIRE 
AND CASUALTY EDITION, and that the following 
is, to the best of his knowledge and belief, a true 
statement of the ownership, management and 
circulation of the aforesaid publication for the 
date shown in the above caption, required by 
the Act of August 24, 1912, embodied in Section 
411, Postal Laws and Regulations, printed on the 
reverse of this form, to wit: 


|. That the names and addresses of the pub- 
lisher, editors, managing editor and business man- 
ager, respectively, are: Publisher, Alfred M. Best 
Company, Inc., Executive Offices, 75 Fultcn Street, 


New York, : Editors, Joseph P. Byrne, 
Andrew J. Gavey, Thomas J. Lewis; Managing 
Editor, Chester M. Kellogg; Business Manager, 


Arthur Snyder: all of 75 Fulton Street, New York, 
N.Y. 


2. The owner is Alfred M. Best Company, Inc., 
75 Fulton Street, New York, N. Y.; and the owners 
of 1% or more of the stock are: Gertrude V. 
Ammermuller, 235 West !02nd Street, New York, 
N. Y.; Mildred B. Baird, 36 Prospect Ave., Mont- 
clair, N. J.; Voting Trustees Under the Will of 
Alfred M. Best, 75 Fulton St., New York, N. Y.; 
Randolph C. Betts, Montreal, Canada; Clem & 
Company, Boston, Mass.; Lillian R. Floegel, Ill 
Stratford Ave., Garden City, N. Y.; Andrew J 
Gavey, 75 Fulton Street, New York 38, N. Y.; 
Kellogg & Company, Westfield, N. J.; Alice L. 
Kellogg, 615 Tremont Avenue, Westfield, N. J.; 
Chester M. Kellogg, 615 Tremont Avenue, West- 
field, N. J.; Wilhelmina J. Kellogg, 603 Tremont 
Ave., Westfield, N. J.; Frank J. Matre, 10 South 
LaSalle St., Chicago, IIl.; John R. McElraevy, 394 
Porter St., Manchester, Conn.; Raymond T. Smith, 
10 South LaSalle St., Chicago, Ill.; Vance C. 
Smith, 20 North Wacker Drive, Chicago, Ill.; 
Arthur Snyder, 75 Fulton St., New York, N. Y.; 
Kathryn Snyder, Garden City, N. Y.; Elma W. 
Thomas and Joan W. Thomas, Indianapolis, Ind.; 
William E. Whitney, 130 Clifton St., Belmont, 
Mass 


4. That the two paragraphs next above, giving 
the names of the owners, stockholders and secu- 
rity holders, if any, contain not only the list of 
stockholders and security holders as they appear 
upon the books of the company, but also, in 
cases where the stockholder or security holder 
appears upon the books of the company as trustee 
or in any other fiduciary relation, the name of 
the person or corporation for whom such trustee 
is acting is given; also that the said two para- 
graphs contain statements embracing affiant's 
full knowledge and belief as to the circumstances 
and conditions under which stockholders and se- 
curity holders who do not appear upon the books 
of the company as trustees hold stock and secu- 
rities in a capacity other than that of a bona fide 
owner; and this affiant has no reason to believe 
that any other person, association or corporation 
has an interest, direct or indirect, in the said 
stock, bonds or other securities than as so stated 
by him 

ARTHUR SNYDER 
Business Manager 
Sworn to and subscribed before me this 24th 
day of September, 1958 
DONALD F. AYERS 
NOTARY PUBLIC, State of New York 
No. 30-5133375 
Qualified in Nassau County 
Commission Expires March 30, 1960 
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Such a_ construction, however, 
would be harsh in the extreme for 
it would require the insured to do 
that which he cannot do, and that is 
to occupy a house that is not fit for 
occupancy. It is clear that he should 
have a reasonable time in which to 
restore the house to a livable con- 
dition. We know that he obtained 
the proceeds of his policy on April 
20. The unknown fact, however, is 
the length of a reasonable period of 
time to repair this particular house. 
If it could have been repaired in one 
month, clearly the vacancy provision 
set forth above came into effect. On 
the other hand if the reasonable 
period of time in which to repair 
was three months, then the sixty day 
period would not start to run until 
the expiration of three months, and 
the vacancy clause would not have 
come into operation. In such an 
event the insured would be entitled 
to collect the damage caused by the 
second fire. 

It might be contended, however, 
that the decision to sell the premises 
is important, if the intention to sell 
and not repair was formulated more 
than sixty days before the second 
fire. One can question, however, 
whether the formulation of an in- 
tention to. sell connection 
whatsoever with the length of a rea- 
sonable time to repair. The problem 
is, basically, from what date does 
the sixty days run. It runs from 
the time the property is or should 
have been made fit for occupaney. 
(e) The policy provision involved is 
that concerning the proper method 
of cancellation of the policy by a 
company. 


has any 


A notice of cancellation must be 
in writing. This is made clear by 
the provisions of the policy, and 
therefore the telephone call was in- 
effective. In the notice 
must be received by the insured in 
order to be effective. Mere proof 
of mailing the cancellation, although 
tending to prove that the insured 
received it, 


addition, 


would not necessarily 
prevail in the face of the insured’s 
denial of its receipt. In such event 
a question of fact would be posed 
for the court, and if the court finds 
it Was not received the cancellation 
notice would not be effective. 


QUESTION V 


(a) “A,” a minor 20 vears of age, 


obtained a bedily injury and prop- 
erty damage policy covering him in 
the operation of his automobile. Be- 
fore he was 21 vears of age he was 
involved in an automobile accident 
caused solely by his negligence while 
joy-riding. The company — then 
learned for the first time that “A” 
was a minor, “A” had not misrepre- 
sented his age. The following two 
contentions are made: 

(1) that the company can disaffirm 
the contract of insurance 
“A” was a minor, and 

(2) that in any event “A,” as a 
minor, is not liable for the damages 
caused by his negligence since his 
parents are liable for his torts. Are 
either or both of these contentions 
correct > Discuss the legal principles 
involved. 

(b) A contractor had agreed to 
build a house according to certain 
plans and for an 
agreed price. Material prices rose 
and the contractor refused to per 
form. The owner promised that if 
the contractor would proceed with 
the construction he would pay one- 
half the increased cost of the ma- 
terial. The contractor agreed and 
a written agreement was signed by 
the parties to that effect. After con 
struction was completed the owner 
refused to comply with his promise. 
Can the 
plain. 
petitors. 


because 


specificat ions 


contractor recover? Ex- 
“and were violent com- 

Realizing that a continu- 
ance of their struggle would bring 
financial ruin to both of them they 
agreed that, on payment of a stipu- 
lated sum, “E” would move out of 
the neighborhood and never return 
to business there. “FE” abided by 
the agreement for six months, when 
he returned and entered the same 
business in the same neighborhood. 
“FE sues for an injunction to re- 
strain “FE” from this activity. Will 
he succeed? Why, or why not? 


Answer 


(a) Both contentions are incorrect. 

The contracts of a minor are not 
void, they are voidable. Were these 
contracts void it would follow that 
neither party would be bound by 
them. They are merely voidable, 
however, and the purpose of this 
policy of the law is to enable the 
minor to escape the results of his 
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contractual folly. The minor is the 
only one, therefore, who can void 
the contract. The other party is as 
fully bound as though the dealing 
was With a person of full contractual 
capacity. 

Although a minor can disaffirm his 
contracts, he is liable for his torts. 
A contract can be disattirmed by a 
minor because a contract requires 
the ability to formulate a contractual 
intent, and that ability is not vet, 
in legal contemplation, fully pos- 
sessed by the minor. A tort, how- 
ever, has different requirements. 
The tort of negligence requires, 
among other things, merely that 
the individual who caused the mjury 
did not maintain that standard of 
care that should be possessed by one 
of his age and experience. “A,” 
therefore, is responsible for his own 
torts if he does not act in accordance 
with that standard of care. 

A parent is not liable for the tort 
of his child unless he actively di- 
rected its commission, or the child 
was on the business of the parent or, 
sometimes, where the child is of 
known dangerous propensities. 
in states where the Family Car Doe- 
trine is in force the parents would 
not be liable in this case for the 
car was owned by the minor and 
not by the parents. 

even if the parents were respon 

sible for the torts of the child, how 
ever, this would not remove the 
liability of the child in any way. 
The parents and child would, on 
that theory, be liable in the alterna- 
tive, 
(hb) The contractor cannot recover. 
The question involves the common 
law doctrine of consideration. The 
doctrine of consideration requires 
that one receive something in return 
for his promise. 

In this case the contractor had 
already agreed to build the house 
according to certain plans and spe- 
cifications. The contract he had en 
tered into placed him under a legal 
obligation. There was nothing in the 
first contract, apparently, providing 
for any alteration in the contract in 
the event material cost rose. 

\fter entering into this contract 
the owner promised to pay an addi 
tional sum equal to one-half the in 
creased cost of material. In return 
for this promise he obtained nothing 
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C.P.C U. Questions—Continued 
new from the contractor. The con- 
tractor was still going to build the 
house he had previously agreed to 
build and which he was under a legal 
obligation to build. The contractor, 
therefore, was giving absolutely 
nothing to the owner in return for 
the owner's promise 

It might be that the 
contractor was giving up his right 
to 


contended 


breach the contract 


and submit 
himself to suit on the part of the 
owner, The trouble with this con- 


tention, however, is that it is 


any additional or different work in 
return for the owner's promise, con- 
sideration could be found. In addi 
tion, some jurisdictions retain the 
doctrine of the seal which could be 
used in order to provide a substitute 
for consideration such 
Some jurisdictions, indeed, permit 
such an alteration to binding 
where the contractor runs into an 
difficulty’ such 
quicksand, and the owner agrees to 
all the 
However, it appears to agreed 
that a rise in the cost of materials 


Cases. 
be 


“unforeseen as 


meet or part of expense, 


be 


the 


with him for a reasonable time and 


same business in competition 


within a reasonable area, the courts 
will enforce it. They recognize 
that the purchaser is interested, 
validly, in protecting the good will 
which he presumably bought with 
the business, and will not permit the 
seller, by competition, to regain by 
stealth what he has just sold openly. 
In this situation, however, there is 
no judicially recognizable reason for 
this agreement in restraint of trade. 
Phe parties desire, solely and simply, 


to eliminate competition between 


gen- does not constitute such an “unfore- themselves. Competition is a lode 
erally agreed that such a right does — seen difficulty” as to warrant a court stone of the law, and the ideals of 
not exist. One has, indeed, the departing from the rigors of the competition are not ones that will be 


power to breach a contract just as 
the power to commit an 
assault and battery. It would hardly 
be contended, however, that an 
agreement not to commit assault and 
battery would be good consideration 


one has 


in return for a promise to pay a sum 
of money for refraining from such 
an act 


classical doctrine of consideration. 
(c) “EF” will not succeed. Contracts 
in restraint of trade are, in general, 
frowned upon by the courts. The 
courts recognize, however, that there 
are instances 


some which re- 


straints of trade perform a valuable 


in 


function. If the purchaser of a busi 
ness, for instance, imposes on the 


departed from in the absence of 
strong equities to the contrary. 
Chere are no such strong equities to 
the contrary in this case, for it is 
merely an attempt by the parties to 
frustrate by what the 
courts, in general, deem to be a bene- 
ficial economic law, 


agreement 


Had the contractor agreed to do © seller a restraint from entering into (To be Continued ) 


REPUTATION i. eventuany 


based on performance; it en- 
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Fire Insurance—Coverage Suspended 
During Period of Increased Hazard 


Standard Marine Ins. Co. v. Peck 
(Supreme Court of Colorado, 1959) 
342 P. 2d 661, 

The insureds operated a hardware 
store in a building owned by them. 
They had a fire insurance policy 
covering the merchandise and the 
building. The policy excluded losses 
occurring the hazard 
is increased by any means within 
the control or knowledge of the 
insured,” 

Just prior to the fire the insureds 
had stocked a display of fireworks 
openly on tables in its hardware 
store. Some boys entered the store 
on a Sunday afternoon. One picked 
up a toy gun, which emitted sparks 
when the trigger was pulled, aimed 


while 


the sparks at various fuses protrud- 
ing from the displayed fireworks, 
with the result an explosion oc- 
curred and the ensuing fire destroyed 
the building and contents 

The claim was denied on the basis 
of the risk, and the in- 
sureds sued for their loss 
tried to the 


increased 
The case 
Was 
jury. 


court without a 

The evidence was that the ordi- 
nary merchandise in the insured 
store was of the hardware variety, 
but that there 
demonstrator 


was gasoline in 
lawnmowers and in 
two cans in the basement, that the 
stock included cans of inflammable 
fluid for use in starting charcoal 
fires, and that matches were carried 
in stock. On the basis of this evi- 
dence the trial court's finding was 
“that the carrying of the fireworks 
did not in fact increase the 
hazard.” accordingly 
judgment for insureds. 

On the appeal the Colorado 
Supreme Court reversed and ordered 
the suit dismissed. 


entered 
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The Court analyzed the evidence 
and noted the inflammable fluid was 
all in closed containers and such of 
it as was for sale was “usual mer- 
chandise carried” in oa 
hardware store, and “not to be com- 
pared with” an open and exposed 
display of fireworks, which are 
highly inflammable and explosive in 
character. 


normally 


In concluding that the trial court's 
decision was not supported by the 
evidence, the Court said: “If the of 
fering and display of a stock of fire- 
works the 
ordinary hardware 
store, it 1s difficult to conceive what 
would be.” 

The Court found the pertinent 
language of the policy to be plain, 
unambiguous, and not against public 
policy, and therefore held: “. 
we have no right to relieve one of the 
parties to the contract from its dis 


Was not an increase in 


hazards of a 


advantageous terms by a forced con 
struction or 
provisions 


interpretation of its 
It must be given the 
meaning which a person of ordinary 
intelligence would attach to them.” 


Fire and Extended Coverage—Policy 

Void if Risk Increased—Deterioration 

plus Wind as Cause of Loss—Effect 
of Failure to Cancel Policy 


Danielson wv. St. Paul Fire and 
Marine Ins. Co. (Supreme Court of 
Minnesota, 1959) 98 N. W. 2d 72. 

The insureds owned a farm and 
engaged a farm-management com- 
pany and a tenant farmer to operate 


it. The company was _ responsible 
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for maintenance and repair of the 
farm buildings. 

The inspection, made before the 
policy was issued, stated the barn 
was an older building, should have 
repair to sills, and “Part of 
the roof has apparently been hit by 
wind and has been patched here and 
there.” 


some 


Phe insurer issued a 3-year policy 
which contained two pertinent pro 
visions : one, that the policy was void 
if “the situation or circumstances at 
fecting the risk shall, by or with 
the knowledge, advice, agency, or 
consent of Insured, be so altered as 
to cause an increase of such risks,” 
and, 
erty 


second, “If the insured prop 
shall be exposed to loss or 
damage by fire, the Insured. shall 
make all exertions to 
save and protect same,” 


reasonable 
“wher 
shall 


be held to mean ‘windstorm, evelone 


1 
ana 
ever the word ‘tire’ occurs, it 


and or tornado.’ ” 
By the time the barn collapsed 
two vears after the policy was issued 
the court 
that the 


found it “undisputed” 


barn was “seriously de 
teriorated,” “sills and uprights were 
rotted,” there was “waving” 
roof, the building eighteen 
anches to two feet out of plumb, the 
dloor was seriously out of line and 
could not be closed, and the distor 
tion of the building was progres 
sively such that the pipes from the 
milking machine inside the barn to 
the line into the milk house had to 
be reset twice within a 
before the collapse. 


in the 
was 


few days 

The insurer made repe ated at 
tempts to have the insured repair the 
‘barn, to no avail 

On the subject of wind as the 
cause of the collapse, the facts were: 
“October 1956 an unusually 
windy month and noticeable changes 
occurred in the barn 


Was 


Just a few 


ed n the next page) 
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The Judge Says—Cont 
days before it collapsed there were 
strong winds with very strong gusts. 
On Thursday, the 11th, the wind 
reached twenty-four miles an hour 
with gusts up to thirty-five miles an 
hour. On Saturday, October 
13, there were winds up to a twenty 


nvea 


five niles an hour with gusts of 
thirty-eight, and occasionally forty 
six miles an hour The build 


did not fall then but 
Wednesday, (dctober 
17, a day which was comparatively 
calm.” 


ing, however, 


collapsed on 


When the insured sued to recover 
for the loss, the trial court submitted 
the 
verdict, 


case to a jury 
the collapse ot 
barn resulted from the 


days earlier. 


which, by its 
the 
winds a few 


tound 


The insurer appealed the 
Court, after the facts, in- 
cluding the imsurer’s repeated at- 


tempts to have the insured repair 


reciting 


the barn, then forecast its conclu- 
sion in the case by adding to the 
statement of facts: ‘‘Nevertheless 
defendant) [insurer] continued the 
policy in full force and made no et- 
fort to cancel it until after the barn 
collapsed.” 

Phe Minnesota Supreme Court 
then went on to discuss the two 
provisions of the policy quoted 
above. the point of imereased 


risk, the Court emphasized that the 


insurance company did) not msure 
that the barn 
when insured was in disrepair (with- 
out referring to the difference in de 


gree of disrepair two years later), 


a new or sturdy barn, 
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insurance 
fi ree 


and that “the was con- 
tinued in’ full when, at any 
time, defendant [insurer] could have 
cancelled the policy either entirely 
or subject to reinstatement upon 
completion of the repairs.” (It 
should be noted that the Court made 
the fact that the 
against increased 
void 
Nor 


purpose 


ne reference to 


policy provision 
risk makes the 
the insurer consents. 
reference to the and 
provision particularly 
obviate cancellation in 
insurer's knowledge of 
risk. ) 


policy unless 
was any 
made 
this 
as it might 

event of the 


effect of 


an increase of 


With the second 
policy provision quoted above, 
fining “fire” to include “windstorm,’ 
and the insured to make 
all reasonable exertions to save and 
protect the insured property in case 
is 


reference to 


de- 


requiring 


exposed to loss or damage by 
the Court's only apparent 
answer to the application of this 
the facts of the 
was as follows: 


hire, 


language to case 


“Exposure to loss or damage by 
fire implies an imminent danger to 
the structure either from an existing 
tire which threatens it or 
lowing it to 


from al- 
unsafe. The 
and windstorm are 

We do not. be- 
lieve that plaintitfs [insureds] were 
required to decrease the risk during 
the term of the policy by keeping 
the barn in a condition which was 
superior to that at the time of its 
issuance, Nor were they required to 


become 
from fire 
ident ical, 


risks 
hot 


take greater precautions than were 
at the time the risk was 
originally accepted.” 


necessary 


its discussion of 
this point the Court said the insureds 
“first acutely the 
deterioration four the 
the 
for 


In concluding 
became aware of 
days before 
barn 
Court, when 
charging the with failure to 
the had said, “re 
peated attempts were made to have 
plaintiffs [insureds] repair the barn” 
and, at another place, 
Jinsurer’s] 


( However, 


collapsed.” 
stating basis 
insurer 


cancel policy 


“Defendant's 
that 
‘pair the barn 


repeated 

plaintitfs [insureds] re 
also show that it [tl 
of the 


requests 


le Insurer] was 


aware barn’s condition.” ) 


The imsurer’s appeal failed, and 


the recovery allowed to the insureds 


by the trial court was aftirmed. 
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A DIGEST OF SUCCESSFUL SELLING IDEAS 


PARADE 


Watch them Work 


ONE SALESMAN I know, Floyd 
Secrist, top man in the electronics 
field, takes opportunity to 
watch other salesmen work, 

“Never watched a demonstration 
in my life that didn't teach me some- 
thing,” says he. 

Although Secrist operates in a 
field where salesmen have to have a 
high technical education as well as 
knowledge of he’s 
willing to learn from those in lowlier 
callings. 

Pitch men especially are his 
nestors, and he never passes by an 
opportunity to watch them. 

He studies men in his own or 
allied fields, going with them on 
interviews, observing what they do 
and say, asking questions when the 
interview is over as to the reason 
for certain things he saw. 


every 


salesmanship, 


Socratic Selling 


ONE OF THE BEST SALESMEN I ever 
saw in action, has carried the idea 
of tactful selling one step farther. 

He has developed what 1 call 
Socratic selling, the kind of selling 
IT can imagine that gentle Athenian 
doing if he were a salesman, Soc- 
rates, one of the gentlest men who 
ever lived. 

A graduate of Jaw school and a 
practicing attorney for several years, 
this salesman relies on questions, 
phrased ever so humbly, spoken 
ever so gently, to put across his 
points. 

“Do you see the value of that, 
Mr. Carter?” he will ask. “If such 
and such is true, doesn’t it stand 
to reason that this will accomplish 
the same for vou, don’t vou think ?” 

Always he is deferential, always 
he is quiet, alwavs he sells from the 
prospect’s point of view, rather than 
his own. 

The secret of tactful selling is that 
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it permits the buyer to sell himself 
and a sale made under such condi- 
tions is a sale well made. 

A prospect convinced against his 
will may sign an order, but he will 
begin to regret it the minute the 
salesman leaves. And many times 
by the time the saleman gets back 
to the office the cancellation is await- 
ing him. 
pect makes to himself—is it 
cancelled? Not very often, 


But a sale which a pros- 
ever 


So you see there is everything to 
be said in favor of tactful selling. It 
isn't as spectacular to let a prospect 
sell himself as it is to fly into him 
and force him to buy. But what do 
you want out of vour selling 
sound 


S] 


tacles or business and 


friends ? 


WiLL YOU DO ME a Favor ? 


"Will You Do Me a 
Favor’ 


ALTHOUGH THIS VIEWPOINT is in- 
teresting, it is not new, not original. 
It is, indeed, as old as human be- 
havior, and it has the backing of 
some of the handlers of 
humanity records, 

It was by this method that Ben- 
jamin Franklin accomplished some 


shrewdest 
history 


of his feats of near genius in han- 
dling people. Franklin discovered 
\t logger-heads with 
community leader, 


it by accident 
old 


lranklin had to win him or 


crusty 
lose a 
cause he was espousing. 


So he went to the ancient grouch 
and asked him for a small favor, 
one he was sure the man would be 
glad to grant. 

In granting it, the enemy became 
a friend—and Franklin had learned 
a big lesson in dealing with others. 

“Will favor?” 
there is a question which you can 


you do me a 
use over and over again, and by its 
use win new measures of goodwill 
and respect not a 
orders, 

Ask you 


the favor of looking over the line 


and few nice 


your customers to do 
and expressing an opinion on it, 
because, “I value your opinion so 
highly I know that anything you 
tell me will be of immense value.” 


Asking Their Opinion 


ANOTHER OF 


THE valuable 
things vou can ask is the opinion 
of the buyer. It is, in the first place, 
flattering to him; don't we all like 
to express our opinions 7 


MOST 


Do any 
of us have enough opportunities to 
do so? 

“What do you think of this 
shade?” “Do you like this item?” 
“Would this number go well in a 
town like yours?” “How do you 
think we could go about merchan- 
dising this new line to our best ad- 
vantage like these, 
simple questions, sincere questions, 
will go a long way toward knocking 
down any resistance to you or what 
you are selling, will go farther in 
making you and your goods ac- 
cepted. 

Many know, even 
though they are completely expert 
in their lines, pretend not to be ask- 
ing the advice and opinions and 


questions 


salesmen 


suggestions and help of their pros- 
pects. 

They are the “lazy” salesmen like 
my friend with whom I introduced 
this month’s parade. They are also 
the smart salesmen like my friend. 
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Experience—from page 20 


companies, among which are numer- 
ous large and national 
With such com- 
panies as the Western of Fort Scott, 
Ohio Casualty, Chubb & Son, Gen- 
eral Accident, Fireman’s Fund, 
Atlantic Mutual, Zurich-American, 
Kemper, St. Paul, North America, 
(sreat 


successful 
insurance groups. 


American 
Casualty, to name a few, embarking 


American, and 


into the low-cost automobile field, 
there is no question as to the trend 
of the personal automobile business. 

This is no surprise to us. We 
have had a constant stream of visi- 
tors in our offices during the last 
two or three years—visiting execu- 
tives from many companies, seeking 
to learn “how SAFECO does it.” 
Companies whose representatives up 
to a few years ago fought and 
criticised the General and SAFECO 
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GROUP 


have beaten a path to faraway Seattle 
to try to pick up ideas for their sur- 
vival in the automobile field. 

Next, and very current, is the 
break away of the Travelers and 
Aetna from Bureau methods and 
forms and the adoption of plans of 
their own. These embrace innova- 
tions such as the single limit automo- 
bile policy in which is packaged, at 
one premium, bodily injury and 
property damage, medical payments, 
uninsured motorist coverage, and 
death benefits and, at another pre- 
mium, comprehensive and collision 
insurance. 

On behalf of the Bureau com- 
panies, the National Bureau and the 
National Auto Underwriters Asso- 
ciation have filed similar policies in 
Nebraska, Towa, Missouri, and 
Pennsylvania. The Travelers has 
filed its plan in Nebraska, Iowa, 
Missouri, and Minnesota, and the 
Aetna in Pennsylvania and Missouri. 

These new single limit policies em- 
brace, also, limitations in the cover- 


age—types of limitations which ad- 
mittedly would be constructive 


changes were they adopted by the 
industry as a whole. For instance, 
a limitation which prevents a wife 
collecting from her husband under 
liability insurance, or vice versa, and 
the making of medical payments ex- 
cess insurance to avoid duplicate and 
sometimes triplicate payments are 
logical policy changes. Unfortu- 
nately, until such time as the biggest 
writers of private passenger auto- 
mobile business adopt these changes, 
these limitations may present op- 
portunity for greater sales by our 
chief mmpetition, the direct writers, 


Analyze Plans 


Let us analyze these plans of the 
Travelers, Aetna, and the Bureau 
further. While they adopt the basic 
principles of SAFECO for purposes 
of reducing operating costs, they 
also have adopted merit rating plans 
not unlike the California plan, in 
their efforts to reduce the rates to 
the levels of the direct writers. 
There is no question that such merit 
rating or safe driver rating plans 
appeal to a great many buyers of 
personal insurance. 

But there is no merit rating plan 
that is not eventually a demerit rat- 
ing plan for almost 


every pe licy- 
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holder! In the meantime, it seems 
to us that the additional operations, 
both in underwriting and processing 
with respect to merit rating, will 
prove very costly to the companies 
using such plans. 

The addition, has 
adopted a special rate approximately 
10% under Class 1A for a car driven 
less than seven thousand five hun 
dred miles per vear. 


“ravelers, in 


Anyone, and 
particularly agents who have been in 
the business any substantial length 
of time, will recall the difficulties at 
tendant upon this method of rating 
when applied many years ago. Like 
merit rating, it involves the same 
basic problems—namely, that any 
about a risk which are not 
easily determined and accurately de- 
veloped through an application will, 
first, make for great additional oper 
ating expense and, second, still will 
result in a depression of the average 


facts 


rate level with resulting adverse ef- 
fect on the loss ratios. 


States 


Admittedly, these plans of the 
Bureau, Travelers, and Aetna are 
considered even by those companies 
as being “experimental.” For in 
stance, to quote from the announce- 
ment by Mr. Guy Mann, senior 
vice president of the Aetna, “We 
and the other companies needed 
‘test’ where experimental 
ideas could be tried out in the mar 
ket place without exposing the in 
dustry countrywide to untested 
programs. As soon, however, 


states 


as the pattern becomes clearer, and 
if it shows that one or more of these 
experimental plans is accomplishing 
its objectives, we will spare no ef- 
fort to make them available as 
promptly as possible to our agents 
in other states.” 

We feel that all of our agents 
should gain greater confidence in 
the SAFECO Plan when compared 
to these plans. 
SAFECO is an unqualitied success 

not an experiment, 

However, all of these new plans 
for meeting the direct writer com 
petition, as well as ours, cannot help 


experimental 


but have some etfect on new sales 
by our agents. We believe the Cah 
fornia developments prove this, 
where even the direct writers com- 
plain that they are not able to make 
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their quotas of new sales because of 
the advent of the safe driver rating 
plan and its availability through one 
or more companies to every agency 
in the state 
The “big” users of SAFECO of 
course have so well identified them- 
selves with SAFECO and General 
that they are less vulnerable to the 
\nd cet 
tainly they are best geared to combat 


loss of present business 


the present drives of the new plans 


It is not too late (but time is 
running) for agents who have 
SAFECO but have not featured it 
the 
“cost” advertising and 
allied sales efforts of the new com 


to capitalize upon 
“price” or 


increasing 


petitors and by use of our advertis 
ing, which has proven so successful 
for many of our agents, especially 
when tied to effective selling meth 


ods. Our advertising, merchandis 


NORTH AMERICAN 
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Experience—Continued 


ing, and planned selling ideas are 
the products of research and _ plan- 
ning by our companies, backed by 
many years of outstanding results. 
Our plan is not an experiment; it 
has been tested by experience. 


May be Short Lived 


It could be that the overly com- 
plex plans of the Travelers, Aetna, 
and the Bureau, particularly the 
class plan changes and merit rating, 
will prove so costly to administer, 
plus failing to pre duce expected pro- 
portions of business in each merit 
rating group, that the resulting high 
loss and expense ratios may make 
their short-lived. These 
companies in their experiments have 


low rates 
yet to meet and solve the many pro- 
cessing and other problems that are 
headaches to agent and company in 
trving any new plan 

While advising not to underesti 
mate the threat of these new com- 
panies, at least at present, we must 
not for a moment take our eyes off 
the direct writers. Let's appraise 
their current position as to volume 
and the per cent of the cars insured. 
Kach year, the big four (Allstate, 
State Farm, Farmers Exchange, and 
Nationwide ) their 
proportion of the business substan- 
tially and, at the close of 1958, had 


have increased 


17% of the automobile premiums of 
the United States. It is stated that 
all direct writers combined have at 
least 35° of the automobile busi 
ness of the nation, which could reach 
as high as 60% of the private pas 
senger business only. 

In the first half of 1959, the direct 
writers are proceeding on a “busi 
usual” Their 
tinuous drives for al] lines through 


ness as basis con 
their methods of contact—contact 

CONTACT resulted in a 
15!3.% increase in writings for Na 
tionwide Mutual, 13.6°7 for State 
Farm, 32% for State Farm Fire & 
Casualty, and 13.4¢°¢ for Allstate. 
Actually, Allstate and State Farm 
alone will increase their premium 
writings at least $100,000,000. this 


have 


vear, Which, when lapses and cancel 


lations are considered, means new 
business writings of $200,000,000 at 
least. All of this is business being 


removed from the market of our 
agents. 
It is time for the agent to cast out 


once and for all any belief that he 


can survive solely through the re- | 
vered idea of selling himself even “ 
the the company 
name, which after all is the real | 
strength behind the policy. From 
now on success will reward the agent 


submersion of 


who recognizes the changes in ad- 


vertising, merchandising, and dis- | 
tribution of 
(and other lines in increasing vol-| 


and about | 


automobile insurance | 


ume ) does something 
these changes. 

It will continue to be our com- | 
pany's policy to analyze every new 
plan as announced—the form of 
policy, rating methods, underwrit- 
ing ideas, plans for selling, and plans 
for distribution and processing. The 
best of each will be considered for 
adoption, 


DOCTOR HONORED 


Dk. THOMAS A. 
American 


pooLeYy, youthful 

doctor 
for his work 1n 
been announced as recipient of the 
Mutual of Omaha Award. 
The Award, given for outstanding 
contributions in the field of health 
and/or safety, consists of $10,000 
and a gold medal. Dr. Dooley re- 
ceived the honor for his outstanding 
contributions to the peoples of the 
free world. With Dr. 
anduras he has been a driving force 
in the founding of MEDICO (Med 
ical International Cooperation Or- 
ganization), which brought 
medical aid to millions of people 
throughout the world 


jungle who is 


famous Laos, has 


( riss 


Peter Com- 


has 


FIRE PREVENTION FILMS 


Two NEW TEN-MINUTE fire preven- 
tion color films, one for primary and | 
elementary school children and the 
other for adults, have been added 
to the film library of the National 
Board of Fire Underwriters. ‘Pen- 
elope Changes Her Mind” is an 
animated which tells the 
children what causes tire and other 


cartoon 


facts about it. “The Challenge,” for 
adults, is a revised version of the} 
National 


“Crimes of 


Roard’s film, | 


Prints | 
will be available shortly through the | 
Bureau of Communication Research, | 
Inc., West 25th Street, New 


popular 


Carelessness. 


267 


York 1, N. Y. and the Board’s San 


Francisco office, 


FREE 


OF OUR FAMOUS 


INTERLAND! CARTOONS 


So many agents have requested that we 
make copies available for framing, that 
we have decided to reprint the entire 
series of 12 Interlandi cartoons you have 
been seeing in 1959 Bituminous ads. 
These will be reproduced on beautiful 
white matte stock (picture only, no ad- 
vertising message) and will be available 
about the first of the year. Use the 
coupon below to reserve your set free. 


i cartoons. 


understand these will be sent early in January, 1960. 


Please reserve for me a set of your Interland 
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“You mean to say you and the ‘special’ together 
couldn’t get the business?” 


Doubling up on manpower avails little | a Bituminous man, “he has the reputa- 
unless the company man is an under- tion of having dried the tears of many 
writer with authority. Bituminous has an agent languishing at the stone wall of 
no “specials.” Instead, Bituminous has = workmen’s compensation problems.” 
underwriting specialists with the knowl- 
edge and the authority to offer individu- 
ally tailored rating plans for your 
important compensation risks. Following Bituminous maintains strategically located branches 
Bituminous’ philosophy that everv cov- or general supervisory agents at Atlanta, Belleville, 
Birmingham, Charlotte, Chicago, Coral Gabies, 
erage should be appraised on its own Gebel, Lede 
basis, your Bituminous man can develop ville, Milwaukee, Minneapolis, Nashville, New 
and offer a plan acceptable to the in- penetra oe Pittsburgh, Richmond, 
sured, the agent and the company. As 
a noted insurance editor recently said of 


-) Bituminous poration 


a BITUMINOUS FIRE AND MARINE INSURANCE COMPANY ¢ ROCK ISLAND, ILLINOIS 
Specialists in Workmen's Compensation 
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ROBERT A. RENNIE 
Vice President 
Nationwide Insurance 


DAM SMITH, the man who 
developed the basic prin- 
ciples of our private enterprise SyS- 
tem, once wrote: “Consumption is 
the sole end and purpose of all pro- 
and the interest of the 
producer ought to be attended only 
far necessary for 
promoting that of the consumer.” 

Insurance is a service especially 
endowed to advance consumer well- 
In my opinion, the rapid 
changes now taking place in the in- 
surance business are completely in 
with Adam 
welfare 


duction: 


as it may be 


SO) 


being. 


of 
for 
policyholders will result the 
trend insurance, 
This is not to say that concern for 
the welfare of policyholders is the 


step Smith's goal 


human Real benetits 


toward ‘‘all-lines”’ 


primary cause of the merger move- 
But, intensified competition 
and the all-out efforts of older com- 


ment 


panies to counteract the deep inroads 
of exclusive agency companies. will 
undoubtedly — produce — measurable 
gains for policyholders in the years 
ahead 

We at Nationwide Insurance have 
been convinced for many vears that 
“all-lines” underwriting is the best 
method of bringing a high-quality 
insurance product to the mass market 
at the lowest possible cost. We are 
also convinced that the “‘all-lines” 
approach is the best way to make 
legitimate, unfilled 


sure of satisfving le 


msurance ratl 


needs rather con- 
trived needs created in order to sell 
a particular coverage Here are 


some of our experiences and ideas 


aspects of all-lines in- 


surance as they 


on Various 


relate to policy 
holders 
to 


different things to 


Service often 
different 


lor some, it requires a high 


policvholders 
means 


ople 
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Complete 


Service 


degree of specialization on the part 
of agents and brokers. These people 
doubt that one agent can adequately 
handle life, property and liability 
coverages at the same time. 

At Nationwide, we believe that 
we have proven that he can. In fact, 
our five thousand agents distribute 
more than one hundred and ten dif- 
ferent coverages and lines of insur- 
ance. In addition, more than half 
of our agents are now licensed to 
sell shares of a mutual fund, Mutual 
Income Foundation. We believe that 
the investment in M.I.F. provides an 
excellent supplement to life insur- 
ance in programming family finan- 
cial protection over its life cycle. 
M.I.F. assets are invested in high 
grade common stocks, which means 
that a policyholder’s fixed life in- 
surance dollars will be supplemented 
by inflation-proof mutual fund dol- 
lars. This provides a balanced risk ; 
in case of deflation, the policvholder 
is protected by fixed dollars, in case 
of inflation, by the variable dollars. 

In some parts of our territory, 
agents also are equipped to offer 
such services as mortgage loans, auto 
loans and other forms of credit. As 
you can see, ours is truly an all-lines 
operation. Conceivably, it is now 
possible for one of our agents, using 
only the various Nationwide facili- 
ties, to sell a policyholder a home 
that we built, from materials that 
we manufactured, located in a com- 
munity that we planned and devel- 
oped, finance it through either our 
hank and 
completely insure all properties and 
involved. practice, it 
doesn’t quite work out this way, 
but IT mention it to indicate 
“all-lines” you can get in providing 
family financial protection 

In our research program, we have 
tried to find out what kinds of in- 
policevholders 
In this 


or mortgage company, 
persons 


how 


services our 


surance 
consider most important. 


study, each person was asked to 
state the three insurance services he 


considered most important. The 
answers assured us that we were on 
the right track in our “all-lines” ap- 
proach, because the abilities of the 
specialist-agent ranked rather low in 
the study. In actual fact, service at 
the time of loss outranks all other 
in the minds of 
holders almost two to one. 


services policy- 
Here are 
the specific results of the study: 
Percent 
of Policyholders 
Who Considered 
These Services 
Most Important 
1. Fairness in paying 


COMMS 4 77.0% 
Service - ] ( 4 
Z. Service at time of loss >. 
3. Promptness in paying 


4+. Full explanation of 

provisions of policies ... 35.0 
Service in assuring 

that all insurance 


“a 


needs are covered ...... 24.6 
6. Promptness in getting 
changes made in policies . 11.9 


Delegation 


Some of us used to believe that 
we should delegate as much claims, 
underwriting and other service work 
to the agent as possible. We now 
feel differently. We found, for ex- 
ample, that policyholders were 
holding the company rather than the 
agent responsible for the quality of 
insurance service by more than a 
three to one margin. 

As a result, we are now freeing 
up our agents more and more from 
service work to do the job they can 
do best—to help families with their 
problems of risk and financial man- 
agement. On the other hand, we are 


launching a network of drive-in 
claims stations to stream-line the 
ed ‘on pene: 
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Here’s what 
other 
men say... 


“Your direct assistance in making sales has accounted for 
a large part of the 114 millions of life business I now have 
in force” ...S. Y.O. 


“For over 25 years I had been doing business with another 
life company . . . the several cases we placed with you on a 
trial basis convinced us that Connecticut Mutual service 
was indeed unrivaled for an operation such as ours. . . we 
look forward to many years of happy association”... E. B. 


“It has always been a pleasure as well as a profitable ex- 
perience over the past 30 years to do business with your 
office and, of course, I have been extremely proud of repre- 
senting The Connecticut Mutual”... W. P. 


“Thanks for convincing me of the earnings potential in a 
Connecticut Mutual connection”... E. L. A. 


“The fine service provided for my policyholders by your 
agency and the Company has given me a great sense of 
security in maintaining client good will”... R. E. H. 


( onnecticut /V\utual | ife 
INSURANCE COMPANY 


WAYS IT PAYS 


SSS SSS SS 

Connecticut Mutual Life Insurance Company B.N.9 
Hartford, Connecticut 
H Please send me, free and without obligation, your booklets “A 
: Plan to Help General Insurance Men Sell Life Insurance” and 
4 “Seven Ways It Pays to Represent Connecticut Mutual Life.” 

These two booklets wil! tell you how you can do . 

what these five men — and hundreds of others — . Name 

have done: make more money through selling more 

life insurance to chents who will like vour increased 

service. Send the coupon today. 
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claims work. And responsibility for 
underwriting and policy issuance is 
going back to the specialized de- 
partments. This trend merely rein- 
forces our original operating pat- 
tern, because the Nationwide com- 
panies have always handled premium 
billings, renewals, and collections di- 
rectly with the policyholders. 

The merger of life and property- 
casualty insurance will undoubted|y 


changes insurance 
coverage and policy forms. Dean 
laurence Ackerman of the Univer- 
sity of Connecticut has recently said, 


bring basic 


“| predict that the personal insur- 
ance contract of a few years hence 
will contain not only the current fire 
and casualty coverages found in it, 
but also accident and sickness, hos- 
pital and surgical benefits, and even 
life insurance.” 

We have tried to find out through 
our reserach wether policvholders 


No. 11 in an enlightening 
series of 12 Broker- 
Type personalities. 


Red-Eyed Secretary-Snapper 


It’s not Miss Zinn’s fault that he lost the prospect. She tried to 
tell him about ANICO’s complete line of competitive plans and 
unique specials. Have you checked with ANICO? 


ANICO SALES LEADERS 


Family Policy. 
$10,000 minimum special. 
$25,000 minimum special. 
Life with Family Income 

to age 65. 
Income Conversion Rider. 
Annuities. 

All forms of A&H. 
Complete line of 
mortgage protection. 
Pre-Authorized Check Plan. 
Gtd. Issue on Pension and 
Profit-Sharing plans. 
Family Income Term Policy. 


OVER FOUR 


9? 


OPENINGS EVERYWHERE IN 

TERRITORY FOR REPRE- 

SENTATIVES, BROKERS AND 
SPECIAL BROKERS 


Inquiries about these or other openings for 
those with special qualifications and experi- 
ence will receive prompt attention and answer. 


For information address: 


COORDINATOR OF SALES 


AND ONE HALF BILLIONS OF INSURANCT IN FORCE 


are ready for a comprehensive “all- 
lines” policy. We asked them 
whether they would prefer to con- 
tinue to buy separate policies for 
each type of insurance protection, or 
whether they would prefer to buy 
one policy that covers the same risks. 
The responses were divided as fol- 
lows: 


52.8% 
Separate policies ........ 47.2% 


It is clear that a slight majority 
favored the comprehensive policy. 
This result does confirm, I believe, 
that a wide market for broader cov- 
erage policies already exists. The 
results were somewhat surprising to 
me because questions of this type 
will normally contain a strong bias 
for the status quo. | would have 
expected a smaller percentage favor- 
ing one policy covering all risks. 
In any case, this division of prefer- 
ences seems to indicate that we can 
move ahead confidently in our work 
on all-risk policies. At the same 
time, we must remember that the 
market for separate policies is likely 
to remain strong even after the in- 
troduction of the omnibus contracts. 


Future Insurance Policies 


What kind of comprehensive pol- 
icles can policyholders expect to buy 
in the future ? 
are clear. 
toward 


Two distinet trends 
There is the movement 
fewer and more inclusive 
contracts for insurance (“packag- 
ing’), and there is the approach 
toward broader, “all-loss” 
agreements. 


insuring 


Both of these trends will be seen 
in tomorrow's insurance coverages 
for the family household. We know 
that the economic welfare of the fam- 
ily unit depends upon its present 
assets and its future meome poten 
tial. Both and income are 
subject to all the risks which the 
family faces in its life evele. In this 
context, the function of insurance ts 
to provide protection against those 
hazards upon which actuarial proba- 
bilities can be determined and whose 
cost is economically feasible to the 


assets 


insured, As they apply to the aver 
age family, the principal insurable 
risks might be grouped in two broad 
classes: 

1. Loss in Income, arising from: 
a. Untimely death 

bh. Superannuation 


Best's Fire and Casualty News 


1 
f ¥ 
/ 
\ 
| 
gee AMERICAN NATIONAL 
INSURANCE Co. | 


c. Disability 

2. Reduction in Net Worth, arising 
from: 

a. Property loss or damage 

b. Legal liability, compensation, or 
third party medical expenses 

c. Insurable expenses incurred 


A First Approach 


At the present stage of our prog- 
ress in product development. these 
family insurance risks can be covered 
only by a multiplicity of individual 
policies. But the situation is chang- 
ing rapidly. The family auto policy, 
and the homeowner's policy, for ex 
ample, are cases where the insurance 
needs of the entire family have been 
packaged in single, omnibus policies. 
The following five groups of policies 
might form a first approach toward 
a comprehensive family 
program : 

. Life 
. Retirement income 


insurance 


Disability income 

Medical expense 

Property and liability, including 

Homeowrer’s policy 

Family automobile policy 

If this program were packaged in 

single portfolio so as to consoli- 
date the entire insurance needs of 
the family, sold on an account basis 
by a single agent and paid for by 
means of a single monthly payment 
plan, it would certainly represent a 
forward step in helping families to 
plan their insurance dollars, 

But the full potential of the all 
lines product can come only when 
we have developed a completely in 
tegrated, all-loss insurance portfolio 
for the family. By using such a fune- 
tional approach to insurance, we can 
identify more precisely the losses for 
which compensation is needed. The 
all-loss policies would also tend to 
eliminate duplicate coverages and to 
fill the gaps in existing protection 
This concept differs from the tradi 
tional compartmentalized view of in- 
surance, which deals with separate 
fields such as fire, life and casualty 

The trend toward “all-loss” poli 
cies is being pre ipelled, ] believe, by 
sull another factor the 
knowledge that dav we can 
achieve full protection for the aver- 
age family 


This is 
some 


That a man can hecome 
fully insured is no longer a distant 
mirage, but a fact capable of reali 
zation, Our assignment now 1s to 


For November, 1959 


help the average family do a more 
comprehensive and balanced job of 
risk management full lite 
cvele. 


over its 


“Budgetism,” the regular, unvary- 
ing monthly payment of all major 
bills is a basic pss chological force in 
our culture. It is accelerating the 
merger of life and property liability 
insurance and shaping the form of 
our payment plans. Young couples 
in the $3,500-$7,500 income brack- 


ets have an almost obsessive desire 


to wrap up all their coverages in a 
single package and pay the total 
premiums monthly. 

From the viewpoint of the in- 
the pressure for payment 
plans virtually forces them to con- 


surers, 


solidate coverages in order to cover 


overhead costs through increased 


monthly premiums. Consumer de 
mand tor payment plans is perhaps 
the strongest factor underlying the 
trend toward an all-lines insurance 


+ 
ex paae 


Always a leader in low-cost annuities 


Crown Life of Canada 


for the second time in ’59 
gives you new 
annuity rates... designed 
to eliminate competition 


Compare... 


yes, look anywhere and compare 


To provide $10.00 a month immediately 


Life Only 
Life (Guaranteed 10 years) 
Life (Guaranteed 15 years) 


Age 60 
Female 
$1,906 

1,951 
2,014 


Male 
$1,673 

1,761 

1,868 


And outstanding discounts for volume... 
$5.00 reduction per $10.00 monthly for $50,000 of premium 
$10.00 reduction per $10.00 monthly for $100,000 of premium 


The Crown Life of Canada... 
has fully integrated brokerage facilities in your best interests. 
Get your Life Kit Today 


When it’s new 
in town 

comes 

from Name 
| Address 
; City 
L 


CROWN 


TO BROKERAGE DEVELOPMENT DEPT. 
CROWN LIFE INSURANCE COMPANY 
120 Bloor St. East, Toronto, Canada 


Please send me the Brokerage Life Kit, including your 
full P S Rate Book. 


| 
Zone State | 
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“package.” This pressure may also 
speed the passage of all-lines legisla- 
tion, because payment plans would 
be greatly simplified if all policies 
could be issued by a single company. 

Today, with the great variety of 
policies and varying policy terms, 
the payment plans tend to be cum- 
hersome, costly to administer, and 
of doubtful persistency. They will 
work effectively in the long run only 
if the family’s policies are wrapped 
up ina single “open-ended package” 
by a single agent and issued by a 
company group. This kind 
of account selling would be good 
merchandising, and it would permit 
us to develop the kind of premium 
budgeting plan the policyholder is 
looking for in terms of convenience 


single 


and service. 
Source of Demand 


The source of demand _ for pay- 
ment plans is often misunderstood by 
insurance people. They tend to be- 
lieve that the pressure arises from 
hasic social and cultural changes. 
\ctually, it simply reflects the fact 
that millions of middle and lower 
income families are moving into the 
insurance market in a big way. The 
majority of people in the upper in- 
come strata are still paying their 
premiums annually. But the middle 
and lower strata, particularly, have 
always tended to pay their life pre- 
nuums more frequently, and want 
to buy all their this 
We have studied the relation 
hetween the frequency of payment of 


msurance on 
basis 


individual life policy premiums and 
the polievholder’s 
status position for a sample of New 
Haven policvholders the 


socio-economic 


Hlere are 
results: 


miums by personal check and on an 
annual basis. Often, by design, sev- 
eral policies will have the same 
premium due date and premiums 
will be paid simultaneously, This 
eliminates unnecessary paper work 
for another year. 


Likes to Budget 


The middle group, being more 
“management likes to 
budget its premiums. Clearly, for 
persons at this level, this is the 
“prudent” way to deal with the mat- 
ter. Premiums are likely to be paid 
on a semi-annual, quarterly or even 
monthly basis, in addition to the 
group life premium which may auto- 
matically be deducted frem_ the 
salary. The lower status group, on 
the other hand, tends to pay only 
when solicited by a collector. A 
book kept by the family is duly 
signed or stamped by the solicitor. 
Usually the payments on the poli- 
cies of several members of the family 
are made at the same time and, de- 
pending on the enterprise of the 
collector-azent, the ritual may occur 
weekly, bi-weekly or even monthly. 

As these middle and lower status 
people with their long-ingrained pre- 
mium payment habits developed for 
life insurance move into the prop 
field, must 
create payment plans suitable for the 
“installment purchase mentality” of 
these status groups. More important, 
tends to 
develop life and property-casualty 


conscious,” 


erty-casualty insurers 


as the merger movement 
“packages,” the payment plans must 
conform to the familiar premium 
payment patterns of these groups. 

I shall limit my discussion in this 
section to two brief aspects of the 
problem. Obviously, as the merger 
movement proceeds and new policy 


Frequency of Premium Payments 


Socio 


Status \nnually 


Upper 57% 
Middle 2 


Lower 


Position 


or 


t 
5 


This premium payment behavior 
supports our general research find 
ings that insurance buving habits of 
people reflect the “styles of life” of 
people, which in 


these turn are 


largely funetion of their socio 


econonne status. Upper status in 


dividuals are likely to pay their pre 


94 


Monthly or 

Semi-Annually More Frequent 
15% 28% 

24% 52% 


7% 
forms are developed, the policy- 
holder will have some uncertainties 
as to the extent of coverage under 
the new contracts. However, court 
decisions will gradually clarify the 
major issues, and T do not expect 
any serious rise in policvholder com 
plaints or lawsuits relating to cover 


age. On the contrary, I expect the 
new policies and “packages” to pro- 
vide a much higher level of policy- 
holder satisfaction. 

As I see it, the trend toward all- 
lines insurance can reduce much of 
the existing duplication in claims 
payments, particularly in terms of 
medical care benefits. It is common 
knowledge that an injured person 
may often collect medical expenses 
in full from insurance as many as 
four, five, or even more times. 


Duplication in benefits is a serious 
problem. It is raising the level of 
rates and producing bad insurance 
practices. To the extent it channels 
insurance premiums excessively into 
specific coverages, it impedes the de- 
velopment of comprehensive protec- 
tion. The merger movement should 
help to correct this situation, 

Duplicate payments come from 
many hospital, surgical, 
group, Blue Cross-Blue Shield, auto 
medical payments, legal liability, and 
workmen's compensation. Where 
wives work, dependents often re- 
benefits under two group 
plans. Unfortunately, legal barriers 
often will block the road to reform 
One state, West Virginia, even pro- 
hibits by statute the inclusion of any 
policy provision that limits payment 
for hospital or medical expenses be 


sources 


ceive 


cause of the existence of other cov- 
erage, 

One solution to duplicate pay- 
ments 1s to have the issuing company 
jointly agree as to the order in which 
each kind of policy would apply until 
the claimant is fully 
Beyond full reimbursement, the 
would get nothing. This 
follows the practices already in use 
by property insurers. I also under 
stand that a 
group is now paying claims under 


reimbursed, 


claimant 


major multiple-line 
the auto medical payments coverage 
other A. & S 


coverage payments which apply 


only in excess of 


\ second problem arising from 
involves the 
yp ievholder who carries most of his 
the 
Some policies like auto require close 


the merger movement 


insurance with same imsurer 
underwriting and intermittent claims 
payments. Life policies, on the other 
hand, do not involve these issues in 
the same form. A dissatistied auto 
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NON-MEDICALLY! 


insurance 
For 
Modern 


Selling Yes, Mr. Agent, this is the amount of protection your 
clients can guarantee to their young sons and grandsons 
through our Automatic Estate Builder. Here's the way 
it works: 

A man buys $5,000 of the Automatic Estate Builder for 
his son or grandson. At age 21, the protection increases automatically to $25,000, but there is NO 
increase In premium. NO evidence of insurability is required. Lem 


And that’s not all... because 


At ages 25, 30, 35, and 40 the insured has a guaranteed opportunity to increase his insurance 
estate by $10,000 at each age again without evidence of insurability and without regard to 
occupation or military status! The result a guaranteed insurance estate of $65,000 based solely 
on the non-medical at original tssue. 

The Automatic Estate Builder is just one policy in The Employers’ Life program of ‘Insurance 
for Modern Living.”” Why not see for yourself our complete and competitive portfolio 
with many new and liberal features? The entire program has been designed to 
make it easier for you to sell and easier for the prospect to buy. 


COS. 


INSURANCE COMPANY OF AMERICA 


EXECUTIVE OFFICE: 110 MILK STREET. BOSTON 7, MASSACHUSETTS 
ONE OF THE EMPLOYERS’ GROUP OF INSURANCE COMPANIES 


$ 
FHE 2, 


“You want to talk to 
my uninsurables??” 


CG: Sure! No one ever talks to them 
about Life ... take one of your good cli- 
ents who is uninsurable you make 
him very happy if we analyze his policies 

. show him how to get more out of his 
premium dollars 


YOU: So he’s pleased . . 
CG: So... he'll tell his friends what a 
great job you did . . . he'll become a cen- 
ter of influence that will bring you pre- 
ferred leads . . . friends at his level who 
are insurable! 


YOU: But this takes time! 


so what? 


CG: Sure, our time! We have the techni- 
cal knowledge and the staff to handle all 
the paperwork. It’s like adding a Life 
Department to a corner of your office 
without adding overhead. But vou get all 
the commissions... in fact, you can 
increase your profits 15°; or more a vear! 


YOU: Well, that’s better. What next? 


CG: Next, call your nearest C.G 
for the rest of this profitable story 
it today! 


CONNECTICUT 
GENERAL 


Life Insurance Company, Hartford 


office 
Do 
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policyholder may decide to cancel his 
entire insurance program. 

Here again, I do not believe the 
problems are serious, and the all- 
lines development will further reduce 
the problem. In the first place, we 
can underwrite the total risk on an 
account basis, and look at it from 
an over-all viewpoint rather than 
simply as an auto risk or an A.&S. 
risk or a life risk. On this basis, the 
underwriting problems tend to com- 
pensate each other. A young man 
may be a questionable auto risk, but 
an excellent life and A, & S., risk. 
An older man may be a doubtful 
A. & S. risk, but a superior auto 
risk, etc. And finally, we hope that 
the merit-demerit auto rating plan 
will reduce auto policy cancellations 
to a minimum. 


See Needs As a Whole 


The trend toward the merger of 
insurance lines will help the policy- 
holders primarily because it will per- 
mit us to see his insurance needs as 
a whole. Up to this point, we have 
been preoccupied with getting at 
least a minimum amount of insur- 
ance to as many people as possible. 
And we have done a good job. But 
from here on, our basic job is to 
fill in the gaps in that protection. 

The purists tell us that the insur- 
ance product is a method of sub- 
stituting a small known expenditure 
for a large unknown loss which the 
insured cannot cover with his own 
resources without suffering undue 
hardship. They point out that on 
many conventional coverages, we are 
simply trading dollars with the in- 
sureds. These coverages waste the 
energy and the resources of insur- 
ance companies on the first dollar 
of coverage which the policyholder 
could carry far more economically 
himself. In this situation, the intro- 
duction of a deductible would put 
an end to claims whose value to 
the policyholder is disproportionate 
to the administrative cost of paying 
them. 

I agree with this theoretical view- 
point. As insurance people, we have 
an obligation in the public interest 
to encourage and to educate the 
policyholders to serve their own in- 
terests. For example, by providing 
sufficiently high limits, the major 
medical coverage will do a better 


job than the conventional form of 
A. & S. insurance in protecting 
people against the financial holo- 
caust of prolonged illness. 

We must be careful not to assume 
that we know all the answers, how- 
ever. The major medical coverage 
provides no way for insurers to en- 
courage preventive medicine by pay- 
ing for periodic examinations. Also, 
the job of keeping medical care costs 
under control will require new pro- 
grams and more intensive study on 
the part of insurers. Major medical 
has tended to aggravate this prob- 
lem. We know that medical care is 
a flexible concept that tends to ex- 
pand to the limits of available facili- 
ties and ability to pay. Some curbs 
will have to be set on utilization and 
compensation scales. 

We must also remember that con- 
venience is playing an increasingly 
important part in the lives of our 
policvholders. Many of them are 
willing to pay a stiff premium for 
the budgeting function performed by 
insurance companies in paying for 
unforeseen losses. This fact was 
brought out sharply in one of our 
surveys. We asked policyholders 
which one of the following health 
insurance coverages they would buy 
first if they could afford it and if 
they had no A. & S. insurance. 


Would Buy First Percentage 
Hospital and surgical 

62.8% 
Disability income ...... 25.7% 
Would Buy First Percentage 
Major medical expense 

(bills over $300, for 

3.5% 


We had some direct evidence on 
their attitude toward deductibles in 
another question. We inquired 
whether they would favor reducing 
their fire insurance rates by accept- 
ing a $50 deductible clause on losses 


caused by wind and hail. The 
answers were as follows: 

19% 


IT would conclude from this evi- 
dence that, as insurers, we have an 
obligation to do both jobs. We must 
make sure that the limits on our 
policies are adequate to take care of 
virtuaily every insurable contin- 


{Continued on page 98) 
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4 sales-making letters that feature your name. MONY pays 
half their cost, handles all the details...and you get all the replies! 


This program consists of 4 separate letters three months for one year. You receive all 
(as above). They’ve been tested for selling answers, all leads. Full-year campaign of 
power. And they’re personalized — yours’ these brokerage business-getters costs you 
from letterhead to signature to reply cards. pennies per letter. Free booklet gives "Zz" 
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gency that might arise, but we must 
also perform a budgeting function so 
long as the administration costs of 
claims handling do not become pro- 
hibitive relative to the benefits. 

I consider the term “One Stop 
Shopping” an abomination, particu 
larly as applied to insurance market- 
ing. The forces behind the merger 
of insurance lines are complex, and 
cannot: be by simple 
shopping center analogy. 

In our research program at Na 
tionwide, we have tried to tind out 
whether policyholders would rather 
deal with an agent specializing in 
one or two lines of insurance or with 
the agent who sells all lines. One 
survey was conducted among a sam 
ple of polievholders in our Columbus 
region and another among members 
of our company-wide advisory com- 
\mong the 
rank and file policyholders in’ the 


mittees of policy holders. 


Columbus area, less than one policy 
holder in four preferred to deal with 
agents who specialized, one in three 
preferred to deal with the all-lines 
agent, whereas 4447 had no preter 


ence. Among the advisory commit- 


tee members— presumably people 


know more about insurance 


those who had no prefer- 
whereas those 


who 
coverages 
ence dré ypped to 23%. 
who preferred all-lines agents rose 


to 46%. Here are the specific re- 


sults: 
Which of the Following 7 vPes of 
fgents Would You Preter 
To Deal With? 


Columbus 
Region ldzisor 
Poltey- Committee 


holders Members 


Agents selling all lines 32.0% 46.0% 
Agents specializing 
in one or two lines 23.2% 30.4% 
No preference 44.2% 23.0% 
Obviously, policyholder prefer- 


ence shows no great preponderance 
At the same 
time, the percentage of policvhold- 


for the all-lines agent. 


ers who preter the specialist is prob- 
ably not sufficient to slow down the 
trend toward all-lines insurance. It 
seems clear that the future of 
stop shopping” 
upon the relative costs of insurance 
distribution under the various meth- 
ods than upon policyholder preter 


“one- 


will depend more 


ences, per Se. 


hundreds. 


O 


: LIFE OPPORTUNITIES 
FOR 
CASUALTY AND FIRE INSURANCE MEN 


If your premium income is off or 
not increasing fast enough to suit 
you, write Kansas City Life Insur- 
ance Company. We can show you 
how to build it up quickly. It is an 
ideal solution now being used by 


Cc. W. Arnold 
Vice President and Superintendent 
of Agencies 


KANSAS CITY LIFE 
INSURANCE COMPANY 
Box 139 
Kansas City 41, Missouri 


<= 


We have 


on the attitude ot policvholders to- 


some further evidence 


ward “one-stop shopping.” We 
asked them to indicate the number 
of agents from whom they have 
bought their insurance policies. One 
policyholder in three had purchased 
from one agent only, three out of tive 
had bought from not more than two 
agents, and less than one in five had 
bought from more than three. Al- 
though the results might have been 
different for surveys of people who 
not Nationwide policyholders, 
they do provide some evidence that 


are 


the all-lines producer has a signiti- 
cant potential among the mass mar- 
ket. 


Property and casualty insurers 
are moving rapidly to acquire life 
affiliates. Today, more than a hun- 
dred insurance organizations are 
writing all major lines and generat- 
ing at least twenty per cent of the 
total premiums in life, property and 
casualty insurance. 

We know many of the reasons for 
this trend. One of them, of course, 
is the need to generate sufficient in- 
come at the pre nlucer level to recruit 
and hold an adequate agency force. 
The future age composition of the 
population will) make this job a 
challenging one for all insurers. 
Whereas the total population will 
almost 20° by 1970, 
the vounger adult male population 
between the ages of twenty-five and 


increase by 


forty-five, from whom we must re- 
cruit most of our new agents, is ex- 
pected to. rise by only Ob- 
viously, productive manpower will 
be at a tremendous premium in the 
vears ahead. The only feasible way 
to match the income opportunities 
offered by other industries is for in- 
surers to provide them with an all- 
lines insurance portfolio which will 
meet the security needs of the aver- 
age familiv. 

The benetit 
greatly from this stepped-up pro- 
ductivity imsurance distribution. 
| have frequently said that the future 
insurance the American 
family will be met most effectively 


policvholder will 


needs of 


through an all-lines insurance pro- 
gram sold on an account basis, and 
using a monthly premium payment 
plan. It is a trend which some day 
may see those needs covered by an 
“all-loss” policy plus group certifi 


cates, 
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SELL SMARTER 


IN DISCUSSING STEPS to be taken by 
sales management in order to in- 
crease the volume of disability in- 
come sales, John J. Plumb, vice- 
president and director of agencies 
for Paul Revere Life named four 
main areas to be covered. He ad- 
dressed the Accident and Sickness 
Meeting of the Life Insurance 
\gency Management .\ssociation 

“First,” Mr. Plumb said, “is to 
make up vour mind that you really 
want to increase disability income 
sales 

“Secondly, carry on a program of 
building agent receptivity to the idea 
of more loss of time sales.” The 
speaker suggested four ways to do 
this. 

“1. Prove to the agents that the dis 
ability income field is a relatively un- 
tapped market. Many people do not 
have the coverage, vet the need 1 
universal 

‘2. Dramatize to your agents the 
great need for protection of income,” 
Mr. Plumb said. He pointed out 
four fundamental economic facts the 
agents should absorb: high stand 
ard of living, increase of credit buy- 
ing, high taxes, and the fact that 
prolonged sickness or serious acci- 
dent can be a disaster. 

“3. In building agent receptivity is 
to remove any basis for the agent 
fearing to. sell income protection. 
These often include: fear that the 
company’s decision on a claim might 
upset the policvholder and thereby 
jeopardize existing coverages in life 
insurance or hospitalization; fear 
that the prospect can't afford to buy 
all three lines (disability income, 
hospitalization and lite insurance ) ; 
fear that the agent cannot plan his 
time and effort so as to sell more 
than one or two lines; fear of lack 
of product knowledge and know!l- 
edge of the competitor's contract. 
“4. To build agent receptivity is to 
stress the large number of referred 
leads) obtainable from a_ satisfied 
client who has actually collected ben- 
efits from a loss of time contract.” 

A third area in developing dis- 
ability income sales is to give the 
agent the tools and training he needs 
to sell it on a “needs” basis 

‘The fourth step is to develop a 
specific program of follow-through 
to make sure that the agent's interest 
is maintained.” 
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All Lite Companies 
are similar in many 
respects. They all have 

policy contracts, rate books, 
proposal forms . . . assets, liabilities, 
a home office . . . and a field force. 


But in one important way they differ. Life Companies, like 
people, have personalities. They have beliefs and philosophies. 


Here at Union Mutual, it is our philosophy to build our field 
men not “push them.” Through the best sales tools and careful 
training, guidance and supervision, we help our field men to 
become better salesmen. With consideration and understanding, 
we build them, both in stature and income, to where they are 
happy members of their community — a credit both to themselves 
and to the name of Union Mutual 


Canadian Head Office — Montreal, P,Q. @ America's Eighth Oldest Life Insurance Company 


Offering All Forms of LIFE © NON-CAN ® GROUP 
Rolland E. Irish, President — John R. Carnochan, Executive Vice President 
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A case for 


FE TNA LIFE’S 
ESTATE ANALYSIS 


PLANNING SERVICE 


Roger Dic 


kinson 


Affiliates: ATNA CASUALTY AND SURETY 


Here’s a name in your files . . . well-to-do, pop- 
ular. He’s semi-retired . . . he and his daughter 
are active sports enthusiasts. Over the years he 
has bought insurance from you . . . all forms, 
various amounts. He’s devoted his efforts to 
building an estate for his daughter and family. 


But he’s given no thought to the conservation and 
distribution of this estate. He’s a perfect pros- 
pect for A&tna Life’s Estate Analysis Planning 
Service. A nearby A®tna Life General Agency 
has Estate Analysis experts ready to help gen- 
eral insurance men develop and sell these sub- 
stantial cases. 


Why not check your files for men like this today? 


Service to General Insurance Men 


Hartford 15, Conn. 


LIFE 


INSURANCE COMPANY 


COMPANY @® STANDARD FIRE INSURANCE COMPANY ® Hartford, Connecticut 


“Compass” is a monthly Atna Life service pub- 
lication written especially for general insurance 
men and brokers. It points out unusual opportu- 
nities for building commissions and for cementing 
relationships with your clients and their attorneys 
and accountants. To receive your copy regularly 
write: “Compass”, tna Life Insurance Company, 
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Values in 


Stocks 


SHELBY CULLOM DAVIS 
Maraging Partner, 
Shelby, Cullom Davis & Co. 


HIS IS AN AGE of research, 
savs. It is also the 
time of the cold war. Probably the 
two are inter-related. It is also an 
era of high interest rates. This is 
probably related too. Why amid 
these three giant theses should any 
one be interested insurance 
stocks ? Does the insurance business 
flourish under these conditions ? 


Large Investors 


Research, cold war, high interest 
rates—only the third would seem to 
be directly helpful to insurance com- 
panies. Insurance companies (fire 
and casualty, to which we address 
ourselves) are large investors of 
funds. As financial institutions they 
benefit by high interest rates. Since 
they are in the main short and in 
termediate term bond investors, they 
benefit increasingly as their bonds 
mature and the proceeds are rein- 
vested more profitably. The benefit 
varies from company to company, 
depending upon the size of the bond 
portfolio; but in most fire and cas- 
ualty companies, the bond portfolio 
represents more than 50°% of assets 
and in some cases as high as 75— 
80%. 

Are research and the cold war 
beneficial to property insurance com- 
panies? Not directly, it is true. But 
as research uncovers new products 
which come into the hands of the 
public, they should also be insured. 
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And research, in discovering newer 
and cheaper methods of production, 
can help to keep inflation at bay— 
and that helps insurance companies. 
Nor does the cold war brighten the 
insurance outlook. But it does, sad 
to say, induce a prosperity which in 
turn brings more goods to more 
people which must also be insured. 
The capital goods industries depend- 
ing upon war orders also require in- 
surance, 

What we are getting at is that in- 
surance is a common denominator, it 
is all-pervasive. It rises with general 
prosperity and falls with depression. 
It isa method of investing in the gen- 
eral welfare without determining 
whether autos or TV’s or outboard 
motors will receive the first call of 
consumer dollars. Insurance is the 
basis of all credit, absolutely funda- 
mental in the economic life of the 
community, 


Never Supplanted 


vital busi 
Not as 
much as rockets, it is true, nor mis- 
But can foretell 
these may be supplanted? 
was 


Insurance hence is a 
ness. Is it a growing one? 


siles. who when 
Cavalry 
battleships sup 


planted, canals and many railroads 


supplanted, 


but insurance has never been sup 
planted. This lack of 
is a prime investment characteristic 
which 


ol le scence 


growth 
compared with the age of research’s 
more sensational products 

It is well-known that insurance 
companies are monied institutiéns 
and pay their dividends out of in- 


counters its slower 


WY, 


UMMM 


vestment income alone, the interest 
received from bondholdings and di 
vidends from stockholdings. Since 
the investor is ultimately, if not im- 
mediately, interested in dividend 
return, let us examine the growth 
factors in and 


investment income 


dividends of property insurance 
companies. Let us take the last ten 
vears 1948-58 when there has not 


been much general inflation. 


A Decade Ago 

A decade ago an investor had his 
choice of investing in long 

Government bonds yielding 2! 


term 
2%, 
short term Government bonds yield 
ing 1%, medium term tax exempt 
bonds yielding about 114% and in- 
dustrial stocks yielding 
about 7°. Those were the days, you 


common 


may recall, when “no major war has 
ever ended without a drastic post- 
war depression,” when “long term 
Government bonds yielding 244% 
will never be permitted to sell be- 
low par,” when “the labor unions are 
causing a_ profitless prosperity,” 
when many other dire things were 
going to happen. But as so often 
happens about the future, except 
one’s own ultimate personal future, 
the fears are worse than the realiza 
tion. Is it because caution and wis- 
dom are believed synonymous 
whereas in truth they are only par- 
tially so? At any rate the picture 
has now completely changed. We 
have both long and short term Gov 
ernment bonds yielding more than 
4%, tax exempts ditto while com 


yntinued on the next page) 
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Insurance Stocks—Continued 


mon stock yields have retreated, be- 
cause of the approximate quadru- 
pling of their prices, to about 3%. 
How many investors correctly an- 
ticipated this course of events 7 

Any investor making such a pre- 
diction in the Autumn of 1949, we 
daresay, would have been judged a 
visionary or an incompetent, and 
probably both. If sensible 


he was 


and valued his job, he kept his own 


PROVIDENCE 
WASHINGTON 
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counsel—and of course invested in 
insurance stocks. They at least 
served as a “hedge,” better than any 
ordinary bond he could have bought, 
could 
have bought but not as good as some 


better than many stocks he 
stocks which he might have been 
fortunate enough to buy. That ts 
the past decade. And, we predict, 
the moving finger of history will 
write the same, if not more so, for 
the next ten years: 

Insurance stocks will be: 

1. Better than any ordinary bond 
which can be purchased today ; 


2. Better than most stocks which 


can be purchased in today’s high 
markets; 
3. Not as good as stocks 


which tireless research and courage 
and luck can discover in the dynamic 
fields of industrial growth. 


A Hedge Position 


So fire and casualty insurance 
stocks represent a “hedge” position 
for ahead. Meanwhile 
their risk is certainly less than most 
common stocks, many of which have 
discounted a future “into the pale 
blue yonder,” and bonds also if in- 
terest continue to 
cause bond prices to fall. 

Hedges, we admit, are not always 


the decade 


rates rise and 


the most attractive of investments. 
Who would not prefer to “hit it on 
the nose”? Hedges are a little bit 
like the girl next door whom we 
never married. We knew her too 
well, her strong points, her weak 
points—-there were no surprises. 
And vet in a period when monu- 
mental investments surprises can 
and do happen here, what is wrong 
with “playing it safe,” at least with 
a portion of funds? Remember, the 
girl next door never looked better 
than after the blonde left town on the 
express to Boston! Or, changing the 
simile, insurance stocks are like old 
thes and if they 


don't give maximum pleasure, they 


shoes : wear well 
also do not wreak heroie pain. 

Let us now look at some specific 
examples of the monied aspects of 
property their 
growing investment income and divi- 
dends paid to stockholders. What 
has been the experience during the 
past decade ? 


insurance stocks, 


Let us take five “blue chips” of 
the fire and casualty business, from 


Fast to West: Hartford Fire ( Hart- 
ford), Federal Insurance (New 
York), Insurance Company of North 
America (Philadelphia), Continen- 
tal Casualty (Chicago) St. 
Paul Fire & Marine (St. Paul). All 
five have had superior records of 
underwriting and 
the past ten years 
vestment 
their 


During 
their average in- 
rose and 
to stockholders 
154%. That is surely a record of 
growth which cannot be duplicated 
by any ordinary bond, mortgage or 
preferred stock. Among these top 
quality companies there was a wide 
difference in performance: from a 
rise of 399% in investment income 
by Continental Casualty, 2047 by 
both Hartford and Federal, 1614 
by Insurance Company of North 
America and at the lowest 15307 by 
St. Paul. And in dividends received 
by stockholders there was just as 
much divergence. The stockholders 
of Continental Casualty received the 
greatest boost in dividends, 192, 
followed by Insurance Company of 
North America with 166°7, Hart- 
ford with 1507, St. Paul with 147% 
and Federal with 116. 


growth. 


income 
dividends 


Exciting Growth 


Are not these exciting figures of 
growth? Industrial companies, with 
their large research appropriations 
and staffs are more exciting, you 
may say. But look at the record. 
During the past ten years the earn- 
ings of Minnesota Mining increased 
219% and dividends to stockhold- 


ers 433°. IBM had a 440% in- 
crease in earnings and a 230% in- 


DuPont's in- 
creases were 110% and 167%, Gen- 
eral Electric 85% and 253%, 
General Motors 42% and 
Who among would 
lieved these five insurance “blue 
would have had a_= greater 
percentage gain in investment. in- 
(224%) than all but one of 
the earnings of the tive named “blue 
chip” industrials ? 


crease in. dividends. 


and 
167%. 
vou have be- 
chips” 


come 


It seems hardly necessary to em- 
phasize the fact that these insurance 
stocks have been growth stocks par 
and compare with the 
best) growth indus- 
trials. 


excellence, 
stocks among 


There is only one drawhack, 


Their average vield in today’s mar- 
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ket is 1.8%. Even if the past decade 
can serve as a guide for the future, 
it would be eight years before their 
yield averaged 4%. That may be 
too long to wait where immediate 
vield is a factor. 

\s a matter of fact the next ten 
years may be far better investment 

wise than the last ten. We may be 
overly cautious that eight years will 
he necessary for the “blue chip” fire 
and casualty stocks to vield 407. It 
is only within the last two or three 
years that the bond market has pre 

sented adequate yields. Since the 
bond maturities of most fire and 
casualty companies average ten to 
fifteen years, only a small portion, 
probably 15-20 of the bond ac 

count, has really benefited by the 
era of high interest rates. But as 
old, low coupon bonds mature, new 
high coupon bonds are purchased in 
their place. Bond accounts are 
throwing off increasing income 
lurthermore, having sustained the 
heaviest underwriting losses in the 
history of insurance during the past 
five years, insurance companies have 
had below average funds to invest 
A return to profitable underwriting 
will not only stop the cash drain due 
to underwriting losses but will add 
funds for investment and spur in 
vestment income further. Higher 
insurance rates plus the greater vol- 
ume of risks to be underwritten will 
also add investment funds. The next 
ten vears could provide even greater 
investment Opportunities than the 
last ten for monied institutions such 


as msurance companies, 


Better Increases 


Let us look at another group of 
Insurance stocks, good grade stocks 
returning a “living wage,” between 
4-312 currently. They could well 
include Continental Insurance, 
Home, Great American, Boston and 
New Hampshire Fire. The average 
vield of these five stocks currently is 
44°. During the past decade their 
investment income rose on average 
103°¢ and their dividends to stock 
holders 74%. Not as good as the 
and 154% respective gains 
for the “blue chip” insurance issues. 
But these increases are far better 
than any ordinary bond or mortgage 


Again there were variations 
within the group: from the greatest 


j{Vontinued nm page 6 


or preterred stock could have done. | 


TODAY'S 
TREND. 


... is towards “package protection.” That's why it’s important, in taking on a 
company in your agency, to pick one that is geared to give you complete 
coverage of fire and allied lines. PLM writes the newest types of policies, in- 
cluding Homeowners, Fire and Extended Coverage, and many forms of Inland 
Marine. It also makes available the PLM Premium Budget Plan. In a word, 
PLM is old enough to be time-tried, young enough to be timely. W hy not get 
in touch with us. 


Writing FIRE and ALLIED LINES 
“In the Birthplace of American Mutual! Insurance” 


PENNSYLVANIA LUMBERMENS MUTUAL INSURANCE COMPANY 
PLM Building * Philadelphia 7, Pa. 


| Branch Offices in New York, Los Angeles, Charlotte, N.C. 
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Every loss can lead 
to new premiums for agents 

of The Home Insurance Company 
with this new fully integrated 


loss-claim kit. 
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Contains: 


Advertising 
release form. 


Sample newspaper 
publicity story. 


Direct mail 
letters. 


Radio 
Commercials. 


Property Protection since 1853 


New Home Kit tells “How to Do It” — 
Maps out the procedure to follow—step by step. 


You can’t always prevent your customers from 
having losses—but here’s the next best thing. 
With the new Home “‘loss-claim” kit you can 
dramatize the need for insurance, demonstrate the 
value of your own services. It shows you how to 
use the spotlight of public interest to carry your 
selling message. See your Home fieldman or write 
to the Advertising Department of The Home 
Insurance Company for your kit. Keep it ready 
for the day when it can help turn losses into 
profits for you! 
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Insurance Stocks—from page !03 


rise in investment income of 141% 


by Great American to 111% by 
Continental Insurance, 106% by 
Soston, 91% by Home and 66% 


by New Hampshire. Although there 
was a 74% increase on average in 
dividends received, the stockholders 
of Continental received the most 
with a 110% boost, followed by Bos- 


ton with 88%, Home with 82%, 


Gsreat American with 819% and New 
Hampshire with 7%. The dividends 
of these five are covered 191% cur- 
rently by their investment income so 
that may be judged extremely se- 
cure. While their growth, either in 
investment income or dividends re- 
ceived, has not been as great as the 
aforementioned “blue chips,” they 
have paid their own way during the 
whole decade of ownership and they 
do currently. If dividends are in- 


Here’s the broad coverage 
package policy for merchandise 


Bast INSURANCE BUY for the mer- 
chant is the Commercial Property 
policy, the “all risk” package which 
is written to cover store furnishings, 
stock and merchandise for most re- 
tailers, wholesalers and distributors. 
This one policy wraps up all of the 
protection of separate policies now 
written to cover fire and extended cov- 
erage perils, burglary and theft, 
sprinkler leakage, water damage, and 
merchandise in transit, plus coverage 
features and options not available un- 
der separate policies. 

While coverage of this type has been 
available to a few classes of dealers 


under the inland marine forms, the 
Commercial Property policy extends 
the principle of “all risk” coverage on 
stock and merchandise—subject to 
reasonable exclusions and limitations 
—to virtually all non-manufacturing 
risks. 

Eligible buyers will welcome the 
convenience and broadened coverage 
of the single, “all risk"’ package pol- 
icy —the added security of Grain Deal- 
ers thoroughgoing loss prevention service. 
Direct benefits are greater safety for 
property; avoidance of costly shut- 
downs; savings in insurance cost 
through policyholder dividends. 


INSURANCE COMPANY 
indianapolis 7, Indiana 


Western Department: Omaha 2, Nebraska 


FIRE CASUALTY AUTOMOBILE INLAND MARINE 
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creased during the next decade as 
during the past ten vears, they would 
vield 7.7% at cost by 1969—which 
will come sooner than we think. 
May we take the liberty of com- 
mending these five insurance stocks 
to you, individually or as a package 
or group. All are eligible for in- 
vestment by New Hampshire Sav- 
ings Banks. Three are located in the 


heart of the insurance district. in 
New York, and within short 
stone’s throw from our office—Con- 


tinental, Home and Great American; 
while two are New England insti- 
tutions, Boston and New Hamp- 
shire Fire. We predict that you 
will do well, vieldwise and apprecia- 
tionwise, with these five insurance 
stocks over this next 5 or 10 vears. 
Is it any wonder these insurance 
stock values seem more exciting than 
bonds or 
fixed 


though 


mortgages even 


these obligations yield) more 
than at any time during the past 
quarter century? It usually pays to 
concern oneself. with big cyclical 
swings in bonds or stocks; and it 
cannot be gainsaid that bond prices 
are low and yields high historically 
at the moment. Yet if one contem- 
plates the demands for capital to 
finance the products of our research 
and the continuing cold war, one 
finds the answer in continuing high 
interest rates. Which exactly 
started. High interest 
rates spell increasing investment in- 
and dividends for 
company stockholders. 


where we 


come insurance 


Underwriting Problems 


What about the underwriting 
pre blems of insurance companies 7 It 
is our thesis that their underwriting 
difficulties have been overempha- 
sized and the steady rise in invest- 
ment income, out of which dividends 
are paid and future value created, 
overlooked during recent years. 
Nevertheless a word on underwrit 
ing is certainly in order. Our first 
comment is that the underwriting 
dollar earned is considerably less 
valuable than the investment dollar 
earned the underwriting 
dollar is subject to a 32° income 
tax. The investment income dollar 
earned is subject to a 52% tax only 
on interest from Government of 
corporate bonds, to no tax at all on 


because 


interest from tax exempt bonds and 
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an effective tax of only 7.8% on 
dividends received, The average tax 
on investment income is around 
10-15% instead of 52% on under- 
writing income. The stockholder 
thus “keeps” approximately 85-90% 
of the investment income dollar com 
pared with only 48° of the under 
writing income dollar. Hence in 
vestment income really worth 
about twice as much as underwriting 
income, It is one of the curious 
anomalies of market history that 
more heed has been paid to the 
underwriting function of insurance 
companies than their investment in- 
come function, It has been a little 
bit like confusing the locomotive 
with the caboose! 


A Major Improvement 


The current position on under 
writing can be stated in short order : 
1) The underwriting figures have 
begun a major improvement after 
the five worst consecutive vears in 
insurance history. The improve 
ment began in the second quarter of 
last vear, snowballed during the sec- 
ond half, was restrained during the 
first quarter of 1959 due to the 
coldest winter in fifty vears and now 
seems in full) swing once more 
Higher insurance rates, closer at 
tention to expenses (including re 
duction in acquisition costs) and 
more selective underwriting have 
heen the principal factors in the bet- 
terment. 

2) A “quiet revolution” is going on 
in the field of distribution of insur 
ance to meet the competition of the 
direct writers such as Allstate, State 
Farm, etc. More and more compa- 
nies, including the most important, 
are experimenting with such new 
devices as direct billing, continuous 
policy, cash with signed application 
and reduced acquisition costs. It is 
the corner grocery store revolution 
all over again when beset by chain 
store competition, The competitive 
position of the insurance companies 
is being immeasurably improved by 
those new streamlined methods. 

3) Insurance rating procedures are 
being made more flexible so that 
rates will reflect more readily cur 
rent rather than past costs. Pricing 
in insurance is unlike that of any 
other industry where the price can 
be upon estimated — future 
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These and many other names have been applied to this 
vital high-limit, long-term Accident & Sickness Group Dis- 
ability Income Plan for employees of business and industry. 
Whatever you call it, you can be certain that American 
Casualty’s specialists can create the plan that assures the 
sale. 

Tell us what your prospect needs. We'll prepare a plan that 
will fill his requirements, no matter how large his organ- 
ization. 

Make this competitive program the keystone of your Group 
portfolio. For complete details, just clip the coupon, attach 
to your letterhead and mail. 


AMERICAN CASUALTY 


60 Branch and Service Offices Coast to Coast 


HOME OFFICE—READING, PENNSYLVANIA 
SINCE 1902 


AMERICAN CASUALTY COMPANY 


I'd like complete details about your competitive SALARY CON- 
TINUANCE program. 
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Insurance Stocks- 


With 
chines, pricing can become more 
flexible and in with current 
underwriting conditions. This rep- 
resents a major underwriting im- 
provement. 

We may well hear less about un- 


costs. modern business ma- 


line 


derwriting conditions in the future, 
as they undergo their normal im- 
provement, and more about increas- 
ing investment income due to high 
interest rates. The fundamental val- 
ues behind insurance stocks should 


also command attention. Many in- 


surance stocks can be purchased for 
less than their common stockhold- 
ings alone. That is particularly true 
in the and 
group mentioned above. Continen- 
tal Insurance, for example, has com- 
mon stocks currently estimated 
worth $71 per share and it is selling 
at 50, or 30% below. Home is 
another example, with common 
stocks worth $67 and selling at 52, 
off 22%. Great American is even 
more startling, with common stocks 
currently estimated worth $70 and 
selling at 36 off 49%. New Hamp- 
shire at a price of $45 sells at a 


second recommended 


Are You Serving Out-of-Date Renewals ? 


Out-of-date renewals 
can mean under-insured, 
unsatisfied assureds. 


Today’s property values call 
for a complete re-evaluation 
of your policyholders’ insur- 
ance needs. Their homes and 
their personal property have 
all increased in value 


BE SURE THEY'RE INSURED TO VALUE. 


Worcester Mutual 


Forty-Nine Elm Street 


FIRE INSURANCE COMPANY 


Worcester, Massachusetts 


PIONEER 
of 
Lawyers 
Professional 
Liability 
Insurance 


New 


BALTIMORE 


Since July 1, 1945, thousands of policies 
protecting many of the country’s leading 
lawyers and law firms have been written 
by this Company. For claim and under- 
writing know-how based on more than a 
generation of experience, consult your 
local agent. Professional protection with 
Amsterdam 


private, confidential relationship. 


means a_ personal, 


NEW YORE 
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discount of 31% from commons 
worth $65 per share and for Boston 
the figures are $37 for common 
stocks and selling at 33, off 11%. 
Needless to say, the common stocks 
owned by these insurance companies 
are the “bluest of the blue” with 
such stocks as IBM, General Elec- 
tric, duPont, Minnesota Mining and 
Standard Oil of New Jersey, and the 
other growth industrial stocks men- 
tioned above heavy favorites. 
Taking a composite of these five 
insurance stocks eligible for New 
Hampshire Savings Banks, we find 
that in today’s market they are sell- 
ing on average at a discount of 45% 
from their net worth at a discount 
of 20% from their “blue chip” com- 
mon stockholdings alone. That 
means you are able to buy their 
common stock portfolios at seventy- 
one cents on the dollar. If there is 
any cheaper way to invest in the 
“blue chip” common stock market in 
\merica today, I wish someone 
would tell me! One dollar's worth 
of top quality common stocks for 
seventy-one cents, 
the great values in 
insurance stocks today, paying rea- 
sonable yields of 
aries of higher interest rates, with 
their huge portfolios of “blue chip” 
common stocks, the best in America, 
obtainable at deep discounts. In- 
surance stocks look to the future, 
will prosper with a resurgent Amer- 
ica in the future and vet they are 
“hedged” against an uncertain fu- 
ture as well. They may not be the 
frosting on the cake—that probably 
belongs to the missiles, electronics 


These are 


and space stocks. But good insur- 
ance stocks enable one to have his 
cake and eat it too. In uncertain 
times can a savings bank investor 
reasonably ask for more than that ? 


MERIT RATING SUPPORTED 


STRONG SUPPORT HAS been expressed 
in Maryland for the introduction of 
an automobile merit rating plan in 
that state. The insurance commis 
sioner, the motor vehicle com 
missioner, the chairman of the leg- 
islative council’s motor vehicles 
committee and the Independent In- 
surance Agents Association of 
Marvland are all reported in favor 
of such a program 
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QUESTION 9 


With respect to a fire legal liability 
policy, answer the following TRUE 
or FALSE: 

a. Contains all provisions of New 
York State standard form. 

hb. Fire legal policy provides legal 
defense for the benefit of the insured. 
c. Fire legal policy contains a co- 
insurance form. 

d. Fire legal policy covers only the 
insured’s liability imposed by law. 
e. Fire legal policy also covers in 
sured’s assumed (contractual) lia- 
bility. 

f. Fire legal policy covers only the 
insured’s liability for property in his 
care, custody, or control. 

g. Fire legal policy would cover in- 
sured’s legal liability to a third party 
tor loss of use. 

h. Fire legal policy intends to cover 
owner of building for property of 
tenants. 

1. Under fire policy, insurer's cost 
of defense (lawyer's fees and court 
costs) is paid in addition to limit of 
liability as expressed in the policy. 
}. Fire legal policy does not cover 
insured’s liability for property be- 
ing worked on by a plumber, car- 
penter, etc. 


Answer 
a. FF 
o, 
c. F h. | 
e. F 


QUESTION 10 


Identify three alternative methods 
(forms) used to provide fire insur- 
ance on a building in the course of 


construction discuss each 
method briefly as to: (a) when cov- 
erage commences; (b) coverage 
provided and property covered; (c) 
insured value at any given time; (d) 


W hen coverage Ceases. 
Answer 


Three methods. 

| Completed Value Form, 

a. Commences as of the day con- 
struction starts above the lowest 
basement floor. 

b. Builaing in course of construc- 
tion including materials, equipment, 
supplies, and temporary structures 
incidental to construction of build- 
ing. Also includes builder's machin- 
ery; tools, etc. When not otherwise 
insured and the builders liability for 
similar equipment of others 

c. Since 100% of final estimated 
value is carried from inception, the 
building is fully insured at all times. 
d. Upon occupancy of building. 

Il Reporting Form 

a. Date construction commences. 
b. Similar to completed value form. 
c. Value at any given time based on 
last monthly report. 

d. Same as completed value form. 


Ill Builder’s Risk Clause Attached 
to Regular Fire Form. 

a. Date construction commences. 

b. Similar to completed value form. 
c. Value at any time dependent upon 
insured’s last report (reports on an 
irregular pattern ). 

d. Completion of construction 


QUESTION 11 


Identify six types of consequential 
loss or damage insurance available 
to insure against such losses by fire, 


The following questions and selected answers are taken from the final 
examination given the students of the Survey of Insurance Contracts 
Course of the Evening School, Insurance Society of New York. 


and discuss the coverage known as 
“business interruption.” 


Answer 
1. Business Interruption Insurance 
2. Leasehold Insurance 
3. Rental Value Insurance 
4. [extra Expense Insurance 
5. Profits and Commissions Insur 
ance 


5. Tuition Insurance 


Business Interrup‘ion insurance 


protects the insured from loss of 
profits plus certain continuing ex- 
penses resulting from damage to his 
insured 
against. It may be written on a 


premises from a_ peril 


“One Item” or “Gross Earnings” 
form which includes ordinary pay 
roll or on the “Two Item” form, 
wherein the purchase of cover for 
ordinary payroll is optional, 


QUESTION 12 


Answer the following TRUE or 

FALSE. 

a. Admiralty courts have jurisdic- 

tion of matters on high seas. 

b. Much of the phraseology in the 

marine insurance contracts today 

date back to the Sixteenth and Sev 

enteenth Centuries. 

ce. An “all-risk”’ policy has no lim- 

itations. 

d. Ocean Marine policies are stand- 

ard form. 

e. A personal effects policy covers 

insured property at domicile of in 

sured. 

f. Under an ocean marine policy, 

insurable interest need not exist at 

the time the policy is taken out 

g. As to the ocean marine contract 

of insurance, definitive legal appli 
(Continued on the next page) 
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cations over the past three-hundred 


years has virtually standardized 
form. 
h. Ocean marine policy (cargo) 


never contains a limitation per ves- 
sel or voyage. 


1. Under ocean marine policy 
(cargo) it is assumed that all ship- 
ments will be stored under deck. 

j. Under ocean marine policy 
(cargo), there is an implied war- 
ranty that will commence 
within a reasonable time after in 
surance effected 


age 


k. Most ocean marine (cargo) pol 
icles are valued contracts. 

5 Basic ocean marine policies 
(cargo) cover loss due to delay or 
loss of market, 


m. In ocean marine business, “‘all- 


ADVISERS 
& CONSULTANTS 


DALE &€ COMPANY 
LIMITED 


COMPLETE INSURANCE SERVICE 
THROUGHOUT CANADA 
LLOYD'S AGENTS MONTREAL 


Offices at 
HALIFAX MONTREAL 
WINNIPEG 
EDMONTON 


TORONTO 
CALGARY 
VANCOUVER 
Associate Office 


Payne & Hardy, Ltd, Hamilton, Ont. 


MELLING & BEVINGTONS LTD. 


Reinsurance & Special Risks 


Castile Buildin 
Stanley at St. Catherine 
MONTREAL 2, CANADA 
24-26 Minories 
LONDON E.C. 3, ENGLAND 


O'TOOLE ASSOCIATES 


Incorporated 


Management Consultants 
to 
Insurance Companies 


Established 1945 


220-02 Hempstead Avenue 
QUEENS VILLAGE 29, NEW YORK 
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risk” coverage should be recom 
mended always. 

n. Ocean Marine (cargo) policy 
never covers insured property on 
shore. 


o. Under Ocean Marine policy, in- 
uninten- 
tional error in reporting or unfore- 
the 


surance is not voided by 


seen interruption of normal 
transit. 

p. Generally, if the insured com- 
modity 1s “due 


insurance ceases 


course of 
removed from its 
course of transit,” 
under ocean marine (cargo) policy. 
q. Generally, under the “pair or 
set” clause, the company will be 
liable for total loss if part of the 
“pair or set” is lost, 

r. In New York it ts possible to 
extend personal effects policy to 
cover insured property while located 
at the insured’s domicile 


Answer 
a. j. 1 
k. 7 
c. 
d. | m. | 
e. | n. | 
i ‘| 
p. 
h. F q. | 


QUESTION 13 


Discuss personal property tloater as 
respects 

a. Insured. perils. 

b. Property covered, 

Limitations 

d. Exelusions. 

e. Insured, 


Answer 


risks—-world-wide——actual 
cash value basis. 
b. Personal 


(owned 


property of insured 
members 
of his family in same household in 
cluding, if the insured elects, the 
personal property of others while on 
insured premises and including per- 


used——worn ) o1 


sonal property of insured’s servants 
while actually 
ment 


performing employ 
services. Property is divided 
into three classes and separate in 
sured amounts apply to each class 
1. Unscheduled personal property 


jewelry, watches, fine arts, furs, ete 


2. Specifically itemized articles of 


3. Additional coverage for  un- 
scheduled items of jewelry (limited 
$250 coverage under class 1) for 
fire and lightning only. 

c. 1, Unscheduled jewelry covered 
under class I—limited to $250. 

2. Money or numisatic property— 
limited to $100 any one loss. 

3. Notes, securities, philatelic prop- 
erty and the like—limited to $500 
any one loss, 

Note—Above limits may in- 
creased tor an additional premium. 
d. 1. Animals, automobiles, motor- 
cycles, aircraft, and boats. 

2. Unscheduled business property. 
3. llectrical burn out. 

+, Extremes in temperature damage. 
>. Breakage, miarring, scratching, 
except from specitic perils fire, etc. 
© War and nuclear accidents, ete. 
e. Insured and members of family in 
same household and upon election of 
insured, non-family members and 
servants. 


QUESTION 14 


explain 
ing : 


General Average,” includ- 


a. Detinition. 

b. Conditions requisite for general 

average declaration 

c. General procedure in general av- 

erage adjustment. 
Answer 

(a) General Average is a sharing 

of the loss sutfered by one or several 

parties to a marine adventure by all 

having an interest init. It is a prin 

cipal of Admiralty Law. 

(hb) The requisite conditions are: 

(1) There must be a= peril com- 


mon to all 


(2) There must be a voluntary and 
reasonable sacritice 

(3) The voluntary and reasonable 
sacrifice must successfully save the 
adventure, 

(4) No party having an interest in 
the adventure must have contributed 
to the loss. 

(¢) General procedure is that ship- 
owner or cargo owner calls a gen 
eral average. Ship and cargo are 
impounded and a general average 
adjuster is appointed. To 
the ship or the interested 
party must put up sufficient cash, a 
bond, 


release 


cargo, 
or evidence of insurance 
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QUESTION 15 

Give analytical survey of Family 
Automobile Physical Damage pol- 
Insured. b. Risks 
Insurable and Perils. c. Exclusions. 
d. Use of Temporary and Non- 
(owned Automobiles. e. out 
significant differences between Fam- 


icv, covering: a. 


Point 


ily policy and Basic Automobile 


Physical Damage policy. 


Answer 
a. Under the Family Automobile 
Physical Damage Policy the In- 
sured is the named insured, his 


spouse and relatives resident in his 
household. 

b. It may be written on a Compre- 
hensive form, which excludes col- 
lision, which is separately purchased. 
Also, it is available on a named 
perils basis covering the following: 
(1) Fire, lightning and transporta- 
tion 

(2) Theft 

3) Combined additional coverages 
including hail, riot 


windstorm, 
and civil commotion, ete. 
(4) towing 

c. Exclusions: 

(1) Use as a public livery convey- 
ance 

(2) Radioactive contamination 

d. Use substitute and 
non-owned automobiles is permitted, 


of temporary 


but any non-owned automobile fur- 
nished for regular use bv relative is 
excluded, 

e. Differences: 

(1) 
under basic unless endorsed 

(2) Eneumbrance must be declared 
under basic 


No cover for non-owned autos 


QUESTION 16 


With respect to automobile physical 
damage Insurance: 

a. Identify three factors which will 
atfect premium (rating). 

b. Detine (1) Commercial vehicle. 
(2) Temporary vehicle. 


Answer 


a. Factors which affect premium 


(rating ) 


(1) Location of vehicle—where it 
is principally garaged. 


(2) Age 


For November, 1959 


This advertisement is neither an offer to sell 


NEW_ ISSUE 


f the Pr 


pectus 


as dealers in 


Blyth & Co., Inc. 


Merrill Lynch, Pierce, Fenner & Smith 


Incorporated 


nor @ solicitation of offers to buy any of these securities 
The offering is made only by the Prospectus 


200,000 Shares 


National Union Fire Insurance Company 
of Pittsburgh, Pa. 


Capital Stock 


($5 Par Value 


The Company is offering to the holders of its Capital Stock the right to subscribe, 
at $32.50 per share, for the above new Capital Stock at the rate of one share for 
each three shares held of record October 16, 1959. Subscription Warrants will expire 
at 3:30 P.M., Eastern Standard Time, on November 16, 1959 

The several Underwriters have agreed, subject to certain conditions, to pur- 
chase any unsubscribed shares and, both during and following the subscription 
period, may offer shares of Capital Stock as set forth in the Prospectus. 


may be obtained from any 
ding the undersigned, only im States in which such underwriters are quali 
ecurtties and in which the Prospectus may legally be distri 


The First Boston Corporation 
Kidder, Peabody & Co. 


Paine, Webber, Jackson & Curtis Dean Witter & Co. 


October 20, 1959 


f the several underwriters, 


Ladenburg, Thalmann & Co. 
Clark, Dodge & Co. 
Wood, Struthers & Co. 


3) Make and model of vehicle 
(4) With commercial vehicles 
amount of territory in mules. that 
vehicle will travel 
b. Commerctal Lehicle—that 
is Used Tor commercial pur- 


poses or in the msureds 


business 


is of the pick-up, tractor trailer 


type. Includes private vehicles which 
their body 


have had altered to be 


dl for business purpose 


vehicle 


which is not owned by an individual 


Temporary Vehicle—a 


and which is not normally used by 


him—may be a rented car, 


QUESTION 17 


With respect to insurance generally 


indicate the various factors which 
must be considered by an under- 
writer when constructing a rate. 


Answer 


In constructing a rate, considera- 
tion given to the fact that 


the Company must meet all 


must be 

cover expenses and then come out 


with a profit. 


Factors considered are 

1. Losses 

2. Acquisition expense 

3. Overhead (Cost of doing busi- 
ness, etc 

Rese rve 

5. Profit 

6. Taxes 

In regard to fire rate « 
factors as: 


onsider such 


1. Location—residential—industrial, 


etc 

2. Structure—brick or frame—ap- 
proved or unapproved roof 

3. Exposure surrounding build- 
ings neighborhood, 

4. Occupanes purpose for which 


building is used 
5. Protection 
drant 


how close to tire hy- 
how close to fire department. 
\ny fire fighting apparatus avail 
able extinguishers, etc. 

Rates must be 
1. Adequate to 
meet 


and 


pay losses 
expenses 

2. Not excessive 

-quitable 
$. Stable 


I lexible 


oft few years 


non discriminatory 
over short run (1 yr.) 


over long run—period 


: 
Copi 
— amclu ed to 
act buted 
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rate 


LIABILITY RATE CHANGES 
REVISED OWNERS’, landlords’ and 
tenants’ bodily injury lability insur- 
ance rates for classifications rated on 
an area or frontage basis filed by the 
National Bureau of Casualty Under- 
writers became effective in Pennsyl- 
vania on September 16. The changes 
result in an 
29.3%. 

A filing on the same classifica- 
tions by the NBCU became effec- 
tive in Illinois at in- 
crease of 30 on September 23. 

Similar filings by the Mutual In- 
surance Rating 


average imecrease ot 


an average 


Bureau became ef- 
fective in five states and the District 
The 
revisions result in average increases 
of 184° in 13.1% in 
Minnesota, 25% in Oregon, 18° in 
Uriah and &.7% in the District of 
Columbia. 


of Columbia on September 23. 


Delaware, 


(sold ot North 
Carolina has disapproved filings of 


Commissioner 


the two Bureaus revising the rates 
on this coverage in that state. The 
average in 


filings had called for 


creases of 22.16 and 


res] eC - 


tively. 


K. L. PEARCE COMPANY 


PAYROLL AUDIT SERVICE 


PAYROLL AUDIT SERVICE—has the ability and 
get-up to get the job done odequotely 

PROMPT SERVICE—Poyrol! and other cosvalty 
audits by representotive field auditors 


AGENCY CONTACT ALWAYS 


HOME OFFICE: INSURANCE EXCHANGE Bldg 
OES MOINES, 1OWA * Phones CH 3.8649 CH 3.8640 
1OWA MINNESOTA DAKOTAS «© NEBRASKA 
MISSOURI ILLINOIS WISCONSIN INDIANA 
MICHIGAN © KANSAS OKLAHOMA + COLORADO 
NEW MEXICO 
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ehanges 


Revised owners’, landlords’ and 
tenants’ bodily injury liability rates 
for the area and frontage classifica- 
tions and revised storekeepers’ lia- 
bility rates filed by the Mutual 
Insurance Rating Bureau became ef- 
fective September 30 in Arizona, 
Arkansas, New Hampshire, North 
Dakota, Oklahoma, Rhode Islands. 
South Carolina, Vermont, Washing- 
ton and West Virginia. The changes 
result in over-all increases of 22.4% 
in Arizona, 30% in Arkansas, 30% 
in New Hampshire, 7.9% in North 
Dakota, 17.7% in Oklahoma, 30% 
in Rhode Island, 28.2% in South 
Carolina, 30% in Vermont, 18% in 


Washington and 14.1% in West 
Virginia. 
Revised bodily injury —hability 


rates for the owners’, landlords’ and 
tenants’ area frontage classifications 
and revised storekeepers’ liability 
rates filed by the Mutual Insurance 
Rating Bureau etfective 
October 7, in Michigan. The revi- 
sions in area and frontage rates re- 
sult in an average increase of 25.4%. 


AUTO RATE REVISIONS 


became 


REVISED PRIVATE PASSENGER auto- 
mobile liability insurance rates filed 
Mutual Rating 
Bureau became effective September 
23 


by the Insurance 
in Maryland. The changes pro- 
duce an over-all average increase of 
only 1.3% reduction 
in the property damage rates coupled 


because ofa 


with an increase in bodily injury 
liability rates. 

The tentative rates set by Com- 
missioner Whitney for Massachu- 
setts compulsory automobile liability 
insurance in 1960 are 2.9% lower 
than the 1959 rates, for private pas- 
vehicle 
\ public hear- 
ing on the new rates is scheduled 
for October 16 in Boston, 

The 
policv and safe driver rating plan 
developed by the National Bureau of 
Casualty 


senger cars. Commercial 


rates are lower. 


new package automobile 


Underwriters and the Na 


tional Automobile Underwriters As- 
sociation has been approved in 
Minnesota effective October 1. Pre- 
viously the policy had been approved 
in Iowa, Michigan, Missouri, Neb- 
raska and Pennsylvania and the safe 
driver plan in those states and Cal- 
ifornia. 

Revised automobile bodily injury 
and property damage liability rates 
for private passenger automobiles, 
commercial automobiles and Divi- 
sion 1 garage risks filed by the 
Mutual Insurance Rating Bureau 
became effective September 30 in 
New Mexico and West Virginia. 
Private passenger rates were in- 
creased an average of 8.9% in New 
Mexico and 3.6% in West Virginia. 
Commercial car rates were increased 
18.1% in New Mexico and 2.4% in 
West Virginia and those for garage 
risks 10.4% and 22.3% respectively. 

Revised automobile bodily injury 
and property damage liability rates 
filed by the Mutual Insurance Rat- 
ing Bureau became effective October 
7 in New Jersey. The charges re- 
sult in an average increase of 14.1% 
for private passenger and commer- 
cial vehicles and 17.2% for Divi- 
sion 1 garage risks. 


W.C. RATE CHANGES 


REVISED WORKMEN'S compensation 
rates filed by the National Council 
on Compensation Insurance have 
been approved in Oklahoma. The 
changes result in an average increase 
of 0.3%. 

Maximum weekly —workmen’s 
compensation benefits and disability 
limits are under a_ bill 
signed into law by Governor Fur- 
Massachusetts. similar 
law has been passed by the Alabama 
House and sent to the Senate. 


increased 


AUTO RATES 


REVISED AUTOMOBILE BODILY injury 
and property damage lability rates 
for private passenger automobiles, 
commercial automobiles and Div1- 
sion 1 garage risks filed by the 
Mutual Insurance Rating Bureau be- 
came October 14° in 
Mississippi. Private passenger rates 


etfective 


were increased an average of 10.5%, 
commercial cars 8.4% 
risks Division 1, 12.9% 


and 


garage 
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This young State Farm insured has no trouble recognizing 
our agent. That’s because he’s the family’s car insurance 
man. He’s known and expected in their home. And that’s 
what makes it possible for the State Farm agent to become 
their “family insurance man.” He has a natural entree 
for serving their fire and life insurance needs also. 

We provide our agent with these companion lines as 
part of our ‘marketing partnership” with him. We also 
handle his billing, policy-writing, and collection. And we 


For further information on any aspect of State Farm operations, write Publi 


OLA 


back him with strong promotional and advertising efforts. 


With this support, he is able to build new business among 


his present policyholders to become the “family insur- 


ance man” to a ready-made market. 

Through this simple concept, we are able 
to broaden our entire enterprise and better 
serve the 5'5 million auto policyholders 
that make State Farm the world’s largest 


automo! insurance company. 


STATE FARM 


INSURANCE 


ublic Relations Department, State Farm Insurance Companies; Home Offices, Bloomington, Il. 


SELLING TIPS 


tke HOME OFFICE 


CONFIDENCE BREEDS 
SUCCESS 


sa vital element of the 
must sell in- 
thinks it should 
the dictates of 
and standards, 
approach to. selling 
often spells out success who 
accomplished this goal have 
done so they 


example, 


CONFIDENCI 
successful agent He 
surance the way he 
be sold follow 


his own principles 


and 
Selief in one’s 
Those 
have 
because believed in 
themselves lor one 
agency will not sell any coverage ex- 
cept the broadest available, Straight 
fire and extended coverage policy on 
a dwelling is all right, but, for them, 
that special building endorsement 
must be added. Others will not write 
part of a mercantile account. Why? 
Because the whole 
feel that 
the best 
protection unless responsibility for 


they have 


account or 


must 
nothing. They 
their clients cannot receive 
the entire account is theirs. 

As every person in the insurance 
industry 
rough period, 


knows, we are in a very 
Many seem to think it 
“survival of 
knows for sure 


is going to be a case of 
the fittest." No one 
what ts ahead, 


us in the insurance business to treat 


but it behooves all of 


“selling” in more than one aspect. 
Mut 
Northwestern Mut. Ins. Co 


SALESMANSHIP 


EVERYTHING 
You've told the dramatized 
the benetits, asked for the order. 
Then—the “LIL think 
it over.” 
\ ou 
flatly, 


sale, 


HAS GONE smoothly. 


story 
letdown: 


haven't) been 
but 


either 


down 
the 


Is post- 


turned 
vou haven't made 


The pr 


poning making 


Ospect 

a decision, 
There is seldom a compelling rea- 

son for his needing that extra time. 


His postponement may mean. that 
there is some area in which you 
haven't completely sold him. It mav 


signify some hidden misgivings 


It can even 
be a smoke screen for some intensely 


about vour proposition 


personal reason for not buving. 
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Under those 
vou still try 
Yes, 
best wavs. 

“Why?” The saleman’s 
job is to get objections out in the 
open, where he can deal with them. 

2. Cite a special inducement for 
making the dectsion now, “Order 
today and enjoy peace of mind im- 
mediately.” 

3. Prove that the prospect 
afford to buy. The man who says, 
“Tl think it over” may not be sure 
that he can afford your product. 
Dramatize the savings, the small in- 
vestment, the self-liquidating  fea- 
tures of your plan, the addition to 
his net worth. 

4+. Start filling out the applica- 
tion, Get your prospect's mind off 
an immediate “yes” or “no” by 
asking him questions—his address, 
his official title in the company, his 
place of birth. Meanwhile, keep 
writing and act confident, 

5. Assure him that he won't be 
making a mistake. When a man 
wants time for thought, it may be 
because he is concerned over what 
the will 


circumstances, can 


de- 
the 


for an on-the 
Here 


it 


cision ? are six of 


can 


brass 


say about his pur- 

chase, Or his partner, Or his wife. 
6. /gnore it. Sometimes, “T’ll 
think it over” is merely a verbal 
shrug of the shoulders, not to be 
taken seriously. In such a case: 
keep talking. Your very next sen- 


tence may close the sale. 
imevican Arrow 
Amer. Cas 


BE PREPARED 


THs IS PROBABLY one of those un- 
When a 
person ts invited to speak to a group, 
he usually spends a lot of time and 
effort doing research and writing 
and rewriting, so his speech will be 
as perfect as possible. Yet, this same 
man going out to make 


explainable human foibles. 


a sale where 
a large account and commission are 
at stake often goes with no prepara- 
tion, trusting to inspiration of the 
moment and relving on knowledge 


acquired over the vears. The success 


of the speech is credited to the prep- 
aration ; the loss of the sale is blamed 
on anything but the lack of prepara- 


tion. Do you know when to be pre- 


pare d? 
The Marylander 
Maryland Casualty Co. 


FLOATING PROMOTION 


YOUNGSTERS LOVE balloons. They'll 
carry them anywhere all over 
town into their homes. A com- 
pany name on a balloon will get 


plenty of important advertising mile- 
age. 

Think of all the times during the 
coming months when balloons can 
help not only with advertising 
but in the weil will 


too, 


promotion of ¢ 


Low cost and effective. 
Hartford Agent 
Hartford Fire Ins. Co. 


CARDS SELL 


Group 


DEVICE that could be a 
definite aid in securing new business. 


HERE'S A 


It’s a simple card requesting the 
prospect's mortgagee to submit 
policywriting information to you, 


and to accept your policy when the 
prospect's present insurance expires. 
Simply give it to the prospect; he 
fills it out and sends it to his mortg- 
ageholder, An adequate supply of 
these cards can be printed quite in- 
expensively, 


The Centralizer 


Central Mut. Ins. Co. 


IMPORTANT: ACCOUNTS 
RECEIVABLE 


TODAY A PERSON can go into town, 
make purchases in several stores, 
keep an appointment with the doc- 
tor or dentist, have the car serviced, 
eat lunch, and go home without hav- 
ing paid out a nickel in cash. With 
the predominance of credit purchas- 
ing, accounts receivable records have 
become of increased importance to 
a business. Many business people 
these records are covered 
under their fire policy. They are 
not; they are specifically excluded. 
But, the accounts receivable policy 
protects the business against uncol- 
lectibility of accounts receivable as 
a direct result of the loss of or dam- 
age to the a. Have you sold 
» late ‘ly ? 


The Maryvlander 
Mary: ind Casualty Co. 


assume 


this cover: 


Best's Fire and Casualty News 
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MERGERS MULTIPLY 


ET ANOTHER giant merger has 
Yi. en announced since last writ- 
ing, the fifth proposal of its kind this 
vear. 
commented on this trend in British 
insurance; but it would be wrong to 
think that it is a trend, for 
mergers are a familiar feature of the 


In the last two issues we have 


new 


history of British insurance. But it 
is a fact that the 1950 revival has 
surprised most people because of the 
number of companies involved, and 
it is 
which companies are next on the 


now fashionable to forecast 
list; or shall we now have a lull in 
what has been almost a monthly pa- 
rade ? 

The latest tie-up concerns the Al- 
liance Assurance Company and the 
Sun Insurance Office (“the oldest 
insurance office in the world, 
founded in 1710"), who have agreed 
on the terms for an amalgamation 
of interests. The merger is being 
effected by means of a new holding 
company offering to acquire the is- 
sued share capital of the two com- 
panies (the Sun Life Assurance So- 
ciety is not affected) in exchange 
for its own shares. 

The subject of mergers cropped 
up in the presidential address to the 
Insurance Institute of London by 
H. T 
eral manager of the Yorkshire As- 
surance (which was outbid by the 


Silversides, who is joint gen- 


Norwich Union in the absorption of 
the Scottish Union National 
earlier this vear). Insurance mer- 
gers were not new, he and the 
existing British companies and 
groups were formed by amalgama 


and 


said, 
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tions, particularly in the two waves 


hfty and torty vears ago. Thev were 


symptoms of a growing industry, not 


the painful concentrations of a con- 
tracting one. There would alwavs be 
a place for a medium-sized specialist 
companys 


As what he 
and fluid situa- 
though at first 
mergers limited 
the opportunities of individual em- 
plovees, that was in fact the oppo- 
the truth. The larger the 
unit the more need for administra- 


a tinal comment on 


said that, 
sight it might seem 


tion,” he 


site of 
tive skills in the management of it. 


SANITY IN UNDERWRITING 


ON OTHER SUBJECTS of equal topi- 
cality, Mr. Silversides’ paper was 
both provocative and thoughtful. In 
exanuning the future, the question 
which exercised mind was 
whether the market could 
look with contidence to maintaining 
its leading position. He described 
the postwar expansion and then said 


his 
London 


that the picture had since changed, 
and he thought there was evidence 
of a deteriorating situation. Busi- 
ness available had levelled off, and 
the capacity of the marine and fire 
markets substantially exceeded cur- 
rent requirements. This had 
ated an incentive to accept business 


cre- 


on inadequate terms and to venture 
into fields. He = men- 
tioned particularly the intensified 
competition among brokers, and the 


speculative 


chain reaction set up by the defen- 


sive measures taken by holding 


brokers to protect connections from 


actual or feared attacks bv com 


petitors Mr. Silversides said he was 


anxtiotis to avoid any impression that 
he was attempting to apportion re 
sponsibility If, as he 
situation was at present unsatistac- 
tory, each of them and all parts of 
Com- 


thought, the 


the market shared the blame. 
petition Was necessary and desirable 
The problem was purely one of de 
gree. 

He asked: “Can guard 
against accepting through the back 
door 


we not 


business which would be re 
fused through the front? Can 


not avoid accepting busiress as re- 


we 


insurance on terms which would be 
regarded as inact quate if direct, and 
deny the use of the marine market 
in direct competition with the non- 
marine?” Mr. Silversides’ plea was 
for a return to sanity in underwrit- 
ing practice so that the London mar- 
ket might maintain unimpaired its 
immense financial strength and its 
ability to attract and absorb world 
He added: “Improvement 
must depend on the actions of indi- 
vidual underwriters, both company 


business, 


and Lloyd's, as well as on the con- 
duct of Both 
parties are required to exercise con- 
risk of in- 
jury to the long-term interests of 
the market is to be avoided 

In moving a vote of thanks to 
Mr. Silversides for his address. Sir 


insurance brokers 


siderable restraint if the 


Walter Barrie, immediate past chair- 
man of Lloyd's, agreed with him that 
competition was both necessary and 
healthy for their business. But. he 
said, it would be wrong to blame 
brokers entirely for the present sit- 
uation. Responsibility rested on un- 
derwriters. Referring to 
business,” Sir Walter 


ex? 


“back-door 
harrie 


sald 


: 
& 
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News from London—Continued 
that, if any determined effort were 
to be made to remedy the situation, 
reinsurance should be the 
first problem to be examined. 


treaties 


LLOYD'S ON SHOW 


A NEW PoLicy on publicity seems to 
have been heralded by the participa- 
tion of the 


Lloyd's in “London 


Week” exhibition held in San Fran- 
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the end of October. This 
was a unique event in Lloyd's his- 
tory, for only once before has Lloyd's 
staged an exhibition. This was dur- 
ing the Festival of Britain in 1951, 
and even then the exhibition was on 
Lloyd's own premises in the City 
of London. Lloyd's took part in the 
San Francisco show at the invita- 
tion of the British-American Cham- 
ber of Commerce, and the Lloyd's 
exhibit depicted the difference be- 
tween the old coffee house of Ed- 
ward Lloyd in 1688, from which 


cisco at 


Lloyd's sprang, and the ultra-mod- 
ern Underwriting Room of the pres- 
ent day. Lloyd’s waiters, in their 
long red cloaks and top hats, were 
in attendance, to 
touch. 

It is rumoured that Lloyd's may 
also participate in the British trade 
fair to be held in New York's Coli- 
seum next June. 


add real-life 


LONDON CONFERENCE 


Tue 1959 CONFERENCE of the In- 
ternational Union of Marine Insur- 
ance has come and gone, and every- 
one seems agreed that it was an 
outstanding success. The conference 
was held in London for only the 
second time in the Union's history, 
and the hosts, the British marine 
underwriters’ did 


everything possible to make the oc- 


associations, 


The busi- 
ness proceedings went smoothly and 
efficiently, and the social activities 
benefited from the glorious weather 
Britain has been enjoying. Next 
year’s venue is Washington, D. C., 
and it will be the first time that such 
a conference has been held in the U. 
>. A. 

At the end of the conference, 
Louis Rostock-Jensen ( Denmark) 
Was appointed president of the Un- 
ion in succession to Henri Quirino 
da Fonseca (Portugal), who has 
held the position for the past five 
years. The Union still consists of 


casion a memorable one. 


forty-eight associations representing 
forty-six countries. This vear, thirty- 
five associations from. thirty-three 
countries took part in the conference. 
Over 120 delegates attended and, in- 
cluding accredited 
over 480 in all. Documentation of 
the conference ran into some hun- 


underwriters, 


dreds of pages, and in addition there 
were the extemporaneous contribu- 
tions made to the discussions, par- 
ticularly at the open council meet- 
ings which occupied one whole day. 


Excellent Papers 


It is obviously impossible to at- 
tempt a comprehensive report of the 
conterence, and one can only select, 
from the wealth of material pre- 
sented, certain subjects which will 
probably be of the widest interest. 
Betore doing that, however, special 
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mention must be made of the several 
excellent papers and reports which 
came from the American Institute of 
Marine Underwriters’ delegation, 
headed by Miles F. York, president 
of the Institute. One of the high- 
lights of the social program was a 
reception for council delegates and 
ladies given by the American In- 
stitute at Claridge’s. After the con- 
ference, three members of the delega- 
tion met representatives of the Inter- 
national Chamber of Commerce 
(from Paris, London and elsewhere ) 
to discuss further development of 
the I. C. C.’s work in connection 
with freedom of transport insurance. 

R. A. J. Porter, chairman of the 
Joint Hull Committee, presented the 
report on hull insurance on behalf of 
the British market. In this he 
warned certain markets to exercise 
caution in competing for foreign hull 
business, of which they had no past 
experience and, in some cases, €X 
tremely doubtful statistics. Rein- 
surers accepting business from such 
markets were facing the risk of “de- 
layed action.” Mr. Porter said that, 
in spite of the numerous aids t» navi- 
gation fitted to modern tonnage, col- 
lisions did not seem to grow less; 
in fact, it was quite incredible how 
modern ships could, through what 
was really often sheer carelessness 
collide with each other. Repair costs 
in most parts of the world had 
shown a downward tendency, al- 
though wages still rose, and the 
fact must be faced that in North 
America over-all repair costs were 
stl on the upward grade. Taking 
the relative cost of repairs over the 
period 1955-59, they found that, 
with 1955 as 100, 1956 was 113.5, 
1957 was 125, 1958 was 123, and 
1959 was 123. 


New Ship Types 


On the rating of new tonnage and 
new ship types, Mr. Porter said the 
fact must not be overlooked that 
postwar underwriting experience 
had clearly shown that propelling 
machinery was still in the experi- 
mental stage; consequently, under- 
writers giving very full cover in time 
insurances had had to face heavy 
claims for machinery breakdowns 
and, in recent months, fires on ship- 
board, particularly among new ships. 
Probably the most inadequately- 
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News from London—Continued 


rated tonnage in all markets, he sug- 
gested, was ore carriers, engaged in 
many cases in carrying their cargo 
from ports of very recent construc- 
tion and through waters which had 
not dredged for 
ships carrying such heavy cargoes. 

The American report on hull bust- 
ness presented by Mr. York stressed 


(1) 


fleets with resultant 


been adequately 


five problems: mass obsoles- 
cence of 
deterioration of structure and ma- 
chinery, a condition which would be 
felt for some years, although replace- 
ment 


(<2 


programs were under way 
) deferred and inadequate main- 
tenance in certain quarters, presum- 
unsatisfac- 
the 


further rise 


ably because of current 


tory economic conditions in 
shipping industry; (3) 
in repair costs which must be ex- 
pected from continuing increase in 
wages and costs of materials; (4) 
the 


serious casualties 


more than usual incidence of 
and (5) the need 
to work out proper covers required 
for nuclear-powered merchant ships. 


hull 


character 


technical 
the 
(on the ques- 
Mr. York re- 

concern of 
the 
poor loss experience of this class of 


Two papers of a 


were submitted by 
\merican delegation 
tion of supertankers, 
ported the 


\met can 


particular 
underwriters with 
tonnage. He brought up to date re- 
the 
Union in 1957, when he emphasized 
the 
building 


marks which he submitted to 


“unknown risks inherent in the 


and operation of single- 
Some of 
the tankers in operation were over 
900 feet in length and 105,000 tons 
deadweight, and exceeded $20,000, 


O00 in value. Many of the questions 


deck tankers” of such size. 


raised in 1957 still remained unan- 


swered, he said. Since the experi- 


ence on this class of business had 


worsened, in spite of the absence of 
total losses, he emphasized the ef- 
fect the total loss of such a highly- 
valued ship would have on an under- 
writer's loss record, 


Builders Risk 

Emil A. Kratovil, first vice-presi- 
dent of the American Institute, dealt 
with builder's risk insurance in the 
U.S. A., and informed the council 
on the Builders’ Risk Form 
adopted in January 1959, by his In- 
stitute. 

Thomas M. Torrey, the Institute's 
treasurer, dealt with the insurance 


new 


of containers in ocean commerce, 
and suggested that perhaps the most 
serious problem that would develop, 
and of much under- 


writers, was the possible deteriora- 


concern to 


tion of packaging standards. 

(wen E, Barker, a past president 
of the American Institute, speaking 
about current maritime safety de- 
velopments, stressed in particular 
that in 1960 a safety of life at sea 
convention would be held in London, 
to revise the 1948 Convention, un- 
doubtedly with the most far-reaching 
effects on maritime safety. 

land ) reported to the council, on 
behalf of the Dutch market, regard- 
ing the unfavourable insurance re- 


Zeelenberg 


sults from ships under construction, 
This is a which has been 
chewed by the Union for the past 
two or three vears, and this year’s 


bone 


discussion appeared to confirm pre- 
vious opinions that the majority of 
markets concerned have no particu- 
lar reason for complaining; they 
meet the problem by obtaining ade- 
quate premiums, and to a certain de- 
gree also by joint rating for the hull 
section and the machinery, the rap- 
idly sectional 


gaining practice of 


building, or prefabrication, having 
removed the necessity for separate 
ratings. 

Mr. Kratovil reported on clean 
bills of lading, and said it would be 
gratifying to be able to say that the 
practice of issuing clean bills of lad- 
ing against letters of indemnity was 
on the decline in the U. S. A. Un- 
fortunately, that did not seem to be 
true. 

As regards the St. Lawrence Sea- 
way, the conference decided to set 
up for one year an ad hoc study 
group to developments 
from the underwriting point of view. 
This group will consist of delegates 
from Canada, U. S. A., Britain, 
Norway and Germany, working un- 
der a Canadian chairman. 


consider 


Nuclear Problems 


What was perhaps the most ar- 
dently discussed subject of the whole 
came at the very end, 
when a discussion of nuclear prob- 


conference 


lems, conducted in open council, was 
led by A. B. Stewart of Lloyd's, 
chairman of the Union's nuclear 
study group. After reviewing re- 
meetings of his group, Mr. 
Stewart expounded some of his per- 
sonal views, which he has been do- 
ing each year since 1955. (The 
amendment by the British market 
of the Inchmaree Clause, following 
Mr. Stewart's “campaigning,” 
mentioned last month). 

Mr. Stewart said that nuclear 
hulls would be able to be covered 
when the time came. The risk of 
reactor breakdown was just 
more risk to cover. Isotopes and fis- 
sionable cargoes in considerable 
quantities had been and were being 
insured, and, so far as nuclear dam- 


age 


cent 


was 


one 


to ordinary cargoes was con- 


cerned, such risks were already 
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covered under most all-risks cargo 
wordings. He mentioned a slip re- 
cently placed on the British mar- 
ket on the liability appertaining to 
a cargo shipment. The ship was 
placed en actual projected shipment 
and the limit was £5,000,G00. The 
hurdle was made higher by the £5,- 
000,000 limit being made to apply to 
any one accident. There was a fur- 
ther handicap—the 


words “target 
risk” were put on the slip, these 
words indicating that underwriters 
must put down the lines they were 
prepared to retain without reinsur 
ance. The figure easily ab- 
sorbed and within a few days it was 
substantially overplaced. 

This 
thought, 


Was 


placing, Mr. Stewart 
should put an end to all 
doubts regarding the Capac itv of the 
insurance market. He said: “Re 
member, too, this slip was placed in 
the British market alone. Just ima- 
gine the amount which could have 
been placed if one had also used the 
other great markets such as are rep 
resented here today, 
realize the 


Few, I think, 


tremendous and 


power 
capacity of our great industry.” 
Mr. Stewart has al 
ways advocated the “no pools” ap 


Of course, 


proach to nuclear marine underwrit 
ing; but views on this approach are 
widely split in European markets, 
ensuing discussion 
Meier (Switzerland) felt 


strongly that the advantages of pools 


views coincided in part with those 


showed 
yhert 


outweighed the disadvantages 
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expressed by several others, to the 
effect that underwriters were selling 
security but must not endanger their 
principals’ over-all assets by over-ex- 
tending themselves on unusual risks. 
And George Inselman, second vice- 
president of the \merican Institute, 
said that a major problem, from his 
market's point of view, was that of 
providing insurance in adequate 
amounts, which amounts would re 
quire going far bevond any combina 
tion of hull protection and indemimity 
insurance previously known in the 
marine field, Niklas Kihlbom (Swe 
den ) expressed the view that co Op 
eration 


between and non 


marine underwriters was essential to 


Marine 


achieve not only adequate capacity 
but also to obtain for marine under- 
writers the benetit of the experience 
gained by the non-marine side of 
the industry with respect to know! 
edge and to the settlement of claims 
for personal injury cases 


COMMUNIST FLEETS 


FoR THE FIRST TIME an indication 
given of the shipping 
strength of the Iron Curtain coun- 
tries. At the end of the first quarter 
of 1959, the combined fleets of So 
viet and the lron Curtain 
countries totalled 1.378 ships of 4, 
$72, 000 

viet fleet amounted to 3,326,000 tons, 
giving her twelfth place in world 
shipping, and the Polish-owned fleet 


has been 


Russia 


tons gross, according to 


Varitime 


CHICAGO 


MONTREAL 


to 483,000 tons. The Chinese Peo 
ple’s Republe was third with a ton 
nage of 403,000 tons, followed by the 
German Democratic 
121,000 tons, 


tons, 


Republic wat! 
Bulgaria with 
Czechoslovakia with 
tons, Vietnam with 12,000 tons, Al 
hania with 10.000 tons and Hungary 
8,000) tons Lhe 


these figures cannot bx 


with accuracy of 


vouched for, 
but they do provide some guide for 
Western 


shipping leven 


Llovd’s Register of Shipping admit 


experts 
that their figures for the lron Cur 
In the last 
published tables of the world’s mer 
chant fleets, related to the 
position at July, 1959, Llovd’s Reg 


tain fleets are incomplete 
which 


ister gave Russia’s fleet as standing 
at 2,965,819 tons and that of Poland 


at 457.702 tons 


AUSTRALIA 


VUSTRALIAN EXPORTERS have 


heen 
making increasing use of the Federal 
Government's export payments in 
surance scheme. The Australian 
Minister for Trade has said that the 
scheme has proved a major contri 
bution in winning new markets. The 
growing demand for insurance ser\ 

ices Is caused by increasing compett- 
tion and more frequent risks of 1 

ternational restrictions, political and 
racial disturbances, and the default 
of overseas importers. A total of 
twenty countries now have some sys 
tem of insurance covering exports 
payments. 
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Training Adjuster—from 
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some company and they have never 
met any man higher up in their 
organization than their immediate 
superior ! The orientation program 
should also include an introduction 
to the general nature of internal 
procedures in the principal office 
of the company, particularly those 
processes which are closely related 
Chis should not be a 
study of confusing details, but it 
should be rather an appreciation of 


to claims. 


the broad principal steps or func- 
tions which are necessary and must 
be coordinated within the office. 
Before the orientation is 
pleted the new should 


com- 


man have 


studied very carefully any company 
manuals which may be available 
and pertinent to his work. He will 
not understand or retain all that 
he finds in a thorough study of man- 
uals but he will find much there 
which explains the things that he 
has heard and 
if he has studied the manual care- 
fully what he reads there will help 
him to understand the things which 
he later sees and hears. 


seen or elsewhere 


The final stage in orientation is 
for the new man to observe the day 
to day work of the claimsman on 
the job. In other words, we have 
the new man ride with an exper- 
ienced claimsman in the field) for 
two or three weeks just to find out 
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specifically what the business is 
about and what the claimsman does. 
If the newly employed man_ has 
claims experience behind him this 
part of his orientation can be made 
much shorter and can focus atten- 
tion primarily upon reporting pro- 
cedures and the like. 


Basic Facts 


Up to this point the new man 
has been busy getting acquainted 
in a general way with his company 
and has had the first practical in- 
troduction to what his daily work 
will be like. We think the next 
step is to give him a broad basic 
education about his own job. Our 
experience leads us to feel quite 
strongly that the new man_ should 
have as much general basic educa- 
tion as he can get and he should 
have it as quickly as he can get it, 
at this particular stage in his career. 
Remember that we are talking about 
getting this man started so he will 
develop as rapidly as possible and 
go as far as possible in a career 
which is highly complex and_ re- 
quires a vast amount of technical 
knowledge of all kinds plus a great 
amount of skill. Let us 
comparison on that level. 


draw a 


lf you go out to your airport 
and indicate that you want to learn 
to fly, the operator will welcome 
you with open arms. You may be 
assured that he will be most happy 
to take vour money, but if you are 
renting his airplane you may also 
be assured that he will be absolutely 
insistent that vou learn to fly the 
right wav. He will probably begin 
by giving you some general sum- 
mary of what kind of a course of 
training will have to go 
through, and he will probably take 
you up for vour first ride. This ts 
by way of 


you 


introducing you in a 
general way to an airplane, its parts, 
its controls and more or less let 
feel how it behaves. This is 
partly orientation, and it is partly 
bait because he knows if you go up 


you 


for the first lesson you will get the 
flying bug and nobody can stop you 
from there on 
from 


Now suppose that 
here on he simply took you 
up each day and gave you instruc- 
tion in the air and had vou learn 
to handle the controls and go 
through all the various maneuvers 
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in the air until eventually you were 
making take-offs and landings. Do 
you think he would solo you out 
and that you could go ahead and get 
a pilot’s license and fly airplanes 
around your airport without having 
had any basic education? You just 
try it and Actually, at the 
same time this instructor starts your 
flight practice he is going to bring 
out some big thick books and start 
you in ground school. This con- 
sists of a study of text books, class 
discussions, examinations and prob- 
lems whereby you will learn just 
what flying is about 
happen 


what things 
why things have to be done 
the way they are done—what the 
dangers are--what the airplane is 
about—-what the instruments 
for—what the weather is about 

what the Civil Aeronautics Board 
has to say about traffic and com- 
munications and a lot of other 
things. In other words, your gen- 
eral education will be a_ pre- 
requisite at the outset of your flying 


are 


career. You don't learn to drive 
an airplane and then at some 
later convenient time come in 
and learn just why have 
been doing what you have been 
doing all this time what 


the traffic regulations are and what 
the weather is about and why these 
instruments are on the panel. So, 
to get back to training the new 
claimsman, the timing of the general 
education of the individual should 
come at the outset of his career as 
soon as he has completed his pri- 
mary orientation. 


A Number of Ways 

Now how shall we go about giv- 
ing a man this general basic educa- 
tion? ‘There are a number of good 
ways to do it. The particular 
method should be the which 
fits the needs and circumstances of 
your company. If your company is 
small and you are employing new 
claimsmen one at a time, then un 
doubtedly the best and most eco- 
nomical method of educating these 
men will be one at a time. Just be 
sure that each of them gets his 
education. The disadvantage of 
having this small a program of ed- 
ucation is simply that it takes just 
as much time for the instructor as 
it would take if the same instructor 


one 
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were educating more men 
still needs to be done, 

If the educational program is 
to be carried on on an individual 
basis this can be done either by the 


but it 


supervisor (if he can spare the 
time) or it can be done by one of 
your top-notch experienced claims- 
men. The program of education 
can be concentrated and conducted 
in a series Of sessions lasting sev 
eral days or weeks (which may be 
very awkward for your supervisor 
or experienced claimsman who is 
doing the instructing) or the pro- 


gram may be broken up and _ the 


individual may receive periodic im 
struction, one or two days or halt 
days per week or something of that 
sort. 

If your company is a little larger 
so that you are employing new men 

perhaps two or three or a few 
more at about the same time, then 
it is more and some 
what more practical to bring these 
men together and have all of them 
receive instruction from in- 
structor or instructors at the same 
time. 


economical 


This is simply conserving 
the time of the instructors. Again, 


{Cantir 


sed on the next page) 
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Training Adjuster—Continued 

the instruction may take place in a 

continuous school session or it may 

be broken up into periodic sessions. 
Another alternative for the larger 

classes or 


company 1s to conduct 


schools at stated intervals or from 
time to time whenever you have a 


With this 


kind of a setup you can bring quite 


large group of trainees, 


a number of men together for train- 
ing at 


one time, If your company 


is big enough to have classes of any 
size for new men, then your opera- 
tion is probably spread out geo- 
graphically to the extent that it will 
no longer be practical to bring 
these men in once or twice a week. 
You will probably conduct a con- 
tinuous 
these 


session for each of 
start to finish 
on the basic education program. 


school 
classes from 
\nyone of these methods is good 
fits circumstances. 
State Farm Mutual would be ridic- 


only if it your 


Mr. Agent: 
We can lessen 
your “load” 
with our 
prompt service, 
facilities, and 


insurance 


know-how! 


NATIONAL UNION 
INSURANCE COMPANIES 


PITTSBURGH @e@ PENNSYLVANIA 


YOUWLL BE PROUD 
TO REPRESENT 


PACIFIC INDEMNITY 
Company 


.a progressive multiple line company 


with an eye on the future 


HOME OFFICE Pring 
LOS ANGELES 


‘pal offices in Atianta, Cincinnati 


Dalias, Kansas City, Los Angeies 


Oakiand, Pnoenix, Portiand San Francisco. Seattie 


ulous instructing its men on a purely 
individual basis for their basic edu- 
cation, this would be an 
outrageous waste of time for as 
many instructors as there are new 
men starting in our company. On 


because 


the other hand a company which 
hires three new men a year, and 
hires them at different intervals 


during a year, would be equally 
ridiculous setting up a claim school 
once a year for classes. The really 
important thing is that the tstruc- 
tion shall be conducted in an 
ganized, planned and carefully pre- 
pared program. If it 
will be valuable almost. in 
spite of anything else. But if it is 
not carefully organized and well 
prepared it will almost) surely be 
wasteful and inettective. 

What about Who 
should do the teaching and what 
kind of people should they be? We 
have already talked about an individ- 
ual method of instruction where the 


or- 


is done this 
way it 


instructors ? 


basic education is administered by 
a top-notch tield claimsman. This 
Las some very excellent possibilities 
for the reason that it can take place 
concurrently with the practical on- 
the-job training and 
which the new man gets working 


experience 


with the experienced field claims- 
man. It is analogous to the flying 
student who is getting his ground 
school from flying instructor 
concurrently with his flying lessons. 
The method is also valuable because 
it constitutes an assignment to a 
who 
outstanding qualifications. 


claimsman has demonstrated 
The as- 
signment dignifies this man, it com 
pliments his achievements, it) will 
him sense of pride and 
responsibility. The necessity of 
instructing another man will cause 
him actually 


vive 


to analyze his own 
work and techniques and improve 


himself. The teacher always gets 


more out of the course than the 
students. But the field claimsman’s 
knowledge and authority are 
limited. 

There is also the possibility of 


using the new man’s supervisor. In 
theory this is the correct way. The 
responsibility for the development 
of the man should be entirely in 
the under direction 
he works. This has a very distinet 


person whose 


man will 
what his supervisor 


advantage that the new 


learn exactly 
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wants and will learn to do his work 
in the most acceptable manner to 
this individual. It also gives the 
supervisor the advantage of getting 
thoroughly acquainted with the new 
claimsman, understanding his prob- 
lems, his needs, his strong points 
and the areas where he needs help. 
But it takes a lot of time for the 
supervisor and probably the only 
way he can manage to do it 1s by 
breaking up the educational pro- 
gram into segments, spending sev- 
eral half days or days from time to 
time on a scheduled basis until he 
has covered the ground with the 
new man. 


Very Rich Possibilities 


Those of you who are associated 
with companies which are small or 
medium sized have some very rich 
possibilities with respect to instruc 
tors. You have the possibility of 
making varied use of different peo- 
ple within your organization to 
make a tremendously interesting 
and varied and meaningful claims 
education program. You have the 
opportunity to use experienced 
field claimsmen, supervisors, second 
line supervisors if you have them, 
legal counsel, doctors, and people 
in your own organization clear up 
to the very tip top executive level. 
If your company sufficiently 
small and vou are training only a 
few men at a time, or you are 
having classes only occasionally or 
at widespread intervals, then you 
can make requests upon your exec 
utives and all of these other people 
to participate in the instruction of 
your new claimsmen 

When it comes to orientation and 
morale building there is absolutely 
nothing equal to it. The worst 
thing that has happened to our 
claims education program the 
State Farm Mutual has been that 
we have grown so big that we are 
having eighteen or twenty or more 
classes a year and it is simply a 
physical impossibility to impose 
upon busy executives to participate 
in the program so frequently. | 
hope you can manage to do it in 
your company. In a large company 
where the volume of men to be 
trained will justify a continuous 
program of classes, it then becomes 
necessary to make permanent as 


naa 
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Training Adjuster—Continued 


signments of responsibility for in- 
struction. This is the of 
arrangement we have in State Farm 
Mutual. Our philosophy is to use 
as instructors only top-notch claims- 
men of abundant experience in the 
company, and only men with gen- 
eral staff rank and authority. It is 
our belief that when the new man 
gets his instruction, he should get 


with company authority and with 
the authority of experience and 
skill. We do think that teaching 
ability is vastly important, and so 
we try to select those men who have 
the greatest ability to teach others. 

In the educational program of 
the smaller company | think you 
will attach less importance to teach 
ing ability. It is more important 
that your men obtain their educa- 
tion from men who speak with 


it directly from people who speak authority and experience and who 


THE NAIA | 
YOUR/ ndependent nc 
| MARI OF Ml AGENTS 
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Y The NAIA combined emblem and slogan is directed, of y 
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themselves really know the business 
than it is for them to hear from 
people of lesser knowledge who 
may have greater abilities in com- 
munications. If you have a choice 
in the matter, then it would be 
well to select) as instructors the 
people who have the ability to talk 
with directness and simplicity to a 
small group of men, not by way of 
oratory, but by way of direct con- 
versation and explanation. 
Probably no one will have any 
particular problem in the selection 
of subject matter for the claims 
education program. — Essentially 
this is simply a problem in analyz 
ing the various areas of the ad 
juster’s work and knowledge, 
breaking it up into subjects which 
can be handled in proper units and 
within the available time. Claims 
work falls into several categories 
very naturally: the policy contract 
forms, rules of claim procedure for 
internal administration, investiga- 
tion of claims, reporting of claims, 
evaluation for settlement purposes, 
negotiation of settlements, release 
forms and. their use, subrogation, 
contribution, the principles of deter- 
mining legal liability, human anat- 
omy and personal injuries, material 
damage problems (such the 
handling of total losses, salvage, 
fire loss +s, ete.) and multiple lines 
which may be handled by the ad- 
juster. would like to add one 
more with some emphasis, and this 
is the subject of “humanics,” or 
the science and art of analyzing and 
dealing with people. There 1s an 
uvful lot of malarky written and 
spoken on this general subject, but 
it still remains that there are some 
very important principles, ideas and 
practical methods which can be of 
the very greatest value to the claims 


man 


Claims Education 


Evervone who has any responst- 
bilities in connection with claims 
education always has an insatiable 
curiosity concerning materials. This 
presents somewhat of puzzler, 
because there are, in. fact, rather 
few materials adequately prepared 
for formal instruction im the area 
of claims handling. And yet with 
a little ingenuity it 1s possible to 
compile quite a list of materials 
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which will be very usetul and help 
ful in your claims education pro 
gram. Let us see what we can lst 
1. Textbooks. There are rather 
tew of these, probably because the 
market is limited and there ts not 
very much protit incentive for peo 
ple to write and publish books on 
the subject of handling claims 
Such textbooks are useful to have 
around for reference, but we have 
never been verv well pleased with 
any textbook for use class 


for regular student assignments 
These books tend to be somewhat 
too superticial and they usually con 


tain some ideas with which we disa 
gree, so that we would preter 
mstruct our men otherwise REINSURANCE COMPANY 
not claim to be an authority on 

claims textbooks but [| suggest that 


probably the three best linchis are: UNITED STATES BRANCH 


Victor Gorton, Claims 
Practice 

Patrick Magarick, Successful 
Handling of Casualty Claims 
Oleck, Negligence — Investigation MULTIPLE 
Vanual (Vins author rather spe 

clalizes im making check lists for 
various types of investigations ) LINE 
There is a very good little booklet 
entitled “Taability Claims and Lit ~ 
gation,” second edition by Spurgeon REINSURANCE 
L.. Smithson of the Kansas City, 
Missouri, Bar which is quite briet 
and condensed but has some good 
ideas and good check lists and = in 
formation, all in little pocket 
sized Executive Office 
here is a printed booklet entitled 
“What a Trial “peat Should Find 70 Pine Street, New York 5, New York 
In An Investigation File” by Cla 
ence \WW. Hevl of the Peorta, Hlinots, 
Bar which contains a good 


Telephone BOwling Green 9-5532 


Southern and Facultative Department: 


summary on that subject 
Phere are excellent text materials in 1401 Peachtree Street, N.E., Atlanta 9, Georgia 


the published proceedings of the Telephone TRinity 5-8969 


Conterence of Mutual Casualty 
Companies and the National Asso 
ciation of Independent Insurers 


and other such organizations where This volume is far and away the 2. Company manuals ex 


claims subjects have been treated very. tinest technical study } the form im most companies 


on the program for vears. Many of investigation the scene f the  detinitely should be used 


the papers which have been pre accident, the study of physical facts books or at least as referen 
pared tor these meetings and pub and the collecting of evidence 3. If your company is a 
lished in the proceedings are very prove physical facts. [t is aimed | the National Automobil 


much worth reproducing or ab at traffic accident investigators from Bureau, there are | 


1, booklets 
stracting for text references or a police department, but we think on the investigation of incet 
study materials enough of it to use it as a textbook — tire losses. These booklets 


Phe Northwestern Traffic Institute in our schools. We require a good cise and 


al 


‘ 
publishes the ‘Traftie Accident In deal of intensive study in the book $+. Policy contract 


forms in 
vestigation Manual.” at North- and we have an extensive ques- in your company, and endorsement 
western Universitv. in) Evanston. tlonnaire which we use with it 
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Training Adjuster——Continued 
In Common use, Constitute 
study and reference material. 

>. There is nothing more educa- 
tional for claimsmen than to read 
actual claim files, particularly those 
which have been well developed by 


good sound men. This method is 
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very practical when you are train- 


ing a few a time, but 


vg very men at 
it becomes very impractical if you 
are training large groups. How- 
ever, | think that if I had only one 
choice as to study materials, | would 
choose exemplary claim files. 

6. Claim forms, releases, and forms 
pertaining to internal 
should be studied. 

7. Articles, 
materials, 


pre wedures 


addresses, digested 
and illustra- 
tions may be reproduced as useful 
study materials. 

8. Posters, charts, flip charts, and 
Materials 
of this kind are often prepared for 


gl ssa}ries, 


slides are very effective. 


other purposes such as meetings, 
and put 
to good service in the claims educa- 
tional program. They can also be 
prepared especially for the claims 
program. Displays of this kind 
should employ as much color as 
possible. Many areas of subject 
matter lend themselves very readily 
to these visual aids, but other parts 
of the program require some imag- 
ination and ingenuity. main 
point or idea to be emphasized can 
be illustrated in 


conferences, ete. can be 


a diagram, a car- 
or photograph, or 
perhaps simply a catch word or 
phrase. If you have someone in 
your organization who has that par- 
ticular turn of mind which enables 
him to think of visual illustrations, 
go over the main points of the sub- 
ject with him and let him dream 
up some ideas. Having created the 
visual the next problem is 
to put it in the form of a poster, 
Hip chart or a_ slide. 


toon, a drawing 


idea, 


Commercial 
artists are extremely expensive and 
even a small amount of poster work 
by a commercial artist will break 
you up financially. Just keep in 
mind that for claims educational 
purposes practical results are the 
main thing. Perhaps your company 
has an art department. But if there 
is no established art department, 
then it still is valuable to illustrate 
points with posters or flip charts, 
even if Lil Abner makes them by 
hand. 

In our experience we have found 
that posters are awkward and cum- 
bersome to manipulate. Flip charts 
extremely and 
helpful, very inexpensive, but 
are usually quite limited as to 


are tlexible very 
they 


size. 


If vou are training only a few men 


at a time, try the flip charts. 
If you are showing illustrative ma- 
terial to larger groups, then it is 
advisable to which can 
be projected screen size and will 
be visible to the entire group. Even 
for a smaller group or for one or 
two men, there are distinct advan- 
tages to the use of slides for there 
are many things which can be illus- 
trated by actual photographs taken 
on 35 mm film. 
such 


use slides 


materials 
illustrations can 
photographed on the 
same and shown on_ slide 
form. These can be taken 
in color which is another advantage. 
Slides are extremely flexible, for 
you can replace any one or more 
of a series and bring it down to 
date. 

9. Exhibits can be of great in- 
terest. lor example, in the subject 
of human anatomy, we hang a skele- 
ton in the classroom. We also find 
that certain exhibits on the photo- 
graphic techniques and 
can be very helpful. 

10. Film strips can be used. I do 
not happen to know of very much 
material on film = strips which per- 
tain to claim adjusting generally. 
do recommend one film strip 
entitled “Sell Or Be Sold.” This 
has a 33 rpm recording with it. 
The has to do with the 
selling job which the claimsman 
must do with the shop man after 
making his repair estimate. The 
message is very sound and_ practi- 
eal. As for visual materials which 
you might want to produce for 
vourself, | would suggest that film 
strips are rather expensive to pro- 
duce and they lack flexibility be- 
cause vou cannot replace one or 
more without the 
whole strip over, 


Poster 
or other 
easily be 
filin 
slides 


problems 


message 


frames doing 
11. It is alway valuable to use mo- 
tion pictures time to time 
in the the tech- 
nique and to present many things 
in a dramatic form. The nature of 
the lends itself 
especially well to the use of dra- 
matic instruction by motion picture. 
Unfortunately this medium is very 
expensive on the production side, 
and the market for motion pictures 
limited and uncertain that 
the profit motive is not sufficient to 
attract anyone to produce educa- 
tional pictures for claims. The cost 


fre wn 


program to vary 


claims business 


Is SO 
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of production is almost prohibitive 
for each company to make its own 
pictures, and in the few instances 
in which companies have made their 
own pictures I believe the produc- 
tions have been tatlormade tor the 
particular company. In the area 
of automobile damage and_ esti- 
matics there are several motion pic- 
tures which are helpful, but at this 
point we are concerned with 
pictures which contribute to the 
general training of a claimsman. 
We have made use of a short motion 
picture produced by Northwestern 
Traftic Institute on the subject ot 
the investigation of skid marks. 
This is very good as far as it goes; 
the N. A. T. B. film on incendiary 
fire losses is very excellent. 


Second Moving Picture 


Most of you are aware that Na 
tionwide, Calvert) Fire and = State 
Farm Mutual, together with Vale 
Technical Institute, jointly spon 
sored and produced a film “ksti 
matics Action.” That picture 
deals in part with the problems of 
estimating and controlling loss costs, 
but it also. contains excellent 
dramatic demonstration of good 
sales techniques by the claimsman. 
1 am happy to announce that the 
same group of sponsors, through 
the same technical producer, has 
just completed the shooting of a 
second motion picture entitled “24 
Karat Salvage.” This picture deals 
with the problem of evaluation of 
salvage and total losses, but in ad 
dition contains a good dramatic 
demonstration of sound © selling 
techniques by the claimsman in 
making a total loss settlement. The 
film will be available to the indus 
try in a manner similar to the dis 
tribution of “Estimatics in Action.” 
We believe that both of these pic 
tures have excellent educational and 
training values. The sponsors have 
sold prints of “Estimatics in Ac 
tion” to others in the industry, and 
the proceeds of these sales have 
covered a part of the cost of the 


second picture. Let me assure you, 
however, that the major burden of 


the cost of production of both pi 


tures has still been borne by the 


sponsors. This has definitely not 
heen a commercial or profit venture 
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psul the incalculable benefits you will receive from this 
ALL NEW MANUAL OF MODERN SAFETY TECHNIQUES... 
in the new 8th EDITION of BEST'S SAFETY-MAINTENANCE DIRECTORY 


you also receive a> 


; 
= 
iy 
VAN 


THE NEW 1960-1961 8th EDITION 


SAFETY-MAINTENANCE DIRECTORY 


-the only work of its kind in existence- 


On the spot answers to your SAFETY and MAINTENANCE PRODUCTS questions... 
describes concisely, accurately and impartially all essential safety and maintenance 
products, devices and equipment for ALL industry . . . for every vital area. This 
vast fund of practical information has been greatly expanded to include: 


MORE Safety and Maintenance products information in over 700 pages—the biggest yet! .. . 


MORE Manufacturers Names and Addresses—listed alphabetically ... MORE New Major 
Industrial Categories such as: 
In-Plant Communications Equipment; In-Plant Feeding Equipment; Waste Disposal Equipment; In-Plant Vehicle Mainte- 
nance; Liquified Petroleum Gas Handling Equipment; and In-Plant Hospital Equipment. All new sections are designed 


to encompass the most recent developments in the Safety Field and to provide you with the information needed to 
keep you abreast of any and all current requirements. 


MORE descriptive product information—Product and Category cross referenced for your con- 
venience. Also included—Index of Trade Names. 


NEW! NEW! NEW!—DISTRIBUTORS INDEX 
provide you with quick convenient access to the 
effort 


ry najor ection now contains L t 
nearest manufacturer outlet minates wast 
easy geographica reference to the handiest source for your product and want 
distributor listed under the appropriate manufacturer who services 


PLUS. . . CONCISE DESCRIPTIONS PROFUSEDLY ILLUSTRATED 


All essential safety and maintenance products, devices and equipment for all industry described accurately 
the most recent technical developments in the Safety Field. 


PLUS. . . AUTHORITATIVE ACCURACY 


Produced with the active collaboration of the nation's leading experts in their respective fields. EVERYTHING NEW 
AND ALL THAT'S STANDARD TOO! A full time staff continuously sifts, ferrets out and evaluates the thousands of 


new products on the market... and at the same time checks all standard equipment for up-to-the-minute usefulness. 
PLUS... IMPARTIAL, INDEPENDENT ANALYSES 


The criterions for all products listed are: Will they do the job... will they contribute to smooth uninterrupted 
operations ... will they reduce accidents, replacement delays, compensation costs... will they cut down non- 
productive claims on your time? Will they increase Production Efficiency—keep your men on the job? 

Controversial products or materials are thoroughly screened and where necessary, checked with such authorities as 
U. S. Bureau of Standards, U. S. Labor Dept., U. S. Bureau of Mines, U. S. Public Health Service, Underwriters 
Laboratories, Factory Mutual Laboratories, American Standard Assn. and other reliable testing organizations. 


BEST'S 1960-1961 SAFETY-MAINTENANCE DIRECTORY is skillfully edited to meet the needs of every man who has an 
administrative responsibility for cutting accidents, costs and insurance premiums 

and delays . . . for increasing production efficiency . . 
THE TIME! 


your orea 


. including 
IMustrated—hundreds of photographs and drawings 


. . « for reducing replacement costs 
. and for keeping his men on the job and fully productive ALL 


LITERALLY TONS OF LITERATURE has been compressed into this unique volume. The new 8th Edition contains the biggest, 
most comprehensive collection of safety information yet offered . . . truly sets new and higher standards in the safety 
publications field with the introduction of this "TOTAL SAFETY" concept in ONE all-comprehensive work. Delivers more 
answers to your safety problems in mere seconds than you could hope to find in hours—even days—without the DIRECTORY. 


Nowhere else will you find all this help available to you. Make BEST'S SAFETY-MAINTENANCE DIRECTORY your private 
research staff for two full years for the small cost of ONLY $7.50 PER COPY. 


NOW, DOUBLE THE VALUE—TWICE THE INFORMATION AT NO INCREASE IN PRICE 


ORDER TODAY edition limited to 


$7 ,°0 only 


IMPORTANT NOTICE... 
INSURANCE COMPANIES, AGENTS, BROKERS .. . 


Want to put the accent on your SERVICE theme? Provide 
our Industrial Policyholders with a copy of this useful and 
Reestenet information on loss prevention and fire prevention. 

The DIRECTORY can reduce their insurance rates by mate- 
rially decreasing accidents, casualties and fires. Help your 
assureds reduce losses with this practical and workable 
service. ROCK-BOTTOM quontity discounts for Insurance 
Companies, Agents and Brokers. Write for details. 


ORDER FORM 


1960-61 BEST'S SAFETY-MAINTENANCE DIRECTORY 1960-6! 


TO: BEST'S SAFETY-MAINTENANCE DIRECTORY, 
Alfred M. Best Company, Inc., 75 Fulton Street, 
New York 38 


Send copies of the 1960-61 SAFETY-MAINTENANCE DIRECTORY 
@ 1.50 per copy 


Name (Please Print) 
Company 
Street 


_ Zone State 


hag 
time ana 
y check the 
| 
: 
| 
Ci 


Training Adjuster 
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The Sponsors hope to produce pic- 
tures which will have good educa- 


tional value, and share these ma- 
terials with the other companies in 
the industry, at the same time 
distributing a part of the cost. 


Some companies make use of mo- 
tion pictures which are very general 


in nature, such as “By Jupiter,” 
and other short films which have 
to do with human relations and the 
valua- 


not 


art of selling, etc. These are 


ble in a general way but are 


technical, 


observed that 
be assembled 
from many different sources. They 
simply are not available at any one 


You will have 
these materials must 


place, and there is no package which 
will fit than company. 

Let us consider briefly the mat- 
ter of instruction techniques and 
recommended that 
the techniques be as varied as pos- 
sible this will make the 
more interesting. 
However, the more variety intro- 


more one 


devices. It is 


because 
process much 
duced into the teaching techniques 
and the more time and 
planning must be involved in the 


devices, 


Automobile Workmen's Compensation 


Serving The Independent Local Agent 


Since 1928 


DALLAS, TEXAS 


Liability e 


Glass © Burglary © Bonds 


A DUAL Approach to Sales! 


Flexibility is a ‘must’ in modern insurance merchandising. Limiting yourself to 
a single hard and fast sales approach may cost you money. Our versatile, 
‘across-the-board’ facilities help you solve this problem—meet competition and 
maintain profits at the (wo economic levels demanded by your clients. 


ANCHOR 
SUALTY MPANY 


A 
St. Paul 14, Minnesota 


Anchor Casualty’s Versa- 
tile Packaged Policies... 
Multiple Line Facilities 
A wide variety of standard stock 
coverages — t red and packaged 
for present 1 sand sales. Home- 
owners’, Mote! Owners’ *, Automatic 
Laundry Ow: and Combina- 
tion Service Station* policies are 
representative Anchor's broad 
line of effectis lling tools, 

states wher rowed 


Queen City 


INSURANCE COMPANY 
St. Paul 14, Minnesota (ac) 


Queen City’s Economy 
Automobile Plan... Pref- 
erential Fire Rates‘ 


Key stock company coverages at 
substantially reduced, competitive 
rates. Ideal for getting and holding 
business on those cost-conscious 
risks. Streamlined administration 
and acquisition costs eliminate red 
tape——give you more time for sell- 
ing and servicing. 


preparation. The variety will also 
depend upon the materials which 
are available, since the use of ref- 
erence materials, texts, visual ma- 
terials, ete. are themselves 
teaching devices. Here are 
of the fundamental — techniques 
which can be used in the educational 
program: 


some 


(1) Lecture or explanation by the 
instructor. This is the basic teach- 
ing method, but care must be taken 
that the lecture not be in the nature 
of a speech, oration, or pep talk. 
For purposes of instruction, a good 
lecture should define the particular 
problem involved, analyze it, dis- 
cuss the answer or the proper way 
of solving the problem, then discuss 
why, and finally 
trated by practical cases. 


should be ilus- 
The in 
himself 
dire: tly io the people he is instruct- 


structor should address 
ing, in an organized but informal 
manner. should proceed as 
rapidly as his students can follow 
him but covering each point until 
it is understood, by saving the same 
thing in different ways or illustrat- 
ing it. The instructor should inject 
as much personality, flavor, humor 
and dramatics as his abilities will 
permit in order to maintain atten- 
tion and interest. The principles 
are the same whether one instructor 
is teaching one student, or whether 
one instructor is seated and talking 
to a small group, or whether he is 
on a platform addressing a large 


group. 


(2) Questions and discussion. 
Lectures are easily overdone. They 
should be interrupted by questions 
from the students, questions from 
the instructor, and by free discus 
sion in the group. 


(3) Exhibits, posters, charts, pic- 


tures, slides and other visual and 
auditory materials. Aids of this 
kind should be worked into a lec- 
ture so that they fit in and assist, 
pertaining to the subject matter 
under consideration. 
(4) The study of actual claim 
files. This method is particularly 
valuable with a very small group, 
where the instructor can be per- 
ae sonally familiar with the contents 


studied. The 
student should be required to study 
the file but then he should be re- 
quired to do something about. it— 
evaluate it, criticize it, tell 


of the files which are 


what 
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has learned from it, or sum 


marize it. 


ne 


(5) Study of texts, manuals and 
other reference materials The 
student may be required to read 
appropriate references in materials 
of this kind, progressing by study- 
ing portions which are pertinent to 
the current subject matter in the 
school program. 

(6) Daily quiz sessions. brief 
daily quiz on which the individual 
is scored does not take very much 
time, but it does put the student on 
his toes and establish the habit of 
his reviewing each dav’s notes and 
material at the end of the day. The 
percentage of material covered in 
one day, which is retained by the 
student without review is distress 
ingly small. [every device) which 
will require him to review, discuss, 
repeat, or write the material covered 
during the day will step up the per 
centage of his retention amazingly. 
The difference which a daily quiz 
makes will almost start'e vou. 

(7) Major examinations. Tough 
written examinations over major 
portions of the educational subject 
matter, announced in advance, are 
indispensable in motivating the in 
dividual to put forth real major 
effort. A man simply must have 
some immediate objective to pre 
pare for, and the examination gives 
him this. 

(8) Review of examinations. The 
preparation for the examination is 
in itself valuable; the taking of the 
examination gives the individual 
an Opportunity to test his wits and 
apply his knowledge; but a review 
of examination questions — and 
answers tops it all off by clearing 
up points of misunderstanding, and 
once more repeating and highlight 
ing matters which should be firmly 
established in’ the mind of the 
student. 

(9) Questionnaires covering com- 
pany manuals or textbooks. Ex 
tended reading assignments may be 
accompanied by questionnaires 
which cover the contents quite 
thoroughly. Ii the individual has 
to write answers to these questions 
he must first find the answer, and 
then in the process of writing them 
down he gets repetition. Abuses 
and corner-cutting can be held to 
a minimum by requiring that the 


For November, 1959 


HAWKEYE-SECURITY? 


Among Stock, Multiple Line, Indepen- 
dent Agency companies, you've a right to 
ask “What's different about THIS one?” 
Here are a few Hawkeye-Security an- 
swers (your Hawkeye man can give you 
more): 


Agency-minded underwriting 

Agency ad-mats and radio copy 

Expiration lists furnished 

Manuals for rates and rules 

Manuals specify binding privileges 

Expert safety engineering 

Packaged policies 

Claim draft authority for fully qualified agents 
Pocket rate cards 

More branch office authority 


HAWKEYE-SECURITY 
GENERAL INSURANCE COMPANY 
Insurance Group Serving the Public through Local Agents 
From the Rockies to the Atlantic Ocean. 
Des Moines 7 


INSURANCE 
AND 
REINSURANCE 


and 
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Training Adjuster—Continued 
answers be handwritten by * each 
individual, and by destroving each 
set of answers after it has 
checked. 

(10) Daily 
ments. 


been 


written lesson 


assign - 
(duc stions and projects can 


he assigned each day, primarily to 


are several men ina class, the class 
as a unit, or groups of four or five 


men in the class, can be required 


to work out their study lessons or 
projects as a group. By this method 
the men exchange a discussion of 
the various problems, clarify each 
and 


then the learning process. 


other's understanding, streng 


The ef 


cover the material or supplement fectiveness of group work can be 
the material which has been covered — increased by scoring only one paper 
in the instruction periods out of the group and giving every 
(11) Study groups. Where there bedy in the group that score, This 
Ges? 2 Insurance Guide 
with 
Key Ratings 
FAVORABLE KEY RATINGS MEAN MORE 
SALES FOR YOU! HERE'S A COMMIS- 
SION BUILDING TOOL THAT WILL 
REALLY CARRY ITS OWN WEIGHT IN 
YOUR SALES KIT! 
PARTIAL CONTENTS—BY SECTION 
% Key to Ratings 
% State Officials in Charge of Insurance 
*% Preface—how to use the book 
%& Financial and Operating Data with Key Ratings on: 
Stock Fire, Casualty and Miscellaneous Insurance Com- 
panies, Mutual Insurance Companies, Associated 
Factory Mutuals, "Lloyd’s’’ Organizations, Reciprocal 
Insurance Exchanges 
*% List of American Mutual Insurance Companies 
% Lloyd's of London 
*% Exhibit ranking leading insurance companies by: 
(a) Policyholders surplus 
(b) Net Premiums Written 
(c) Admitted Assets 
% Company Groups or Fleets 
% Underwriters Agencies 
*% Retired Companies 
% States and Territories in which licensed for: 
Stock Fire Companies 
Stock Casualty Companies 
Mutual Companies 
Lloyds and Reciprocals 
% Underwriting, Regulatory and Advisory Organizations 
ORDER TODAY—$7.50 
from 
ALFRED M. BEST COMPANY, INC. 
75 Fulton St., New York 38, N. Y. 
BRANCH OFFICES: 
ATLANTA + BOSTON + CHATTANOOGA «+ CHICAGO + CINCINNATI 
DALLAS + LOS ANGELES + RICHMOND 
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makes each man responsible for his 
neighbor's understanding of the 
point involved im the lesson. 

(12) 


time 


Review sessions, From time to 
review 


sessions may be con- 
ducted for a quick general summary 
broad 


tional program. 


of some area of the educa- 

One general question remains con 
cerning the educational program: 
how long a program of instruction 
should be established? The length of 
time covered by the instruction must 
necessarily depend upon what sub 
ject matter vou want to cover, the 
amount of detail, the availability of 
time for the instructors, the urgency 
of getting the man into production, 
and the importance that your com 
pany attaches to its education and 
training program 

Some company schools are as 
short as three days. Our school pro 
gram covers three weeks in addition 
to the time spent on estimatics or 
automobile damage. There are com 
pames which cover a period of one 
week or two weeks; | know of none 
longer than three weeks on the gen 
eral subject of claims handling. 

It is apparent that there are many 
varied possibilities for claims educa 
tion for the new claimsman. It may 
take ditferent forms, utilize 
many different methods, techniques 
and materials 


many 


but to be successful 
it must be clearly planned, organized 
and prepared 

We have discussed here the 


eral 


gen 
education, other than 
the training in estimatics. The whole 
problem of education training 


area of 


in auto damage estimating 1s a sub 
ject worthy of treatment by itself 
let me make only two comments 
on this phase of claim education and 
training: 1. We are 
it is of tremendous value in dollars 


convineed that 


to have automobile claimsmen quali 


hed as technical experts the 


measurement of automobile damage 


2. Atter exploring the possibilities 
came to the con 


Vale 


Blairsville, 


In vreat detail we 
that the 
Pechnical 


clusion facilities of 
Institute of 
Pennsvivania are the best and most 
economical tacilities to give our men 


this part ot 


their education 

Phe whole insurance industry will 
henetit as the standards of edueation 
and qualifications of claimsmen are 
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pa When it's not 


no 


ugh. 


(EXAMPLE:) 


OUR “SMALL GROUP” 


COSTS MORE AT FIRST. Of course, 
there’s a reason. We’re pioneers in this field, 
with 14 years of successful results. We know 
that the small firm can’t self-administer a 
standard ‘“‘true group”’ plan. For one reason, it 
lacks a Personnel Dept. It needs a special kind 
of health insurance service, for the employer and 
his people, different from the minimum service 
requirements of the larger corporations. Those 


insurers who have till recently stressed the 
insuring of large groups are not, as a rule, set up 
to furnish the special kind of service that small 
groups need ... We are. While you may get 
something for nothing in the business world, 
you are more apt to get something if you are 
charged for it. We charge for the kind and 
amount of service needed by the smaller groups 
and we furnish it. 


“"PENNY-WISE, POUND FOOLISH.” That’s not true 
of the employers who install our plans for employees. If you've 
ever tried, you know how difficult it is to get American Health 
replaced by another insurer of “‘small group,’’ even when you con- 
trol all of the other lines for the firm involved. Our turnover ratio 
on small groups is unbelievably low. The reason: Small firms like 
the friendly, efficient way we handle details, the way we give 
prompt, personalized service, free of red tape. Example — personal 
enrollment, by the American Health group man, of each new 
employee, in the years ahead. Why is this important? Well, the em- 
ployer can’t answer questions about health insurance properly (un- 
less he has a Personnel Dept.), and neither can he very well explain 
what a great guy he is for sponsoring such fine benefits. So our 
specialist does both, for him. He gets paid to. This is “good busi- 
ness” for the employer. 


LOWER NET COST. How many group 


STABLE COSTS. Sensible coverages 
plus sound rates plus our special service 
program designed for small groups plus 
lower over-all acquisition costs resulting 
from low turnover, add up to good under- 
writing experience. We know tnaat rate 
increases are most disturbing to the smaller 
firms. We have never—repeat—NEVER in 
14 years increased rates for a small group 
after installation, unless increased benefits 
were requested. This is the case, no matter 
how high the loss ratio developed by any 
one group. When an employer installs an 
American Health plan for his people, it’s 
the last time he has to change. 


health insurers can you name who haven't “‘ad- 
justed” rates on coverage in force? Well, our 
insured employers not only have avoided the dis- 
turbing effects of such rate increases for employee 


don’t go in with too thin a rate, hoping to get 
more later... we don’t think it fair to mislead a 
small business owner that way. And because our 
rates are sound, we’re never tempted to skimp 
on service. 


coverage (such ‘‘adjustments’’ are almost in- 
variably upward). Their true cost is apt to be a 
lot less than that developed by a competitor's 
initially lower, but unstable, rate quotation. We 


HOW ABOUT the agency profit factor? ... We 
know that multiple-line agencies can't give good serv- 
ice on small groups, as a sideline effort . . . We don’t 
ask them to... We charged for it and we deliver it... 
Our gross agency commission is 100°; net profit 
except for the cost of putting the monthly check 
through the books. Even a few small group cases can 
pay an agency's rent—and get bouquets for the 
agency—when handled by a specialist insurer that 
knows how to please his ‘‘small group’’ Insureds. 


WE DON'T QUOTE 


(1) Where we do not locally maintain our special kind of service 
that we know is a must if we are to do a good job in the special- 


ized field of small group insurance. 


(2) Where an employer is able to economically and effectively 


administer a standard “‘true group” plan. 


We know—“*A LOW PRICE MAY BE TOO 
MUCH TO PAY.” 


HEALTH 
INSURANCE 


CORPORATION 
Baitimone 
Mo 


(3) Where we don't think the employer will find it a profitable 


measure ... it would just lapse later. 


results from as 


is a io mt yay? 

| 
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WU 
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NEW! 


FIRST IN THE FIRE 
AND CASUALTY FIELD! 


A Point-of-Purchase 
“Homeowners Policy” 
selling film by 
Underwriters Films. 


THE 


“FOUR ONE” 


STORY 


11 minutes of 
captivating sound ... 
52 frames of 
colorful, entertaining 
sales motivation. 


TO HELP YOU: 

1. Sell Homeowners 
Plans. 

2. Increase present 
customers levels. 


BE THE FIRST IN 

YOUR AREA WITH THIS 

NEW PROVEN AuUDIO- 
VISUAL APPROACH! 


rite today for full details. 
W 


2025 GLENWOOD AVENUE 
TOLEDO 2, OHIO 


Leading producers of sound-slide film 
for the Insurance Industry 


Cancellation Mirage—from page |8 


1957. This 


for accident 


means increased need 
and sickness. 

Sickness will disable 
eight in every ten the 
United States at least one day this 
year. (Only 1 home in about 1,200 
will suffer fire Accident 
and sickness ties you closer to your 


more than 


persons in 
damage. 
clients. ) 


About 


sicknesses among 


disabling 
men and 
workers keeps them off 


one in every five 
women 
the job 


longer 
The nation’s hospital, doctor and 
medical care bill runs over $8,000,- 
OOO a vear. 


than eight 


Three in every five injuries to work- 
ers happen off the job. 

One seven will be 
a hospital patient this vear, 

About one in every eighteen persons 
in the United States will be disabled 
by an accident this vear, and about 
one-half of these will be in the home. 

There is further 
out of this 
accident and sickness 1n- 
What better time to pros- 
pect than when you are delivering 
a check! Each of these 
friends. They will be receptive to 
letting you talk to these friends 
when you have delivered their pay 
check to them—a_ pay they 
would not be getting except for vou! 
This straight back to 
those exaggerated five cancellations 
Compare those five with the service 
opportunities connected with the re 
maining The statistics 
swing the scale far over in favor of 
placing one hundred accident and 
clients a 
Agent’s books. 

And 
thought. If we 
a slight loss of “ 
the 
it will be 
combined 


person in every 


advantage 
which grows 


side” of 


sitive 
surance 


clients has 


check 


brings us 


ninety-five. 


sickness vear on Joe 


here another happy 
assume that there is 
other business” from 
hypothetical cancellations, 
than offset by the 
service and prospecting 
which 
the 
five clients. Protect 
and he will want 
his important 
such as 


five 
more 


will 
other 


opportunities present 


themselves from ninety 
a man’s income, 
protect 


“material 


you to 
less pos 


sessions,” home, car, boat, 
etc, 

This leads us into another strong 
argument for 


production It 


accident and sickness 
’s the fact that 
dent and sickness is personal insur 


acel 


ance as against insurance which ts 
for the material things; 1.e., fire, 
auto, etc. Just think of this typical 
situation which happens every day: 

John Policyholder 
car and damages it 


is driving his 
in an accident. 
He is disabled and unable to work 
for six months. Joe Agent carries 
his insurance. He pays for 
the damage to this material posses- 
sion of John Policvholder (one 
check payment. John 
Polievholder’s 


auto 


claim, one 
Agent) carries 
accident and 
placement) Insurance.” 
one for each 
But more important! 
This money pays for food, clothing, 
and shelter—the life. 
Dwell on this thought a moment: 
Which agent is going to be 
to John Polievholder ? Which agent 
him six times to the 
Which agent is going 
the better opportunity to 
up all the other insurance 
needs of John Polievholder ? 

Don't be fooled by the 
tion mirage. Your client gets more 


John 
sickness “Salary Re 
claim; 
month of 


one 
six checks 
disability. 


necessities of 
closer 


Is going to see 
other's one? 
to have 
wrap 
cancella 
coverage for his money ina “renew 
able at the option of the company” 
policv than in the non-cancellable 
type. Do a good job of selling so 
that and client 
exactly what he is buying, and there 
will be no problems—only premiums 


each every knows 


and commissions, 


RECEIVES ADVERTISING 
AWARDS 


HARDWARE MUTU 
Point, Wisconsin, 
in the annual advertising 
the American 
\lliance. The 


divided two 


ALS OF Stevens 
won top honors 
competi- 
tion sponsored by 
Mutual 
competition 
mutual casualty 
mutual 


Insurance 
was into 
sections insurance 


and property insurance, 
Hardware Mutuals received seven 
firsts in the 


and eight firsts in the 


teen casualty section 
property sec 


thon 


SAFETY AWARD 


JORDAN of the met- 
ropolitan engineering and inspection 
The Home 
Company is the recipient of a safety 
award presented by the 


SUPERVISOR R. B. 


department of Insurance 
executive 


committee of the British Safety 


Council, 
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now! BOS (ON 
is nearer... \ 
wherever you 
are! 


JOSEPH R. Woop, Atlanta Regional Manager (standing, left), 

with (1. to r.. seated) EVERETT W. LINSCOTT, Manager, Loss 
Dept.; WILLIAM Ss. BROWN, Chief Accountant; HARMON C. 
LYNN, Loss Prevention & Auditing; ERNEST H. SMITH, JR., 
Casualty & Marine Underwriter: DAWSON LEE HALE, Asst. 
Casualty & Marine Underwriter; ROBERT B. HARRISON, JR., Fire 
Underwriter; RICHARD D. SEARS, Special Agent; and (1. to r., 
standing) JAMES W. CADY, Special Agent, Nashville. Tenn.: 
GEORGE D. MORRISON, Loss Supervisor, Birmingham, Ala.; JACQUE 
M. ARNOLD, Adjuster, Birmingham. Ala.; JAMES M. PAULK, Spe 
cial Agent, Birmingham. Ala.; and DON R. JORDAN, State Agent. 
Birmingham, Ala. (Emory A. 
not shown.) 


Waller. State Agent, Georgia. 


The Boston Insurance Group’s decentralized “Local 
Home Office” organization assures Independent Insur- 
ance Agents across the continent of fast, direct assist- 
Boston’s 13 Regional 
Offices, 43 Principal Branch and Service Offices, and 12 
Managing General Agencies are strategically-located. 


ance, wherever they're located 


Each Regional Office is staffed to bring complete “Home 


Office” service to you. 


More than 8,000 Independent Insurance Agents, writing 
in all 49 States, the Commonwealth of Puerto Rico, Virgin 


One of a Series 


. 


ATLANTA\, 


W Regional Office @ Principal Branch or Service Office @ Managing General Agency 


Islands, Hawaii and Canada . . . and in foreign countries 
through the American Foreign Insurance Association 

recognize the many advantages of doing business with 
the modern, progressively-managed Companies 
Boston Group. You, too, can rely on a Boston “Local Home 
Office” to help you serve clients better, with contempo 
Fidelity 


and Surety and related coverages, and prompt, efficient 


rary Fire, Casualty, Inland and Ocean Marine 


underwriting and claims service. For details, contact your 


nearby Boston Insurance Group Office. 


BOSTON INSURANCE GROUP 


BOSTON INSURANCE COMPANY 
OLD COLONY INSURANCE COMPANY - 
BOSTON INDEMNITY INSURANCE COMPANY 


| 87 KILBY STREET 
\ BOSTON 2, MASSACHUSETTS 


EQUITABLE FIRE INSURANCE COMPANY e CHARLESTON, SOUTH CAROLINA 


of the 
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ass’n notes 


Albany Casualty & Surety and Fire 
Field Clubs: Officers of combined opera 
tion are: President, Arthur Landry (Hart 
ford Fire); Ist vice president, John A, 
Shuttleworth, Boston: 2nd vice president, 
Donald J. White (North British); treas 
urer, Jolin Travelers) and 
secretary Charles Pritts Roval—Globe) 


American Foreign Ins. Ass'n: \ full: 
fledged — fidelity-surety dept has been 
established under the direction of Horace 
1. Stevens, who was appointed a secretary 
Casualty operations, worldwide, are now 
headed by G. R. Stanyon, who joined the 
association as secretary He was formerly 
secretary in charge of North British 
Group's casualty business in the U.S 


American Internat'l Undrs. Corp.: 
Charles R. Pittee has been appointed 
manager of New York claim office 


Arizona Insurance Dept.: //urold C. 
Stephenson has been appointed to new 
position of supervisor of Complaints 


Buffalo Ins. Field Club: Ollimers clected 
President, Raymond ] Nice Great 
American Ins.) vice president John 
Ebdon (Roval-Globe): secretary, Charles 
KE. Hall (Springfield F. M and treas 
urer, Myles Rowan (St. Paul Fo & 


General Adjustment Bureau: 
Trammell has been named manager at 


Dothan (Ala) succeeding T. Graddy, 
resigned, and is replaced as manager at 
Tuscaloosa by Ro Vernian promoted 


from semior adjuster. Jack ©. briltck has 
been promoted to manager at) Dublin 
and George Crews appointed ad 
juster-in-charge Anderson, S. ¢ 
New branch othces: Ocala, Flan -l. ¢ 

Farr, Jr, adjuster in-charge, and Wythe 
ville, Va 1. Robertson, manager 
The 1752 Club of Illinois: elected 
President Robert Readu \uto Owners); 
vice president Frank A. Aren him 
plovers Mutual Cas treasurer, James 
Duncan lowa National Mutual and 


SCCTOLATY Robert) Mu Central 
Mutual) 

Society of CPCU: /)\') O. Young 
manager of Cleveland service othee. In 

surance of N \ is the newly-elected 


president succeeding Bernard Daenzer, 
New York City Price M. McCulley Mi 


Culley Adjustment Co., Shreveport, La.) 
and J. Folger Allen (assistant to the vice 
president of Liberty Mutual Ins., New 
York City) were chosen presidents 
William R. Kersten (vice president: and 
assistant manager, insurance dept... Van 
Schaak & Co., Denver) is secretary and 
Harman Chegwidden (executive vice 
president, treasurer and director of Cam 
den Fire) is treasures 


Surety Ass'n of America: Ihe Citizens 
Insurance Co. of New Jersey, of the 
Hartford Fire Group, was elected to mem 
bership bringing total to companies 


obituaries 


Burch: Charles B. Burch, vice president 
of the Michigan Mutual Liability Com 
pany, died September 20th at the age of 
sixty-eight. Mr. Burch joined the com 
pany in the compensation underwriting 
department 1921. He was appointed 
secretary in 1986 and in 1945 was elected 
a director and made vice president-secre 
tary of the company. In 1954 he was made 
first vice president, a post he held until 
1956. Mr. Burch served in World War 1 
retiring with the rank of captain. He was 
a member of the Detroit’ Athletic Club, 
the Detroit Yacht Club and the American 
Legion 


Comley: James H. Comley, director, vice 
president and manager of The Church 
Fire Insurance Corporation Church 
Agency Corporation and Church Finance 
Corporation, New York City, died Sep 
tember 29th at the age of 66. Mr. Comles 
joined the Church Fire 1980 and had 
been a vice president since 1951. He served 
as) Vestrvman of St Thomas’ Church 
Mamaroneck, New York and was a mem 
ber of the Insurance Society of New York 
and of the Committee on Construction of 
Buildings of the National Board of Fire 
Underwriters 


Merrick: George TP. Merrick, retired vice 
president of the Hartford Accident and 
Indemnity Company, died September 10th 


Wolverine specializes in Judicial . . . Public Official . . . License 


at the age otf seventy one Mir. Merrick 
began his insurance career in 1907) and 
joined the Hartford Fire Insurance Com 
pany at New York in 1910. When the 
Hartford Accident was organized in 1918 
he became an underwriter at its New 
York othce. Mr. Merrick was named asso 
ciate manager of the company’s New York 
department in 1934 and elected vice presi 
dent in 1945. He retired in 1956.) Myr 
Merrick was a member of the Drug and 
Chemical Club of New York and the 
Lawyers Club and was a past commodore 
of the South Shore Yacht Club and a 
member of the Shelter Island Yacht Club. 


LeMunyon: Walter J. LeMunyon, super 
intendent of special risk) production in 
the Metropolitan office of The Fidelity 
and Casualty Company of New York died 
suddenly September 23rd at the age of 
fiftv-nine. He was co-chairman of Ame 
ica) 6 Fore’s” insurance committee Mr. 
LeMunyvon began his career with The 
F.& C. in 1916 in the Philadelphia othice 
\fter being promoted through various 
positions he was transferred to the home 
office agency department in 1982. to help 
organize the survey department. He was 
named manager of that department: in 
1915. In 1957 he was appointed superin 
tendent of the special risks section of The 
Fo & Metropolitan ofhce ageney de 
partment. Mir. LeMunyon's son, Walter 
]. Jr. is a special agent for America Fore 
at Pittsburgh 


Fleming: I. \lfred Fleming. for 31 years 
was director of conservation of the Na 
tional Board of Fire Underwriters, died 
September at the age of S85. Mi 
Fleming was the nation’s foremost spokes 
man in behalt of campaigns to save lives 
and property from destruction by fire and 
Was instrumental persuading President 
Woodrow Wilson proclaim the first 
Fire Prevention Day in 1920. He was ap 
pointed Ohio State Fire Marshal in) 1917 
and in was elected president of the 
Fire Marshals Association of America. \ 
vear later he accepted a position with the 
National Board of Fire Underwriters to 
develop public education programs in fire 
prevention. He served chairman of 
the Fire Prevention and Spring Clean-up 
Committee of the National Fire Protection 
Association, was a member of the execu 
tive committee of the National Fire Waste 
Counal and national counselor of the 
Box Scouts of America. Mir. Fleming re 
tired trom the National Board in) 1950 


FIDELITY AND SURETY BONDS... 


and Permit . . . offering facilities which enable the Agent to 
cut the “red tape’’ out of the Bond business by providing (1) 
simplified forms . . . (2) competitive rates . . . (3) fast and 


efficient service. 


“Wolverine’s” Bond Program will enable 
you to gain the inside track on the lucra- 
tive Bond business in your area. Write 
today for further information. 


WOLVERINE INSURANCE COMPANY 


BATTLE CREEK, MICHIGAN 
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Bonds and Burglary 

Fire and Inland Marine 
Accident and Health 
Casualty and Liability Lines 


New England's early silversmiths brought 
with their crafts to the Colonies a tradition 
of public responsibility and integrity that has 
become a hallmark of New England enterprise 
Peerless Insurance Company is proud of its rich 
New England heritage, and continues in the spirit 
of this tradition to provide Independent Agents 
COVCT 


with a portfolio of modern multiple-ling ages in 


the Bond, Fire, Accident & Health, and Casualty fields 


PEERLESS 


Sasurance G 


A Multiple Line Company Keene, New Hampshire 


DRIVER EDUCATION 


Hight 
student enrollment in 


the | 


SCTIOOL and 


PARTICIPATION 
drivet 
tion courses in mited States 


reached a new peak in the past 
school vear, according to the report 
of the twelfth annual High School 
Driver Education Award Program 


the Association of 


Surety 


by 
and 
unwarranted 


spons red 
Companies 


Casualty 


“Despite attacks on 


driver education as a ‘frill’ course, 


2,278 of the nation’s public high 
schools the course and en 


rolled 
ing to Dr 
the Col 


Univers h ] rman 
niversitv, Who served as Chairman 


1,338,246 students.” accord 


Virgil Rogers, Dean ot 
lege of Education, Svracuse 
of a board of judges in the Award 


rogram. Achievement \wards 


were made to the states of Delaware, 
lowa, Kansas, Massachusetts, Mich 
‘tah and 


for Del 


igan, North Carolina and | 
\wards 
New Jersey, North Carolina, Utal 
District of 


Progre ss 


and the Columlna 


1958-39 school vear 


} 


During the 


igh 


ad 


OD ot 


the publi 


the United States 1 a driver edu 


cation course and reached 67.7 


For November, 1959 


11} 


of 


the eligible students. Leven more en develop) good management m_ the 
couraging, halt the public high farm mutual msurance and 
schools of the nation offered courses consists of a bronze plaque, a chepk 
meeting the highest national stand- for S300, and two additional prizes 
ards These top courses reached It was established by the Farmers 
over 760,000) students in the past Mutual Hail Insurance Company ot 
vear, a gain of approximately 27% lowa, Des Moines, and the National 
over the previous record Phe Association in honor of the Late 
Award Program recognizes states W. A. Rutledge, founder of both 
which attain and maimtam driver organizations 

education courses meeting national 

standards in at least 60° otf then 

high schools and enroll at least 50° TOMMY GETS THE KEYS 
of the eligible pupils. Sponsorship 


of the program will be taken overt 


next vear by 
stitute 
the 
industry 


ny 


RUTLEDGE AWARD 


RORER 
for the Indiana 
Insurance 
received the 
\ward 
National 


the 


award is designed to pr 


the new 
ir Highway Safety compris 


entire 


SYMONS, 


Company, Indianay 
annual \W 
at the annual 
\ssock 


Insurance Companies in Dallas 


\ 


vouny people the sense of respor 


FILM DESIGNED 


In 


Insurance 


itv that should accompany the 


surance lege of driving has been 
ly the I} I: (soo0drich Coniwpat 
use The 13 


makes the pomt that sportsma 
plus courtesy and skill are the 
Ingredients of good driving 
tices, and supports high school 


the 


Claims manage 


Farmers Mutual courses. Endorsed by 


Safety Council, it will also 


\. Rutledge — ble tor showing betore school, 
onvention of or civic groups. The movie 
ition of Mutual adaptation of a cartoon book of the 
The same title which ts distributed 
omote and out charge 


Is an 
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The 
TRI-STATE GROUP 


Offering the 
fullest facilities 
for virtually 
every fire and 
casualty insurance 
need, 


The 
TRI-STATE GROUP 


is licensed to 

operate in the 
following twenty-eight 
states: 


ALABAMA 
ARIZONA 
ARKANSAS 
COLORADO 
Farmers and Merchants FLORIDA 
GEORGIA 

Insurance Company IDAHO 
ILLINOIS 
INDIANA 


All IOWA 


KANSAS 
MULTIPLE LINE 
MINNESOTA 


Experienced Underwriting 


Prompt Claims Handling aan 
S pecial Engineering Service NEW MEXICO 
NORTH DAKOTA 
OKLAHOMA 
Home Offices 
TEXAS 
Tri-State Insurance Building UTAH 
WASHINGTON 
Tulsa, Oklahoma WYOMING 
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Abbott Insurance Agency: Su //. 1/ 
bott, Houston realtor and insurance man 
has formed this agency dealing in life and 
general insurance with at 
Milam. 


Aetna Casualty and Standard Fire: \«w 
othcers appointed: George F. Wagoner 
assistant secretary, agency dept... William 
H. Latham and Perry W. Merchant, as 
sistant secretaries, Claim dept.; and James 
F. Goyette and H. Cranston Lawton, as 
sistant managers, information and educa 
tion dept. (also for Aetna Life 

Martin M. Higgins and Frank 
ratty, both) secretaries-marine div 
retired 

John T. Kearney has been advanced to 
personnel director of Aetna Lite Athi 
ated Companies 

Charles R Jameson Boston and 
Thomas 1 (Springheld, Mass 
have been advanced to general managers 
by Aetna Casualty in connection with the 
unification of the casualty, tire 
operations At Sovingtield, fire 
agent Paul T. Haring became manager of 
a new, unified agency dept. and Robert 
F. Bencks, who was superintendent of 
casualty agency dept 
of a new 


J. Han 


have 


marine 
Stale 


was made manager 


service office at Portland, Me. 


Aetna Insurance: North and South Caro- 
lina fire underwriting and processing 
have been transferred to home office and 
Irthur M. lves has returned to southern 
fire unde rwriting dept to SUPT Ise North 
Carolina fire underwriting. Raymond | 
Cabe succeeds Myr. Ives as manager of fire- 
marine processing and is replaced as su 
pervisor of agency dept. by Stanle B 
Illingworth. Richard R McKinney, 
agency supervisor for fire underwriting in 
N. Y. and N. J., has assumed 
bility for fire underwriting in 
vania formerly under supervision of 
[llingworth Handling of North and 
South Carolina marine and casualty busi- 
ness will continue through the Charlotte 
office 

John E. Darling has been promoted to 
manager of Charlotte (N. C.) office and 
will succeed secretary-manager Earl K. 
Whitney, retiring early in 1960; Emerson 
FE. Sharpe has been advanced to. state 
agent, Edward W. Brody appointed spe- 
cial agent and Milo A. Guild, Jr., pro- 
moted to casualty superintendent Spe- 
cial agent Robert M. Friend, Charlotte, 
has been made state agent and transterred 
to Columbia (S. ¢ replacing Mr. Darl 
ing 

Thomas B. Hargett has been promoted 
to claim manger in Virginia succeeding 
Robert K Molloy, deceased Robert H. 
Garland, adjuster in Millburn (N. ].) of 
fice, has been transferred to Mr. 
Hargett in Richmond 


Allstate Cos.: Bertram 
transferred from the Santa 
othce to a position inthe 
zone 

Regional office appointments 
Kopsick, underwriting manager 
N. ¥ Boyd Chiristensen 
Sacramento; Mary F. Failor, assistant pet 
manager, Philadelphia; planning 


respons 
Pennsv1 
Mr. 


ASSIS 


Mokros has been 
Ana regional 
Pacitic Coast 


Joseph | 
Harrison 


sonnel 


For November, 1959 


and Russe 

James S. Che 
Jeremiah F. Connor, operating 
and Harry H. Bryson, assistant 
ing manager, Charlotte 
David F. Macki 


Boedeckey 


Santa Ana 
Vancouver, B. ¢ 

Datlas 
manager 
underwrit 


sales manage! 


district 
Atlanta 
City 
Herbert G. Robin 


manager 


sales managers 
and Eldred 1 
Robert Pellman, five 
Rochester, and 
son, assistant claim 


B. ¢ 


Kansas 


sales 


Vancouver 


American Casualty: Sianiey Brooks has 
been promoted to underwriting superin 
tendent of  accident-health 
group dis 

Ihe Manchester, N. H 
has moved to 45 Market St 


association 


branch otfice 


American Credit: Av! // 
appointed manager of Atlanta service 
dept late W B. Savage 


has been 


succeeding the 


American Fire & Cas.: 
1. Smith has been appoited assistant 
secretary in charge of puble relations 
America Ins. Group: Geerken 
was clected 
vead ofhce claim dept 

Houston branch othee is 
located at Gray Ave 


issistant vice president in 
Texas 


1901 W 


now 


VicGinnis 


manager ot 


American Mutal Liab.: 
has been named branch 
Cincinnati othec 


sales 


American Southern: Shiver, 
formerly director of Mississippi Insurance 
Commission, was elected an assistant sec 
retary of this company and a presi 


dent of Atlanta Ins. Management Corp 


Vict 


American Surety: Owen West has 
been named regional manager of — the 
western othce in Chicago 

Atlantic Cos.: Have opened a midtown 
branch office at 355 Lexington Ave., New 
York City under the supervision of Robert 
F. Goode, manager. 


Atlantic National: | 
formerly divisional controller for car 
ing div. of The Hertz Corp., has 
named controller 


leas 
been 


Ihe Birmingham, Ala 
relocated at 308 Leu 


Boston Group: 
service office has 


Bldg. 


Coope 


THE OLDEST INSURANCE 
COMPANY IN THE WORLD 


55 FIFTH AVE., NEW YORK 


New 
Wheaton 
branch 


Jersey appointments 
named manager at bast Orange 
and special igent R Boyd 


Vi ompson transterred to Haddontield 


Robert 


Brown Brothers Adjusters: 
charge tliam Ewing trans 
ferred to Portland, Ore. and is replaced 
at Eugene, Ore., by Dale Allore. Adjuster 
Carl Nath has been moved 
from Portland, Ore., to Eureka, Cal 
Changes in address: Oakland, Cal 
It Lakeshore Ave: and San Diego, Cal 
1016 W. Washington St 


A\dyuster-in 


has been 


in-charge 


Camden Fire: | 
been advanced to vent for 
and N. replacing 8S. Arthus 
transterred to Washington, D. ¢ 

will be associated 


Ml. Neary 


Hluclin has 
Laxton 
where he 
manager Edmund 


Stale 
witl 


Campbell-Husted Co., Arthur E.: Hii 
loss adjusting dept. has been expanded 
bv this Seattle (Wash) to 
Alaska; William F. Burke, chiet fire ad 
juster, is licensed im that state 

(har 
emploved J. P 


underwriter 


Carolina General Agency: 
lotte (N. firm 


Stewart as casualty 


has 


Celina Group: Zoller has been 
transferred to othee claims dept 
as a physical damage claims examiner 
James Mallory and # vd Baur 
been assigned as) claims 


at’ branch 


home 


have 
represent tives 
othees in’ Celina and Younys 
town, respectively Robert 1 Zartman 
and Loren W. Reyn s have 
signed to the Canton branch, and Blakely 
Inller and Victor I. Osyk to the Cleve 
land branch. Robert D Herbert 
Ottey have been at 
Dayton branch 


been as 


and 
named 


Commercial Standard Ins.: Special agent 
John A. Boles, Jr... Oklahoma Citv. has 
been promoted to manager at Little Rock 
Ark., service office 


Continental Casualty: J. 
Cormack has been appointed production 
manager for Chicago branch 


Employers Mutual Cas.: //urold Dal 
ler has been appointed resident vice pres 
dent at Wichita (Kan 
as manager there 


and will continue 


Farmers’ Mutual 


Floyd Desch 
consin being 
Robert M 
district 


Auto.: State directen 
has been transferred to Wis 
Nebraska by 
Mudd, previously  Missout 
manager Mr. Desch succeeded 
{. Bergemann, who became 
ager in Madison, Wis., 


replaced at 


district man 


atca 


Fidelity & Deposit: Manager Ay 
sler, Jr., has been transferred to Newark 
N. J.) and is Harttord ty 
lo ius Way 


succeeded at 
man, Jr. 


The Fund: 
ferred from 
dept. as assistant 


Hess has been trans 
western dept. eastern 
mahaver of 


casually operations. 
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Field Appointments—Continued 

Brian M. Vessa has been appointed 
bond-burglary special agent in Pitts- 


burgh replacing Walter H. Gentry, Jr. 
transferred to Philadelphia Garnet 
Clancy has been named auto-casualty spe- 
cial agent in southern California dept. 

With the expansion of the disability 
dept... the following will serve as as- 
sistant managers to manager Robert F. 
Benjamin; Donald lzevedo, adminis- 
trative matters; Jolin W. Benson, all 
group lines; and Richard J. Morrison, 
individual accident-health. 


Gay & Taylor: Bruce has been 
advanced to manager in Lumberton (N. 
C.) succeeding John Daniels, who resigned 
to join the attorney general's — office 
Manager Jim Counts has been moved to 
Charlotte (N.C) and is replaced at Nor 
ton (Va.) by Edward Bishop 

A branch claim office has been opened 
at 206 Ins. Bldg., Richmond, Va., and will 
be in charge of F. M 


Gaines 


Traimham. 


General Ins. (Wash.): [he new Moun 
tain States div. has opened offices at 1845 
Sherman, Denver, Colo., and will service 
veneral agents in’ Wyo., Colo., Utah, N. 
M., western 8S. D., Neb. and north 
eastern Nev. Manager is Hilary Meyerle 
and administrative manager, Howard 


Lawonn, 


Great American Ins.: Jolin Pinkney 
has been appointed special agent in cen 
tral Pennsylvania 


Hartford Group: \ 
office will open at Cincinnati 
spring with Farle § 


new departmental 
Ohio, next 


Whitcombe as man 


aver Assistant) managers of casualty 
surety and fire Operations, respectively, 
will be I/fred M. Battistini, who is man 
ager of Hartford Accident’s Pittsburgh 
othee, and 7. secretary of N. 


VY. Underwriters 


John McGann has been named su 
perintendent: of clectronic programming 
dept 
Home Ins.: [Loss claim dept. appoint 
ments: Charles Ro Buchheit, assistant 
general claims manager: Thomas D. Crit 
tenden, termitory manager of western 


unit; and Ralph R. Kidd, territory man- 
ager of southern unit. 


Home Mutual Ins.: Victor C. Mueller has 
been named Wisconsin resident man 
ager. 


Insurance of N. A. Cos.: Assistant man 
agers named: James M. Tschudy pro 
moted at Wisconsin service office; William 
M. Parker transferred from Minneapolis 
to Los Angeles service office; and J. 
Douglas Craddock, for Canada. 
Appointments in European Treaty Re- 
insurance Dept.: C, W. V. Bakker, O.B.E., 
director of European Reinsurance; Regi- 


nald H. Green, assistant manager, Treaty 
Reinsurance Dept.; and Zbieniew M. 
Zmigrodzki, manager, London Treaty 


Reinsurance Dept. H. Ernest Feer will 
continue with the department as resident 
delegate of the Philadelphia head _ office 
in The Hague. Milos R. Knorr, manager, 
lieatv Reinsurance, will return to Phila- 
delphia at end of year. 


Kemper Cos.: Jolin M. Chervenak, for 
merly manager of J. FE. Foster & Son, Fort 
Worth, has been appointed manager of 
fire production 

Edward C. Galvin has been named 
claims manager in Philadelphia. Robert 
D. Sauer has joined the ocean cargo 
underwriting staff in New York office. 

Joseph M. Sullivan has been appointed 
manager of boiler-machinery dept. at 
Syracuse office succeeding Richard W. 
Richards, who purchased the Charles L. 
Hughes agency, which represents Kemper 
companies in Utica area. Harold L. Kyff 
replaces Mr. Sullivan as district: manager 
in Rochester and Jolin D. Strong moves 
from Glens Falls into Kingston territory 
vacated by Mr. The latter's successor 
is Gerald ]. Carmody, who is replaced as 
a member of the Syracuse office special 
risks staff bv Edward FE. Awad, transterred 
from auto underwriting dept 

John 1. Hoerber, Jr., was elected a vice 
president and Joseph L. O'Rear a 2nd vice 
president of the Chicago agency of James 
S. Kemper & Co, 


Marbury & Co., William A.: Dun Fer- 
guson, formerly with Home of N. Y., has 
appointed 
central 


been 
south 


ficld) representative in 
Louisiana tor this Ruston 


La) corporation of 
agents, 


managing general 


Markel Service, Inc.: H. Jack Lissenden, 
formerly a partner in the accounting firm 
of Andrews, Burket & Co., has been named 
vice president and comptroller. 


Modern Excess & Surplus Markets, Inc.: 
John L. McMahan, president, has an- 
nounced the organization of this new in- 
surance firm at 406 Mamaroneck Ave., 
White Plains, N. Y., to provide a market 
to insurance agents and brokers for their 
special hazard risk business. Arthur T. 


O'Leary is executive vice president and 
John F. Kergil is secretary and general 
othce manager. 


Monahan Claims Service: [uymond D. 
Monahan, formerly employed as stath ad 
juster by Nationwide Mutual and Hart- 
ford Accident, has established this firm 
at 982 Hope St., Springdale, Conn. 


Motors Insurance: C. Tweed, 
othce manager of Birmingham branch, 
has been appointed district office man- 
ager at Mobile, Ala., succeeding J. E. 
Neeley. 


National Union Cos.: dri/iur H. Lang, 


formerly assistant U.S. manager of Atlas 
Roval-Sun Group, has been appointed 
vice president in’ charge of New York 
othice. 

New Hampshire Group: Ihe Long 
Island City office has been closed and a 
new ofhice opened at 175 Hillside Ave., 
Williston Park, N. Y., under supervision 


of state agent George D. James with spe- 
cial agent Lawrence N. McManus handling 
the casualty div. 


Pan American Cos.: Janes F. Gammage, 
Jr., has been appointed a special agent to 
service the Houston and Coastal territory 
replacing James P. Redding, resigned. 


Pearl-Monarch Group: Bowne 
has been named manager of automobile 
casualty dept. 


Pennsylvania Millers: Turner, 
Hi, formerly Philadelphia claims super 
visor tor Aetna Ins., has been appointed 


supervisor of claims 


Keeping an EKYE on 
our Agents’ needs 


We always keep our eye on the needs of our 
agents. They depend on usto concentrate 
on their problems. That’s why 
our agents are so successful. 


BS 


years of dependable service 
to our agents 


Fike CASUALTY INSURANCE CO. 
INSURANCE CORPORATION 


MAIN OFFICE 


FORT WORTH, TEXAS 
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Homer says .. .““Ten out of ten Doctors 
agree — 


— it is better to have insurance and not need it 
— than not have it and need it” 


Your policyholders won’t 
SUFFER 
in time of need if you have 
written their coverage to value 
?/ with NORFOLK and DEDHAM MUTUAL 


A non assessable-Multiple Line Compa OFFICE 2026 St, FORT 


Phoenix of Hartford Group: ‘/an // New Eneland branch advancements ton St Allentown, Pa 
McAllister has been appointed assistant Russell C. Tibbetts, manager of casualty agement of 7. Bo Aunt 
treasure! underwriting; and Clinton 7 Walker, 

Malmquist has been named manager of automobile underwriting Triangle Undrs., Imc.: Hlive ap 
special agent for Kentucky James J. McKeever has been advanced — pointed general agents by Beneficial Fire 

to manager of Mt. Vernon othece replacing % Cas. for the sale of travel accident poh 

Phoenix of London Group: (len Ii James P. Clarke promoted to production — cies utilizing credit facilities of the Diners’ 
Sheard has been appointed Arkansas state Hanger of Chicago branch. Joseph F. Club and Sheraton Hotels 
agent. Leo D. Clecton and Robert. F. Ladman, Jr., has joined the New York 
Chapin have been named special agents branch othee as manager-property dept Trinity Universal: Jin flendon has been 
for lowa and eastern Pennsvivania. re Field auditor Earl R. Schnedler has been — appointed special agent tor tidelity-surety 
spectively. transferred trom St. Louis to Baltimore lines in Ohio and 4. 4. Sf 


under the man 


named 
Wisconsin special agent 

va Starr & Co., C. V.: Gordon B. Tweedy 
Royal-Globe Group: Gordon Gilchres has been named executive vice president United Pacific: June’ 1 yy > has 
manager of electronic research, has been been named assistant superintendent ot 
State Farm Cos.: Dun MeNeriney has fidelity-surety dept. replacing Pdwin 
been advanced to advertising superintend Blake, resigned. 

ent. Lynn Woods has been named agency 


named an assistant secretary and will 
assist secretary EF. 7. Ayllo in the ad 
ministration of the data processing div 
James W. Stanton has been promoted director at northwest office in Salem U. S. Fidelity: Robert H. Wood, executive 
to casualty manager at Nashville ( Tenn.) State Farm Fire appointments at east assistant in home ofhce Claim dept., has 
central othe Tom Moberly, service su been made assistant agency director for 
perintendent at mid-Atlantic otfce, will southern territory 
be acting regional fire) manager Jack Manaver B. H. Roberts has been trans 
Terndrup, assistant: underwriting super ferred to Des Moines succeeding Wes 
intendent at mid-Atlantic, acting under ley Barns, retired, and replaced at 
writing superintendent; Paul Delong, Dixon by Paul FE. Murphy, agency super 
service superintendent at Marshall intendent there 
Mich.) acting loss superintendent 


and is replaced as casualty superintendent 
in Louisville by Jodin J. Goebel. Charles 
Davenport has joined the Nashville othce 
as regional bond superintendent and will 
be assisted by Walter P. Aing, recently 
transferred from New Orleans as under 
writing assistant. Carl F. Davis will head 
the new commercial accounts unit which 
was added to Nashville casualtvy under George Scheid, correspondence supervisor Volpe Co., W. A.: Howard BOG 
writing dept at Marshall, acting service superintendent contractor and builder in Hudson Valles 
and Joseph H. Johnston, district manager trea, has been appointed fire adjuster 
at Indianapolis, will be director of educa specialist 

tion and training 


Michael P. ( iptain has been promoted 
to state agent at Columbus, Ohio. 1. Dee 
Davis has been appointed special agent 
Agency: Charles O'Hagan and 

Strudwick Co., A. E.: Fdward Lane have been named assistant 
Standard Accident: who in association with Joseph ¢ managers for fire and casualty depart 
has been named executive assistant Aunches, set up the Chicago branch of ments, respectively 
accident and health. G. / ard MeAllister fice, has rejoined that branch as vice 
has been transterred trom Chicago to president 
home otfie executive assistant field 
operations and will assist’ vice president 


Zurich-American Cos.: \ branch ofl 
has been opened in Richmond, Va.. with 
: Toensmeier Adjustment Service: \ new John C. Lachman as manager and Rov oe 
C. L. Miller in handling Atlantic area office has been established at 801 Hamil Crosier, Jr., as supervising 
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“Unforeseen events...need not change and shape the course of man’s affairs’ 


Perfect fit...once! 


But he kept on growing. Just as the cost of everything has grown. Replacement costs of all 
your possessions are up because of inflation. For dwellings alone, values have gone up about 
70°% in the last nine years. It’s important for you to make sure your insurance protection 
has kept pace with rising costs. So find out the actual value of your home, furnishings and 
personal possessions at today’s prices. Then your local independent insurance agent or 
broker who represents the Maryland in your community can bring your protection up to date. 
Remember: because he knows his business, it’s good business for you to know him. 


MARYLAND CASUALTY COMPANY 


Baltimore 3, Maryland 


There are man) ms of Maryland protection for business, industry, and the home. Casualty Insurance, Fidelity and Surety 
Bonds, and Fire and Marine Insurance are available through 10,000 agents and brokers. 


Another striking advertisement to help build more business tor the local agent or broker 


by dramatizing the importance of insurance to value 


is 
| 
‘ 
¥ 
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reports on 
companies 


ALLSTATE Insurance Company 
Skokie, Illinois 


Compact Cars 


This company is writing lability, physical damage 
and medical payments coverages on compact and small 
10%, Lhe 


feels they cause a standard 


cars at a discount in a mumber of states. 


less damage than 


and are 


COTTE ATTN 


size automobile m an aceident themselves less 


expensive to repair. 


AMERICA FORE Loyalty Group 
New York, New York 


Executive Changes 


Phis group has announced the following executive 


changes: Harvey E. Abrams, formerly controller, has 


heen appointed a vice president of the four America 
Byron B 


troller and secretary of the tive Loyalty companies, has 


Fore companies ; Redman, vice president, con 
also been appointed vice president and controller of the 
\merica Fore companies and Horton S. Hickerson, 
secretary and chief auditor of the Loyalty compames, 
has been appointed general auditor for all of the com 
pames of the group. 
AMERICAN STATES Insurance Company 
AMERICAN ECONOMY Insurance Company 
Indianapolis, Indiana 

Organizing Subsidiary 

\merican 


States Insurance Company is organiz 


\merican Economy 


Phe 


sors as based on the direct billing principle, offering 


Insurance Company as a 


new company is deseribed by its spon 


subsidiary 
low premium, continuous form, simplified automobile 


policies through its agents. William T. Fowler, Jt 


will be in charge of operations 


AMERICAN SURETY Company of New York 
New York, New York 


Stock Exchange 


Directors of this company will recommend that stock 
holders accept a proposal of Transamerica Corporation 
For 


November, 1959 


to exchange two shares of Transamerica stock for eacl 


three shares of American Surety stock roposa 


will apply to the entire 1,248,000) shares o Merc 


surety out tanding itter the | tock civiclern cle 


clared October 1. The exchange otter will not be made 


unless and until all legal requirements have been met, 
including registration of an issue of 832,000 Trans 
\ct of The 
offer will be made by means of the prospectus forming 
part of statement, will he 
furnished to all stockholders of Surety 
pany 


america shares under the Securities 1933 


such registration 


\merican Com 


AMERICAN TITLE Insurance Company 
Miami, Florida 


Sales Agreement 


The 


agreed to sell its interest in the Rehable 


Title Insurance Company, Mian, has 


Insurance Com 


pany (approximately two-thirds of the outstanding 


shares) to the American Heritage Lite Insurance Com 


pany, Jacksonville. Thre 
ot $4,100,000, Lhe 


price is reported as in excess 


sale is in accordance with the plan 
inaugurated some time ago whereby Americ: tle cle 
cided to divest itself of its fire and casualty 
Under the 


ber of the 


interests 
agreement, the Rehable will remain a 


\merican Equity Insurance Group, John W 
Lamble will remain as president, and there will be no 


Wien) 


ciange in the operating management or uw derwriung 
es ot the company, 
\merican Heritage has tiled a re vistration statement 


with the Security and Exchange Commission for 360, 


OOO additional shares of common stock to be exchanged 
American Title will the the 


American Heritage stock to the publi 


for Reliable stock. otter 


ANCHOR Casualty Company 
St. Paul, Minnesota 


Additional Financing 
Executive Appointments 


this con pans 

increased by $1 million and its surplus increased by $2 
The that 
surplus was about $7 million and assets more than $21 
The 


\gricultural Insurance Company, Water 


(on September 24 the capital of 


million. company states its policyholders’ 


nullion as of September 30. Anchor is wl 

owned by the 

town 
H. W 


elected vice presidents, K. E, 


Horr, Ir 


Fomlinson and J. Dickey, Jr. have been 


Chapman, an assistant 


secretary and R. G assistant treasurer of 


this company, 


CITIZENS CASUALTY Company of New Y 
New York, New York 


Stock Dividend 
i declared a 10% stock dividend pay 


13 to sto kholders of record October 6 


ed mn +P 
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The stockholders of the company approved an increase 
in the company’s capital fron: 500,000 to 700,000 shares 
out of which increase the dividend of 50,000 shares was 
paid. The remaining 150,000 shares was offered to the 
public. 


CONTINENTAL Casualty Company 


Chicago, Illinois 
Stock Dividend 


Directors of this company have declared a stock 


dividend of 100 pavable December 10 to stockholders 


Appleton & Cox, Ie. 


111 JOHN STREET * NEW YORK 38, NEW YORK 


Insurance Managers and 
Underwriters since 1872 


FOUNDERS AND MANAGERS 
OF THE 


Washington General 


INSURANCE CORPORATION 


FIRE AND ALLIED LINES 
AUTO PHYSICAL DAMAGE - INLAND 
AND OCEAN MARINE - YACHTS 
AIR CARGO 


CO} 


206 SANSOME STREET, SAN FRANCISCO 


of record November 20. Stockholders have authorized 
an increase in capital from 3,000,000) to 6,000,000 
shares. 


CRUM & FORSTER 
New York, New York 


Named Vice President 


Edward W. Church, formerly manager of the Pacific 
Department, has been elected a vice president and will 
continue in charge of operations for the ten Western 
states. 


FEDERAL Insurance Company 
New York, New York 


Executive Elections 


In a realignment of the executive officers, Hendon 
Chubb, formerly chairman, has been named honorary 
chairman of the board of this company. Perey Chubb 
2nd continues as president while Nathan Mobley, | F 
Russell Parsons and Archie M. Stevenson, formerly 
senior vice presidents, have been made executive vice 
presidents. Lee Orton, formerly treasurer, has been 
elected a senior vice president and treasurer, William 
A. Bonner, Walter R. Gherardi, William M. Rees, 
John Rogers, Jr., H. Addison Taylor, Jr., Albert Carey 
Wall and Robert E. Wallace, formerly vice presidents, 
have been named senior vice presidents. 


FIREMAN'S FUND Insurance Company 


San Francisco, California 
Executive Appointments 


Vice president James R. Mackay has assumed full 
semior executive responsibility for automobile and cas- 
ualty operations of this company. He vice 
president Raymond Ellis, will continue the 
executive supervision and organizational planning for 


succeeds 


who 


accident and sickness operations until his retirement 
the first of next vear. 


FREEPORT Insurance Company 
HORIZON Insurance Company 


Freeport, Illinois 


Forms Subsidiary 


The Freeport) Insurance Company has formed a 
wholly-owned subsidiary, Horizon Insurance Company, 
which will write on an independent local agency basis, 
six months policies with direct billing at reduced rates 


for tire limits, including package policies and preferred 


Best's Fire and Casualty News 
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automobile risks. Officers of the new company 
same as those of the parent company. 


HARBOR Insurance Company 
San Diego, California 


Moves Headquarters 


The home office of this company has been moved to 
3540 Wilshire Boulevard, Los Angeles 


INSURANCE CORPORATION of America 


Indianapolis, Indiana 
Increased Stock Dividend 


This company has increased its annual dividend of 
stock from 5° to 6% and will now pay it on a 
quarterly basis. Payment under the new plan was made 
on October 20 to stockholders of record September 30 


NATIONAL UNION Fire Insurance Company 
Pittsburgh, Pennsylvania 


Stock Issue 


This company has filed a registration statement with 
the Securities and Exchange Commission covering a 
proposed sale of 200,000 shares of capital stock, The new 
stock will be offered to stockholders of record October 
16 on the basis of one new share for each three shares 
ot stock held. A group headed by The First Boston 
Corporation will underwrite the offering. The sale will 
increase the company’s capitalization to 800,000 shares 
of $5 par value stock. 


NEW HAMPSHIRE Fire Insurance Company 
GRANITE STATE Fire Insurance Company 
Manchester, New Hampshire 


Title Change 


Both of these companies have deleted the word “Fire” 
from their titles. 


NEW YORK PRINTERS AND BOOKBINDERS 
Mutual Insurance Company 

GRAPHIC ARTS Mutua! Insurance Company 
New York, New York 


Name Changed 
New York Printers and Bookbinders Mutual Insur 
ance Company changed its name to Graphic Arts Mu 


tual Insurance Company effective September 1. 
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Useful to you 
and your clients... 


ANY BROKERS and agents use our 

brochure, “Appraisal Procedure,” 
in discussions with their clients. It ex- 
plains the step-by-step procedure fol- 
lowed in authoritative appraisals of 
industrial, commercial and institutional 
properties. 

“Appraisal Procedure” also answers 
the many and frequent questions about 
appraisals your clients may have. 

Our booklet, “What The Businessman 
Should Know About Fire Insurance” 
(100 pages of valuable information) 
will also be appreciated by your clients. 

A supply of these brochures and 
booklets is available to you without 
cost or obligation. Write Dept. BIN. 


THe LLOYD-THOMAS co. 
Recognised Appraisal Authorities 

4411 Ravenswood Ave., Chicago 40, Ill. 
Offices Coast to Coast. 

First for Factual Appraisals Since 1910 


topflight agents are swinging to Indiana Lumbermens 
in growing numbers! 


1. Prompt claims service. 2. The best in coverages. 
3. Planned advertising aids. 4. Solid support from all 
departments—these plus factors can make your selling job 
easier and more profitable. 


FIRE CASUALTY 
e INLAND MARINE « AUTO 
write to Home Office for Details 


LUMBERMENS MUTUAL 


429 NORTH PENNSYLVANIA STREET 7 INDIANAPOLIS, INDIANA 
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THE PHILADELPHIA CONTRIBUTIONSHIP For 


the Insurance of Houses from Loss by Fire 


THE PHILADELPHIA CONTRIBUTIONSHIP 


Insurance Company, Philadelphia, Pennsylvania 
To Form Subsidiary 


This company plans to form a wholly-owned subsidi- 
ary to be known as The Philadelphia Contributionship 
Insurance Company with capital and surplus totalling 
$3 million. The new company, which will commence 


UNITED STATES 
CASUALTY COMPANY 


Home Office 


60 John St. New York 38, N. Y. 


REINSURANCE 


FRANK 
BURNS 


STUART BUILDING SEATTLE, WASHINGTON 


116 


operations next spring, will specialize im multiple-line 
coverage of dwellings and initially wall linut its opera 
A spokesman for the 
company states that previously established marketing 


tions to Pennsylvania. parent 
practices will be continued and that business wall be ac 
cepted on a brokerage basis. 


PREFERRED Insurance Company 
Grand Rapids, Michigan 


New Chairman 


Wendell Berman, formerly chairman of the board of 
the Pioneer Mutual Insurance Company of Boston lias 
Lhe 
Preferred contemplates expansion into New England 
where it is not presently represented, 


heen elected chairman of the board of this company 


ROYAL-GLOBE Insurance Group 
New York, New York 


Consent Decree 

The Royal Insurance Company, Ltd. and the Koval 
Indemnity Company have obtained a consent decree in 
their favor prohibiting the use of the name “Royal” by 
a life company in Georgia. 

The defending company, the Koval Life Insurance 
Company of America, was founded as the Whitheld 
Insurance Company of Georgia in 1939. It was char 
tered in Georgia in 1948 and changed its name to Roval 
Life Insurance Company of America in 1955. 

The consent decree, entered September 2. 1959, in 
the United States District Court for the Northern 
District of Georgia, Atlanta Division, permanently re 
strains and enjoins the life company from directly or 
indirectly using the name “Royal” as part of its cor- 
porate name; from using it in advertising or publicizing 
its business, or in connection with any plan or program 
to sell insurance of any type, or in connection with its 
business except as necessary in matters outstanding as 
of the date of the injunction. 


SECURITY Insurance Company of New Haven 
New Haven, Connecticut 


Named General Agent 


Markel Service, Inc., Richmond, has been appointed 
a general agent of this company and its subsidiary, The 
Connecticut Indemnity Company. The agency agree 
ment is limited to workmen’s compensation and general 
The insut 


\larl els 


liability coverages for truck and bus fleets 
ance companies will receive the benetit. «ot 


safety engineering services 
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SOUTHEASTERN FIRE Insurance Company 
Charlotte North Caro ina 


Enters Life Field 


This company has entered the ordinary life field 
through its subsidiary, The Citadel Life Insurance 
Company. Facilities of The Citadel will be made avail 
able to agents of the Southeastern 


THE STUYVESANT Insurance Company 


Allentown, Pennsylvania 
New Treasurer 


Chester H. Prentice has been elected treasurer of 
this company 


SUN In uvrance Office Ltd. 
ALLIANCE Assurance Company, Limited 


London, England 
Merger Proposed 


Directors of these companies have recommended to 
their stockholders a merger of the two companies. .\ 
holding company will be formed to issue stock in ex 
change for the stock of the two insurance companies 
Both of the carriers will continue to operate under their 
own names. The Sun Life Assurance Societv, a sub 
sidiary, is not involved in the merger but will continue 
to operate as a separate company with no change in 
management or status 


UNITED STATES FIDELITY and Guaranty 


Company, Baltimore, Maryland 
Additional Stock 


The United States Fidelity and Guaranty Company, 
Baltimore, has registered a new issue of 910,743 shares 
of stock with the Securities and Exchange Commission 
Phe additional shares will be otfered to present stoc k 
holders on the basis of one share for each tive shares 
held. Part of the proce eds will be used to form a wholly 
owned lite insurance subsidiary with an initial invest 
ment in the life company of $10 million. The issue will 
be underwritten by a group headed by Alex. Brown & 
Sons, Baker, Watts & Company, John C. Legg & Com 
pany, and Stein Bros. & Bovee. 


UNIVERSAL AUTOMOBILE Insurance 


Company, Indianapolis, Indiana 
New Company 


Phe Universal Automobile Insurance Company has 


las a stock casualty company by officers 


For 
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HARTFORD'S 
ONLY 
PROFESSIONAL 
REINSURANCE 
COMPANY 


A 


FIRE, MARINE, 
ALLIED CLASSES 


METROPOLITAN 
FIRE ASSURANCE 
COMPANY 


J. B. CARVALHO, President 
95 WOODLAND STREET, HARTFORD 5. CONN 


% 
* REINSURANCE BROKERS : 
Exclusively % 
4 More than a quarter century of constant 
4 progress and growth through unexcelled 
service to insurance companies, 
‘ FIRE AVIATION 4 
CASUALTY eLIFE 
% BONDS MARINE 
+ 
* WINDSTORM HAIL 
4 
4 * ACCIDENT AND HEALTH % 
4% 
4 
A. E. STRUDWICK CO. $ 
4 810 Baker Building 208 South LaSalle Street 4 
4 Minneapolis 2, Minnesota Chicago 4, Illin % 
FEderal 9-5847 CEntral 6-9141 
“ Large Enough to Serve You Well... % 
4 Small Enough to Want to ¥ 
4 
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of Universal Underwriters, Inc., attorney-in-fact for 
Universal Automobile Insurance Association, Indian- 
apolis, a reciprocal presently writing special risk auto- 
mobile insurance in Indiana and Illinois. Plans call for 
a merger of the two companies as soon as the Indiana 
Insurance Department completes its examination of the 
Association, Combined assets of the two companies will 
be in excess of two million dollars with liabilities of a 
million and a half it is reported. The new company 
will continue to write special hazard automobile and 
intends to expand its facilities to include the writing of 
special hazard general liability and compensation. Head- 
quarters will remain at 1000 North Delaware, Indian- 
apolis. 


WABASH FIRE and Casualty Insurance 
Company, Indianapolis, Indiana 


New President 


John 


COMpPAany 


MeGurk has been elected president of this 


succeeding former Governor Henry F, 
Schricker who becomes chairman of the board. As Mr. 
MeGurk is also chairman of the board of Crown Na- 
tional Life Insurance Company of Indiana, also of In- 
dianapolis, Wabash agents will have a market for life 


and accident and health lines. 


RETARDED 
CHILDREN 


BE 
HELPED 


SUPPORT YOUR 
LOCAL ASSOCIATION FOR 
RETARDED CHILDREN 
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ZURICH-AMERICAN Insurance Companies 
Chicago, Illinois 


Profit-Sharing Agreement 


A new multiple-line profit-sharing agreement which 
will replace all contingent commission agreements now 
in effect will be offered by these companies to their 
agents as of January 1. Described as a better way to 
reward volume and good experience, it will provide for 
the agent to share, ona sliding scale, up to 25% of the 
profits. It will include, in effect, a cut-off period of two 
vears on the reflection in contingent commission calcula- 
tions of a large loss. 


conventions ahead 


All meetings are annual unless otherwise specified. 


NOVEMBER 


2 American Society of Ins. Mgt., Inc., Drake, Chicago. 
5-6 Michigan Assn. of Mutual Ins. Agents, Statler, Detroit. 


9-12 Mutual Insurance, Technical Conf., Edgewater Beach Hotel, 
Chicago. 

9-12 Transportation Ins. Rating Bureau, Mutual Ins. Technical 
Cong., Edgewater Beach Hotel, Chicago. 

15-17 Kentucky Assn. of Ins. Agents, Kentucky Hotel, Louisville. 


17 Insurance Institute of America, New York. 

Indiana Assn. of Ins. Agents, Claypool, Indianapolis. 

lowa Assn. of Mutual Ins. Assns., Fort Des Moines Hotel, 

Des Moines. 

19 Ins. Federation of New York, 45th Annual Luncheon, Wal- 
dorf-Astoria, New York. 


19-20 Casualty Actuarial Society, Sheraton, Chicago. 

19-20 Conf. of Mutual Casualty Cos., Acctg. & Statis., Off. Meth. 
& Pers., Conrad Hilton, Chicago. 

19-20 Mutual Ins. Assn. of New England, Somerset, Boston. 

19-20 Southeastern Actuaries Club, Robert Meyer Hotel, Jackson- 
ville. 

29-30 Arkansas Assn. of Ins. Agents, 30th Annual Mid-Year, La- 
fayette, Little Rock. 

30-4 Nat'l Assn. of Ins. Commissioners, Inc., Fontainbleau & Eden 
Roc, Miami Beach. 

DECEMBER 

4 Assn. of Casualty Accountants and Statisticians, Statler, New 
York. 

9 Eastern Underwriters Association, Biltmore, New York. 


new directors 


The Manhattan Fire & Marine Insurance Company (New 
York, New York): Roy F. Coppedge, Jr., president of Na- 
tional Distillers and Chemical Corporation. 


Milwaukee Insurance Company of Milwaukee, Wisconsin 
(Administrative Offices, Newark, New Jersey): Harold P. 
Taylor, president of the Wisconsin Public Service Cor- 
poration, has been elected a director of this 
a member of the America Fore Group. 


ompany, 


Pennsylvania Maunfacturers' Association Casualty Insur- 
ance Company (Philadelphia, Penna.): G. Richard Fryling, 
president of the Erie Resistor Corporation and Robert L. 
Warren, Jr., vice president of the Brockway Glass Com- 
pany, have been elected directors of this ¢ 


Associ 


ompany and of 
the Pennsylvania Manufacturer 


ance Company. 
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REINSURANCE 


TIMELY TOPIC— 


Reinsurance—any day, es- 
pecially today, with 1960 
coming into view. 


We can do some special 
contract - building just to 
your exact measure. 


The essentials are here: 
geographical spread, ex- 
perience, capacity and the 
will to co-operate. 


MULTIPLE LINES. 


EMPLOYERS REINSURANCE CORPORATION 


KANSAS CITY, MO. 
Insurance Exchange Bldg. 


NEW YORK CHICAGO SAN FRANCISCO 
107 William Street 175 West Jackson 100 Bush Street 
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new 


@ | publications 


Insurance Simplified by William A. 
Hyde 


\lthough 
in class work effectively, it is not a 
text the normal 
text book is part of the problem this 
hook written that is, 
it informs but seldom inspires. 
While the book ts designed for the 
dual 
motivation of 


this book may be used 


book as such, as 


Was to solve: 


instruction and 
recruits, 
men will enjoy 


problem of 
promising 
veteran imsurance 
much of the contents. Eight chap- 
liability and 
and health cover- 


ters discuss property 
life and accident 
ages, while automobile insurance 1s 


given particular treatment. 

y. Published by the 
Vational Underwriter Company, 420 
Kast Fourth St., ( 


90.90 per cop 


mecinnatt 2, Ohio 


An Organization Guide for Insurance 
Companies by I. J. Collum, assistant 
budget director, Nationwide Insur- 
ance Companies 


This book devotes itseli to organ 


ization planning as applied to prob 


} 


lems peculiar to the msurance in- 


dustry. Much of the background 
was obtained by the author while 
serving as chairman of the Life 


Committee 
Management As 


has twelve chapters 


Company Organs 
of the Late Otticc 


sociation. — It 


dealing with such items as Basic 
Principles, Levels of 
Boards of Directors, 
General Middle and 
Supervisory Management, Commit- 
and Decentralization. Appen- 


dices treat examples of Ibjectives, 


(organization 
(organization, 
Management, 


tees 


Basic Organization Principles and a 
Bibliography. 


39 pps; $3.00 per copy with lower 
prices in quantity. <lvailable from 
lr. J. Collum, P.O, Box 204, Worth- 
ington, Ohio. 


Arson by Brendan P. Battle and 


Paul B. Weston 


This is a handbook of detection 
and investigation of one of the most 
difficult of major crimes to detect, 
investigate and prosecute. It covers 
in complete detail, all the successful 
techniques of recognizing the work 
and actions of fire-setters. Sixteen 
chapters cover such topics as arson 
rings, fires for profit and responsi 
In ad- 
dition there are photographs of many 


bility for recognizing arson. 


famous arson cases that were solved 
by the use of the techniques de- 
scribed in this book 


Pps; $3.50 Per copy. Pub- 
lished by Arco Publishing Com- 
hany, Ine., Lexington clve., New 


Vet 


ON INDEPENDENCE SQUARE 


Booth, Potter, Seal & Co. 
Public Ledger Building 
Philadelphia 6, Pa. 
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Recommended Insurance Attorneys 
Edition 


This legal 


work for insurance COMP any 


standard reference 
claim 
and legal departments is universally 
acknowledged as outstanding in its 
field. It is accepted for its ethical 
standards by the legal profession and 
the law 
list committee of the American Bar 
\ssociation. 

It presents biographical data, a 
verified list of insurance 
clients and lines of business 
cialized in for each of the listed ree 
ommended 


carries the certification of 


company 


spe 


insurance attorneys in 
every city and village of 10,000 or 
more population, besides hundreds 
of smaller towns. Both the U.S. and 
Canada are completely covered. 
very attorney or law office listed 
has been recommended both by in 

surance companies and by their own’ 
local bar of judiciary. Each attorney 

or firm has also been investigated as 
to reputation, facilities, and type of 
practice 

\ special subrogation section ap 
pears for many of the larger cities, 
presenting information as to those 
attorneys who are experienced in 
and desire to handle this specialized 
practice. 

Important supplementary sections 
include a comprehensive list of law 
vers experienced in and adequately 
equipped to give immediate attention 
to insurance adjustments and invest 
\lso, it includes a digest of 
insurance 


igations, 
the 
and Canadian province which is ex 


laws of every. state 
haustively revised and brought up 
to-date each vear; a list of general 
counsel and superintendents of in 
surance company claim or legal de 
partments, both for home and branch 
offices, and an interesting and con 
vemtent tabular summary of statutors 
provisions in all States and the Cana 
dian Provinces with respect to auto 
limitation of 


mobiles, negligence, 


time for commencement of action, 


financial responsibility. (automo 


biles) and workmen's compensation, 
| 


\ppended to this section are several 
interesting and factual motor vehicle 
stoppage charts 

19%) Iz fred 
VJ. Best Compa Fulton 
Street, New Now 
‘ii ad) ; 
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OMPLETE 


LAST SIX 


EDITORIALS 


Accide nt and Health Experience 
Cost ‘actor, The 

Editors’ Corner, The (monthly) 
1958 Estimated Earnings ... 
Insurance Investments 
London Lloyd's 1958 Report 


Mutual Underwriting By Lines 
Semi-Annual Experience 
Stock Underwriting By Lines 


Windstorm Deductibles 


BUYERS & LOSS CONTROL 


Behind the Losses (monthly) 

Buyers’ Round Table (monthly) 

Cargo Costs—Gunther G. Weinstoel 

Fire Protection—John L. Kuhn. J) 

Insurance Management Today— Robert Ho Brandon 
Lightning Losses—Lightning Protection Institute 
Radiation Hazard Control Leonard Horr 

Reducing Costs—John VWeWVahon 

Sick Transit, Gorier Monday M. MeClamvoch, 


LIFE AND ACCIDENT and HEALTH 


Accident and Health Developments (monthly) 


Complete Package, The—Bernard John Daencer 
Complete Service -Rohert A. Rennie 

Debit Agent's Market, The Thomas Vo J 
Doctor & Insurance, The—-Col. Wim. J. Rushton 


Disability Income Insurance—How ard Q. Skowho 


Financing Hospital & Medical Car F. Follmann 
Mental Health Insurance John D 
Proper Prospecting and Dignity A. Lindop 

Selling Life ¢monthly) 

Today & Tomorrow—Frederic M. Peirce 

Why Major Medieal Expense Insurance Charles I Ra 


LEGAL AND CLAIMS 


Howard R 
Vo Macitrthu 
(monthiy) 


Completed Operations 
Judge The--R 
Legal Spotlight. The 
Liability Verd Prof 
Zeisel 
Scientific 
Training 


tla 


Savs (tor 


thi) 


ets Kalven, J Pre 
Sleuth 


the New Adjuster 


MANAGEMENT & GENERAL 


Acceptable Sureties ........ 
Actuarial Problems of Property Insuranes 

H. Lonaleu-Cook . 
All Risk Physical Damage Insurance Bradford 
Atomic Risks, The—Joseph P. Gibson, Jr 

tusiness or Profession?—John H. S. Jamieson 
EA perience Experimentation Campell 
Fundamentals—J. H. Laidlaw 
Guideposts to Survival—Frank Lang 
In Retrospect—T. M. Alerander, Sr 
Lloyd's of London—Alhert 4. Morey 
Lower Automobile Insurance Rates Rernar 
Moral Hazards & Automobile Underwriting 


Smith, J 


add Cudden 


F. W. Polfreyv, Jr... C.P.CU 
New Approaches sM.¢ 
News from Londo Dencil Stua 


New York Responsibility Laws Wittian Mult 


Thomas H. Braun 
One Out of Tires Robert A. Rennie, 
Safe Driver Insurance James Mo Cahill 
Scientific Sleuth 
See Properly—Drive Safely 
Underwriters’ Environment, The 0. Griffith 
Underwriting Experience—S. Alerander Rell 
Underwriting the Commercial Risk— Howard T. Ru 
Values in Insurance Stocks Shelhu Cullom Dea 
OFFICE METHODS 

Are Executive Committees Effective ?—Guy Feragason 

Evecutives Overpaid Gu Feroason 

ind the Office Cmonthts 

letters —Fasy as ABC 

ets (monthiv) 

lyeting (LA.S.A.)— Jack Sechreihofe 
Data Processing Personnel (T.A.S.A.)—1. J. Recent 
Document and Audit Control (IT A.S.A.)—W. R. Still 
Flectronic Processing .J. P. Taheny 
n The ‘ her 


For November, 1959 


Nov. 32 
Sept. 7% 

v 71 
Sept. 
June 
Aug. 45 
Nov, 
Sept. 75 
71 


Tine 106 
N S38 
1h 
N “1 
Tuly 18 
thet 
Ang. 37 
June 67 
Tune OF 
June 99 
Au 2n 
Aug. 18 

June 121 
July 


Tune 20 


Tine 71 
Nin 1 

1S 
No 
oh 

May an 
July 49 
th 
Now 14 
June 32 
N 
N 


MONTHS 


Modern Aids to Office 
Office Equipment Directory 
Paper Work Control 


lenev (mont 
«monthty) 
Benjamin FE. Smith 


Purchase vs. Rental (1.A.S.A.)— Walter A. Pde 
Putting Ideas Across—tiuny Fergason . 
Sandwiches for a Computor—Herbert F. Chey 
Savings Through BF. Reese 
Solving the Disbursement Problem 

Value of Personal Contacts, The Guy Feroason 
White Ifouse Office 


SALES AND EDUCATION 


Ameri in Agency System, The—.James 1h 
Cancer ition Mirage, The Nelson 
Closing the Sale—John Adam. J» 
Correcting Unprofitable Agents J. W. Rarnett 
CPBRey Questions and Answers Imerican Institute 
Part I—Insurance Principles & Practices May 33 
Part IIl—Principles and Practices July 79 
Part IIT General Education Sept. 
Part IN Law 
Farm Liability Insurance—Thomas M. Stoker 
Making Surveys Practical—James J. Chastiay 
New Salesman, The—Thomas VM. Kruce. 
on the Month 
Insurance Principles & Practices 
Application of Electronics 
lnsuran Contracts Sept th 1 
Sales Slants rom Other Fields 
Salesman At Underwriting, Ralph Zaugmaster 
Selling Tips (monthly) 
Selling Parad monthiv) 
Service for the Customer Frank } Vuelle 
MISCELLANEOUS 
nt 
lie s St 
Luildine 
to 
Fire 
Its 
Motor 
Ne 
Ne I’ 
Rat Changes 
(Companies 
RATE CHANGES 
Automobile 
\la., Canada, Colo., Ind., Ore., Pa.. R. 1. Wash 
Wyo 
Ariz., Fin., Me N. ¥ Pa., Va., Vt.. Wine 
Del., Md:, S. ¢ West Va 
(kia 
‘ 1 Mal Mieh Minn Miss Mo N.M 
Pern Va 
ire 
Mad 
i 
N 
(ilase 
Cal Ind la Kv Mich Mio, Nev N. M.. Ohio. 
Ind, Town, Kv, Miel Nev N. M.. Ohio. Okla 
Hospitalization 
M I’a 
Fla., N. J 
IAability Other than Auto 
Alan., Ariz o., Conn., Del, D. C., Ga., Ind., lowa. Md 
Mass. Nev., N. No. Dak., Okla, Ore, ROT 
S. Da renn., Utah, Vt.. Wash., West Wise... Wyo 
\las \ Arh Calif Idaho, Ind., lowa, Kansas 
Mass, M Mo, Montana, Okla, Ore. R ¢. 
West \ 
\ 
\ \ ¢ I Miel Mint N_ N 
Pent l ‘ Vt Wa 
\ 


Workmen's Compensation 
re Va 


Ind. K N. J.. Ove 


Nov. 40 
Nov. 60 
June 42 
July 41 
Oet. 33 
Oct. 
Nov. 
31 
Sept. 95 
Sept. 10S 


Sept 
Nov. 18 
thet 
111 
June 25 
Aug. 8 
| 
Nov. 71 
June tH 


July 105 
Aug. 118 
Nov leo 
Nov 
June 18 
Nov. 114 
Now, 
\ug. 101 
Nov 

Nov, 126 
Nov 
Novy 
Nov 
Nov. 148 
Nov 
Now, 130 
Nov 
Nov 
Now. 148 
Nov 1™) 
Nov, 136 
Nov. 136 
Nov, 143 
Tune 114 
July 78 


ei 
t. 168 
112 
ne 114 


an 
ill 
tet en 
Nov. 11 
eye June 12 
Nov, 14 
‘ Oet. 12 
15 
t. 140 
Nov. 24 
Nov. 
June 129 
J vy DBD 
Sept. 43 
-Aug. 32 
llans 
Were } elxon 
a 
Aug. 62 
Nov. 112 ; 
Aug. 62 
(tet. 768 
& 
July 
vat Sept. 
Tuly 78 
Aug. 62 
Sept. St 
Tuly 26 : 
Ons 7 a | Sey 
Management Decision Peroason July 33. Aug. 78 No 11° 
15] 


INSURANCE COMPANIES REPORTED ON (FROM MAY, 1959) 


Agricuitural Ins. Co.. Watertown 


(Exchange Effected) ............. July 119 
EXChAnge) Aug. 115 
Allied Western Mutual Ins. Co., Kansas City 
Allatate Insurance Cos., Skokie i 
(Swiss Subsidiary) ............ee0/ Aug. 115 
(Women’s Division) ........... . Aug. 115 
(California Rates) ...........e.ee0/ Aug. 115 
(New York Rates) -eooeAug, 115 
(Enter A. & H. Field in Oct. 149 
(Compact Cars) .. 
Alliance Assurance Co, Ltd., London 
(Merger Proposed). NOV. 147 
Alltrades Ins. Co., Los Angeles 
(Named President) .............04 Aug. 115 
(New Vice President) ............$ Sept. 151 


Amalgamated Mutual Automobile Cas. Co., 
New York 
(Change in Name) 
Amalgamated Mutl. Cs New York 
(Ne ...Sept. 151 
America Fore- Loyalty Group, New York 


isualty Co., 


= 


(Merger Proposed) ............-. June 161 

(Merger Voted) Aug. 115 

(Branch Office) Aug. 115 

(Executive Changes) Nov. 143 
American Casualty Co., Reading 

(Specified Disease Policies) ...... June 161 


(New Policies) .......... 

(New Auto Program) 

(Appointments) 
American 


July 119 


Sept. 151 


Eeonomy Ins. Co., Indianapolis 


(New Subsidiary) Nov. 143 
American Fidelity & Cas. Co., Richmond 
(Leaves N. Aug. 116 


Neevie an Independe nt Reins. Co., Orlando 
(Stock Dividend) Oct. 169 

American Liberty Ins. Co Birmingham 
(Stock Exchange Rejec ted) June 161 

American Manufacturers Ins, Co., Chicago 


(Executive Elections) Oct. 169 
American Motorists Ins. Co Chicago 

(Stock Increased) .......... June 161 
American Stutes Ins Co.. Indis mnapolis 

(Executive Promotions) .........: Jnne 181 

(Organizing Subsidiary) Nov. 145 


American Surety Group, New York 


(Stock Dividend) Oct. 169 


(Stock Exchange) Nov. 148 
American Title Ins. Co., Miami 

(Sales Agreement) Nov. 148 
Anchor Cas. Co., St. Paul 

(Fxchange Fffected) ........... 119 

(Stock Exchange) Laeeee Aug. 115 

(Additional Financing) Nov. 1438 

(Executive Appointments) . Nov. 148 
The Anthracite Mut. Fire Ins. Co., Shamokin 
(Merged) ..... Sept. 151 


Associated Hospital Serv of New York, N. Y. 
(Garside Resigns) .. Sept. 151 
Associated Lumber Mutuals, ‘Chicago 


(Flected President) ............. June 161 
Atlantic Mutl. Ins. Co., N.Y 

(Executive Vice President) .. .. July 119 

(Expand Casualty Operations) ...July 119 


Auto Mutual Fire Ins. Co 
(Moves Office) . 


Phila 
169 


Bankers Mut. Ins. Co. of 
Gettysburg 
(Merged) ...... 
Reneficial Fire & Cas. Ins. Co., 
(Named Manager) 
Birmingham Fire & Cas. Co.. Birmingham 
(Stock Exchange Rejected) ...... June 161 
Butler County Merchants Mutual Fire 


Adams County, 
Sept. 101 
Los Angeles 

Sept. 151 


The Casualty Ins. Co. of Calif., Los 
Angeles 

The Celina Group, Celina 

(Executive Elections) 169 
Central Natl. Ins. Group, Omaha 

(Executive Promotions) .Aug. 116 
Chubb & Son, New York 
Cherokee Ins. Co., Nashville 

(Incorporates) .......... ... Aug. 116 

(Stock ince) 169 
Citizens Cas. Co. of N. Y., New York 


(Stock Divick nd) Nov. 143 
The Cincinnati Ins. Co., Cincinnati 
Combined American Ins. Co., Dallas 

(Executive Vice-president) .. Aug. 116 
Combined Ins. Co. of America, Chicago 


(Expands Operations) .. .. July 119 

Commercial Union Assur. ‘Ltd. London 
(Proposed Acquisition) ......... June 161 
Yirection) July 119 


ins Co., Brooklyn 


(Named Treasurer) es July 119 
Continental Casualty Co., Chicago 

(Injunction Dented) ............. June 161 

(New Accident Policy) .......... June 161 


152 


«(New President) Sept. 152 

(Dental Insurance P lan) cantons Sept. 152 
(Sponsoring Bank) ....... PTT TT Sept. 152 
(Stock Divide Nov. 144 


(Consent Inju Aug. 116 

(Elected Secretary) ......c...-se04 Aug. 116 
Cornbelt Ins. Co., Freeport 

(Named Vice President) ......... July 120 
Crum & Forster, New York 

(Named Vice President) ......... Nov. 144 
Dixie Auto Ins. Co., Anniston 

(Executive Vice President) ......June 162 


Delta Fire & Casualty Co., Baton “Rouge 


(Placed in Receivership) ........ Sept. 153 
The Domestic Mut. Fire Ins. Co., Shamokin 
(Merit Rating Plan) ............ Sept. 153 
Employers Mutual Group, Wausau 
(Executive Vice-president) ....... Oct. 169 
Farmers Ins. Group, Los Angeles 
(Heads Truck June 162 
(New President) June 162 
(Heads Mid- Century) June 162 
(Heads Fire Ins. Exchange) ..... June 162 
Farmers Mut. Automobile Ins. Co., Madison 
(New Vice-presidents) ........... Oct. 169 
Farmers’ Mut. Fire Ins, Co., Wilmington 
Federal Ins. Co... New York 
(Executive Elections) .......... Nov. 144 
Fidelity & Deposit Co. of Md., Balto. 
(Stock Split & Stock Dividend) ..July 120 
Fidelity Southern Fire Ins. Co., Houston 


Fireman's Fund Group, San Francisco 
) 


(Announces Merit Plan) ......... uly 120 

(Credit Account Plan) .......... July 120 

(Executive Appointments) Nov. 144 
Florida Home io Co., Miami 

(New Vice president) Litqeactmeeen Aug. 116 
Forest Ins. Co., Atlanta 

(Merger Proposed) ............++é ug. 117 
Frankford Mutual Fire Ins. Co. Phila, 

Frankford Mutual Ins. C o., Phila. 

Freeport Ins. Co., Free 

(Forms Subsidiary) cddceneb Nov. 144 
General Reinsurance Corp., New be 

(Appointed Secretaries) ......... g. 117 
Gibraltar Mutual Ins. Co., Philadeiphta 

(Moves Head Office) ............. July 120 
Grain Dealers Mut. Ins. Co., Indianapolis 

(New President) ...... Une 162 

(Executive Ap pointments) Aug. 117 
Granite State Fire Ins. Co., Manchester 

(Tithe Changed) 
Granite State Ins. Co., Manchester 

Graphie Arts Mut. Ins. Co., New York 

Great American Group, New York 

(Competitive Auto Policy) ....... uly 121 
Great American Ins. Co., New York 

Great Southwest Fire Ins. Co., Phoenix 

(Executive Vice-President) ...... June 1 


62 
(Reins. by Merchants & Farmers) June 168 


Guaranty Security Ins. Co., Minneapolis 
(Merger ¢ ‘ompleted) Aug. 117 
Gulf American F. & C, Co., Montgomery 
(Merger Proposed) ........ce.eee0d Aug. 117 
Harbor Insurance Companies, San Diego 
(Moves Headquarters) .......... Nov. 145 
Hardware Mutuals, Stevens Point 
(Vice President) -ehdensebasae June 162 


Hartford Fire Ins. Group, Hartford 
(Business Development Dept.) ...June 168 


(Elected President) .............4 Aug. 117 

(Building Chicago Office) ........5 Sept. 18 
Hastings Mut. Ins. Co., Hastings 


Holland America Ins. Co., Kansas City 


(Executive Vice President) Aug. 120 
Home Owners Mutual Ins. Co., ¢ *hicago 

(Elected President) ............. Sept. 156 
Horizon Ins. Co., Freeport 

(New Subsidiary) ..... ..Nov, 144 


Ideal Mut. Ins. Co., New York 
(Executive Election) .....s.0s.:. Sept. 156 
Imperial Ins. Exchange, San Gabriel 


Indemnity Ins. Co. of N. A., Phila 
(New Vice Presidents) .......... July 121 


Insurance Company of N. A. ams Phila. 
(Executive Appts.) .......... -- June 163 
(Executive Appointments) ug. 120 

Ins. Corp. of America, Indianapolis 
(Increased Stock Dividend) chideall ov. 145 


Interstate Fire & Cas., Chicago 
(Stock Split) ... 
(Stock Split) 


(Senior Driver Coverage) Oct. 170 
Keystone Ins. Co., Philadelphia 

(Vice President and Secretary) ..Aug. 120 
Keystone Mutval Cas. Co., Pittsburgh 


Liberty Mutual Insurance Co., Boston 


(New Dividend Class) ........... Sept. 156 
London Assur. Group, New York 

June 163 
Lumbermens Mut. Ins. Co., Mansfield 

(Agency Vice President) ........ June 163 


Maine Bonding and Casualty Co., Portland 


(Exchange Offer) ...cccccscccccsed Sept. 157 
Marquette Cas. Co., New Orleans 

(Executive Appointment) ........ Sept. 156 
Maryland Casualty Co., Baltimore 

(Executive Elections) ............/ Aug. 120 


Merchants & Farmers Mut. Fire Ins Co., 
Worcester 

(Reinsures Guarantee) June 163 

Merchant Fire Assurance Corp., New York 


Mid-America F. & M. Ins. Co., Kansas City 

(New Headquarters) ...... . Aug. 120 
Mid Union Indemnity Co., Elgin 

Mission Indemnity Co., Bg 

(Name Changed) Sept. 156 

(Issues Preferred Stock) ........ Sept. 156 
Mission Ins. Co., Los Angeles 

Mission Ins. Co., Pasadena 

COW Sept. 156 
The Monitor Mutual Ins., Pontiac 

Mountain Standard Ins. Co., Denve 

(Placed in Receivership) ........Sept. 157 


Mummasburg Mut. Fire Protection 
Gettysburg 


Society, 


Mutual Benefit, Omaha 

(Buys St. Paul Hospital & Cas.)..Qct, 171 

(Executive Appointments) ....... Oct. 171 
Natl. Fire Ins. Co. of Hartford, Hartford 

CHOW Sept. 152 

(Reinsures Natl. Grange Mutual 

(New Pregame) July 122 
National of Hartford Companies, Hartford 

(Extra Dividend) ....... .. Oct. 171 
Nath Union Fire Ins. Co., Pitts burgh 

National Union Ins. ‘Cos., 

(Executive Promotions) ne 164 
New Hampshire Fire Ins. Co., Tan 

(Title Changed) ..... Nov. 145 


New Hi: impsire Ins. 


New York Mut. Casualty Co., N. Y. 
(Vice President & Treasurer) .June 164 
(Elected Vice-president) .........4 Aug. 120 
New York Printers and Bookbinders Mut. 
Ins. Co., New York 
New Zealand Ins. Co., Ltd., San Francisco 
(Executive Changes) ............ July 122 
North American gaa Ins. Co., Chicago 
(Elect Secretary) June 14 
North British and Ins. C 0., Ltd., 
London 
(Proposed Acquisition) .. June 161 


Northern Ins, Co. of New York, New York 
Northern Ins. Co. of New York, New York 
(Exchange Offer) .......-..0.0-. Sept. 157 
Northern Security Ins. Co., —_ 
Northwestern Fire & Marine Ins. Co., 
Minneapolis 


‘Merger ‘ompleted) ..-Aug. 117 
Norwich Union Fire Ins. ., Ltd., Norwich 
Ohio Farmers Indemnity Co., LeRoy 
Old Republic Ins. Co., Greensburg 
(Absorbs Coal Mine Operations) .June 164 
Pacitiec Employers Group, Los Angeles 
(Enters Life Field) .......... .. Oct. 171 
Pacific Natl Ins. Co., Miami 
Pennsylvania Mutl. Ins. Co., Alburtis 
(Merger Agreement) ............. July 122 
Best's Fire and Casualty News 


43 
.... June 1% 
July 121 a 
| 
‘ 
i neg 


Perkiomen Mutl. Ins. Co., Collegeville Service Fire Insurance Co., New York , Tri-State Mutual Ins. Co., Luverne 
(Merger Agreement) July (Elected Treasurer) June 14 (Stock Exchange) 
The Phila. Contributionship for the South British Ins. Co., Ltd., San Francisco 
Insurance of Houses trom Loss by (U. S. Manager) .... . .- Aug. 120 
Fire, Philadelphia Southeastern Fire Ins. Co., Charlotte _ United States F. and G., Baltimore 
(Forms Subsidiary) ... : i (Enters Life Field) ....Nov. 147 (Executive Elections) ...........d June 14 
The Phila. ¢ ‘ontributionship Ins. C Southern Ins. Co., Dallas 
Philadelphia Springtield Fire & Marine, ld (Stock Dividend) 
(New Subsidiary) .... (Plans Life Co.) 172 (Additional Stock) 
Preferred Ins. Co., Grand Rapids Springtield-Monarch Ins, Cos., ‘Springtie ld United States Liab ility Ins. Co 
(New President) Aug. 12 (New Monthly Payment Plan) ..Aug. 120 Prussia 
(New Chairman) ......... ..Nov. 146 Stete Farm Mut. Auto. Ins. Co., B sloomington (Moves Headquarters) ..........June 164 
Public National, Miami (Customer Relations) Universal Automobile Ins. Co., Indianapolis 
(Insolvent) .17 State-Wide Ins. Co., N. Y. (New Company) = ‘ Nov. 147 
(To Write Fire Lines) g. 121 Utica Mutual Ins, Co., Utica 
St. Paul Companies, St. Paul 
Reliance Insurance Group, Philadelphia (Increased Dividend) .. June 164 
(Coal Mine Operations Absorbed) June 164 Ne .. Sept. 158 
Republic Ins. Co., Dallas Sterling Fire :. Co., Cobleskill 
Resolute Ins. Co., Hartford (Name Changed) .. Sept. 158 
(Heads Loss Dept.) .. Sept. 157 (Bought by Mut. Benefit) ........Qet. 171 Wabash Fire 
Riverside Ins. Co. of America, Little Hock Sterling Ins. Co., Cobleskill 
(Introduces Auto Plan) Aug. 120 (New Title) .Sept. 158 
Royal-Globe Insurance Group, New York The Stuyvesant Ins. Co., Alle ntown Western Millers Mutual Ins. ¢ 
(Marine Manager) s & (New Treasurer) .... Ne 7 Kansas City 
(Consent Decree) ....... ‘ Nov. 146 Sun Ins. Office, Ltd., Low on (Changes Title) .............. July 122 
(Merger Proposed) ...... ...Nov. 147 (Moves He adquarters) .. duly 123 
Superior Risk 3. Co., LeRoy Western Pacific Ins. Co., Seattle 
Scottish Union & Natl. Ins. Co., Edinburg (New Title) Sept. (Change of Address) Aug. 121 
(Purchase Offer) sept. 157 Western Pioneer Ins. Co., Oakland a 
Seaboard Mutual Casualty Co., Philadelphia (General Manager) ....... July 122 
Seaboard Surety Co., New York Texas Employers’ Group, Dallas Wilshire Ins Co., Los Angeles zs 
Security Ins. Co. of New Haven, New Haven (Executive Elections) .. Aug. (New Company) : Aug. 121 
(Increased Dividend) J : Travelers Insurance Co., Hartford Wolverine Ins. Co., Battle Creek 
(Stock Dividend) “t. (Executive Promotions) May (Director of Ins.) ...............June 164 
(Named General . (Independent Auto Plan) 
Service Casualty ¢ ‘ompany Ne (L. A. Branch Office) .. . Zurich-American Ins, Companie 
(Elected Treasurer) (Named Vice-president) 172 (Protit-Sharing Agreement) 


“King of 


Valley Forge Ins. Co., Reading 
(New Auto Program) ..... Sept. 151 


& Cas. Ins idianapolis 
(New President) Nov. 14S 


Ready for Immediate Delivery 


THE BUSY EXECUTIVE'S GUIDE .. . A complete statistical history 
of fire and casualty insurance, covering all stock companies and those 
mutuals writing 75% of all mutual business. Through tables and graphs 
it permits an instant grasp of trends over the past 50 years. Its format 
permits types of comparisons never before possible in the following 


fields: |, Fire & Casualty Business 


2. Stock Companies 
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Aetna Life Insurance Co. irtferd, Conn 

\ireactor Corp., New York, N.Y 

Steel Equipment Co., Ine., Aurora, HI 
America Fore Loyalty Group, New York, N.Y er 
American Casualty Reading. Pa 
American Equity Insurance Group, Miami, bla 
American Fire & Casualty Co., Orlando. Fla 

American Foreign Insurance Ass'n, New York, N \ 
American General Insuranes Croup, Texas 
American Health Insurance Ass'n, New York, N.Y 
American Insuranee Co., Newark. N. J 

American International Underwriters Corp., New Yor ~. 
American Motorists Insurance Co., Chieago, HI 
American National Insurance Co., Galveston, Texas 
American Reinsurance Co., New York, N.Y 

Anchor Casualty Co., St. Paul, Minn 

Appleton & Cox, Ine., New York, N.Y 

Best Industries, Ine., Miami, Fla 

Bituminous Casualty Corp., Rock Ishind, TH 

Booth, Potter, Seal & Co Philadelphia, Ua 

Boston Tnsuranece Group, Boston, Mass 

towles, Andrews & Towne, Ine., Riehmond. Va 

Briscoe & Associates, J. Huell, Chieago. HI 

Burns, Tne Frank, Seattle, Wash 

Bushnell & Co., Alexandria, La 

Clark & Co., Otis, San Franeiseo, Calif 

Combined Insurance Co. of America, Chicago. TH 
Commercial Standard Insurance Co., Fort Worth, Texas 
Commercial Union Group, New York, N.Y 

Connecticut General Life Insurance Co., Hartford, Conn 
Connecticut Mutual Life TInsuranee Co., Hartford, Conn 
Conover & Co., Chase, Chicago, Tl 

Cosmopolitan Mutual Insurance Co.. New York 

Corroon & Reynolds Group, New York, N.Y 

Crown Life Tnsurance Co., Toronto, Canada 

Cudd & Coan, Tne Spartanburg, S. ¢ 

Dale & Co., Ltd.. Montreal, Canada 

Dimling, Henry, Los Angeles, Calif 

Eagle Fire Insurance Co., Jersey City, No J 
Eastman Dillon, Union Securities & Co., New York, N. \ 
Employers’ Group, Toston, Mass 

Kmplovers’ Life Insurance ¢ Boston, Mass 
Employers Reinsurance Corp, Kansas City, Mo 
Fidelity & Deposit Co., Baltimore, Md 

Financial General Group, Des Moines, Towa 

First Boston Corp., New York, N.Y 

Froggatt & Co., Ine., Joseph, New York, N.Y 

General Accident Group, Philadelphia, Pa 

General Tnsurance Corp., Fort Worth. Texas 

Grain Dealers Mutual Insurance Co. Indianapolis, Ind 
Greene, Ine, WOW New York, 

Harleysville Mutual Insurance Co., Harleysville, Pa 
Hawkeye- Security Insurance Co., Des Moines, 
Insurance Co., New York, N.Y 

Hooker, Russell Ta 1, Conn 

Houston Fire & Casualty Insurance Co., Fort Worth. Texas 


Howard & Co 


Ltd, Robert, Montreal, Canada 
Indiana Lumbermens Mutual Tnsuranee Co., Indianapolis 
Ins. Co, of North America. Pt idelphia, Pa. . sack 
International B Machines Corp., New York, N.Y 
Inter Ocean Reit ‘ Cedar Rapids, Towa 
Kansas City Fire & Marine Insurance Co.. Kansas City. Mo 
Kansas City I Insurance ¢ Kansas Citv, Mo 
Kolob Corporation, Salt Lake City. Utah 
Leonhart & Ba Ma 
Llovd Thomas ¢ 
London Group, New 
Lumbermens Mu Casualty Co., Chieage. 
Manning & Sons, T. A., Dallas, Texas 
Marbury & Co., Wm. A., Ruston. La 


Marsh & MeLennan. Inc 


Chicago, 


Marshall & Co. AL W Newark, N. J 


154 


104 


31 
105 


S1 


Maryland Casualty Co., Baltimore, Md. 


142 
Melling & Bevingtons, Ltd., Montreal, Canada 110 
Merrill Lyneh, Pierce, Fenner & Smith. Ine. New York, N. \ 12 
Metropolitan Fire Assurance Co., Hartford, Conn Wi 
Munich Reinsurance Co., New York, N.Y. .... ; 
Mutual Life of New York, New 
National Cash Register Co., Dayton, Ohio a2 
National Union Insurance Companies, Pittsburgh, Pa 4 


Nekoosa- Edwards Paper Co., Port Edwards, Wis 


New Amsterdam Casualty Co,, Baltimore, Md 
New England Reinsuranee Corp., Boston, Mass, 7 
New Hhimpshire Fire Insurance Manchester, N. 73 


Norfolk & Dedham Mutual Fire Insurance Co. Dedham, Mass. 141 
North American Philips Co Ine., Hicksville, 
North American Reinsurance Corp., New York, N.Y 87 
Northern Assurance Co., Ltd.. New York, N.Y 118 
Northwestern Mutual Insurance Co., Seattle, Wash 7 
Ohio Casualty Insurance Co,, Hamilton, Ohio rer) 
Ohio Farmers Companies, LeRoy, Ohio : 
(PToole Associates, Ine » Queens Village, N.Y 
Pacitie Indemnity Co., Los Angeles, Calif 

Pan American Companies, Houston, Texas 

Paramount Underwriters, San Franciseo Calif 27 
Maull & Son, Alfred, Wheeling, West Va | 
Pearce Co., K. L., Des Moines, Lowa 112 
Peerless Insurance Co., Keene, N 37 
Penna, Lumbermens Mutual Ins. Co.. Philadelphia, Pa 108 


Pick Hotels ¢ orp., 


Pittsburgh 


Plate Glass Co., Pittsburgh. Pa 28 
Vittsburgher Hotel, Pittsburgh, Pa 117 
Preterred Fire Insurance Co., Popeka, Kan 120 
Providence Washington Insurance Co., Providence, R, I 102 
Recording & Statistical Corp., New York, N.Y 18 
Redmond & Shaughnessy, Ltd.. Montreal, Canada SI 
Reinsurance Agency, Ine., Chicago, I Ss 


Reinsurance ¢ orp. of New York, New York, N. ¥ sth 


Reliance Insurance Co., Philadelphia, Pa. 127 
Ritter General Ageney, Denver. Colo, S1 
Royal-Globe Insurance Group, New York, N. \ 
Royal Typewriter Co., Port ¢ hester, N. Y. . 4 
Security Connecticut Insurance Group, New Haven, Conn 17 
Security Mutual Casualty Co., Chicago, 1 
Seibels, Bruce and Co., Columbia, . | 
Southwestern Fire & Casualty Co., Dallas, Texas 27 
Southern Insurers, Ine., Fort Smith, Ark SI 
Standard Accident Companies, Detroit. Mich 6 2 
Standard Insurance Co., Tulsa, Okla 22 
State Farm Insurance Co., Bloomington, Il 118 
Sterling Offices, Ltd.. New York, N. ¥ M4 
Stewart, Smith & Co., New York, N. ¥ 119 
Stewart, Smith (Canada), Ltd., Montreal, Canada S1 
Strudwick Co., A. E., Minneapolis, Minn 
Sun Insurance Office, Ltd., New York, N.Y 139 
Superior Insurance Co., Dallas, Texas .... 70 
Thomas Collator Industries, Ine.. New York, N.Y 
Miffany Stand Co.. St Louis, Mo ; 1S 
Traders & General Insurance ( o., Dallas, Texas 130 
rrans Canada Assurance Agence ies, Ine., Montreal, Canada S1 
rravelers Insurance Co.. Hartford, Conn. .... 
rressel & Assoviates, Harry S.. Chieago, Tl 

Prinity Universal Insurance Co Dallas, Texas rp 
Pri State Insurance Group, Tulsa, Okla. . 138 
Underwriters Supply Co., Toledo, Ohio 4 
Union Mutual Life Insurance Co., Portland, Me tt) 
United States Casualty Co.. New York, N. ¥ 146 
United States Fidelity & Guaranty Co., Baltimore, Md 2 
Whiting-Plover Paper Co., Stevens Point, Wis a | 


Willeox & Co., Inc Albert, New York, N. 

Wilson & Co., Ltd., A. E.. Toronto, Canada 

Wolfe, Corcoran and Linder, New York, N.Y 

Wolverine Insurance Co., Battle Creek, Mich 

Woodward & Fondiller, Ine... New York, N.Y 26-126 
Woodward, Ryan, Sharp and Davis, New York, N. ¥ 26-126 
Worcester Mutual Fire Insurance Co.. Wereester Mass 10s 
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In the Li melight 


Because of 
These Features 


In short, these features add up to quality. Genuinely 
new, unusual and liberal, they possess strong prospect 
appeal, Here are the facts: 

Within the next twelve months, 500,000 American 
families will have hospital and medical bills that will 
equal or annual incomes. Another 
1,000,000 families will incur medical expenses equal to 
half their annual salaries. Basic medical or hospital 
insurance Is not enough to meet these catastrophic ex- 
penses. The Employers’ now provides the solution... 
Guaranteed Renewable Major Medical Coverage. 


exceed their 


For Individuals and Families 

Guaranteed Renewable to Age 65 

Level Premium. No Increase Because of Age. The Company Reserves 
the Right to Change Premium Rates on Class Basis Only 

First Day Coverage for Accident and Sickness 

$500.00 Deductible 

Pays 80° of Covered Expenses 

Pays up to $7500 for Each Accident or Illness 

Special Conversion Privilege 


If you are an Agent who wants to be in the limelight. 
why not see for yourself how our new Guaranteed 
Renewable Major Medical Plan can help guard against 
today’s skyrocketing medical costs and at the same 
time increase your own Accident and Sickness writings 
appreciably ? The entire sales approach has been de- 
signed tomake it easier for the Agent to sell and for 
the buyer to buy. Of course, a special invitation 
is extended to Agents now representing The 
Employers’ Group... one of the few nation- 
wide, full-line life and property carriers. 
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INA’'S HOMEOWNERS POLICY 


INA originated the Homeowners and INA leads the field in volume written. This is a real showing in leadership, 
the kind the agent with a future should have, helping him get and hold business in any line. And here’s a point: 
the Homeowners is an opening wedge into complete family protection. One agent, one source, one monthly 


payment under INA’s new convenient |NAmatic plan. All this is extra value to help make your tomorrow big. 


INSURANCE BY NORTH AMERICA 


Insurance Company of North America . Indemnity Insurance Company of North America . Life Insurance Company of North America . Philadelphia 
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